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Dealer has profitable 
role in 
marketing kitchens 
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Remodeling is the key 
to those 
kitchen built-in sales 
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into the 





swimming pool market 
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Nothing does it like ‘bush-beating’! ..... page 37 


ala 


. unequaled for natural beauty and 
serviceability. Available in standard Arkansas 
Soft Pine patterns, as well as special 


or architectural patterns. Warm, friendly 








wood at its best . . . particularly adaptable 
to attractive finishes of all kinds. 


A MUST for every home! 








POTLATCH 
FORESTS 
INNcC. 


BRADLEY -SOUTHERN DIVISION 
WARREN. ARKANSAS 


Look To Potlatch (:-—~s% 7 In Lumber 





Important addition to the dealer's window line 


““' alco 


SINGLE HUNG 


Aluminum Windows 








with these features 
that sell 


for Ualco dealers 


top lite is fixed — doesn’t open. window costs less... and 


there’s less chance of air and water leakage 
fixed meeting rail keeps window rigid 


polyethylene guide shoes eliminate vent “side play” 





exclusive strong cam lock engages integral groove in opposite 


meeting rail 


fully weatherstripped — bulb vinyl at vent head and sill, 


silicon-treated pile at jambs 


integral trim and nailing fins — one-man installation; 3 snap- 


off grooves -- choice of fin widths 
smooth opening and closing — adjustable spiral sash balances 


no bend or binding — vent head, sill, and meeting rail 


are tubular 


factory or job glazed, with hard-vinyl snap-in bead or 


compound 


Write now for free brochure. Print name and address anywhere on this page, and mail to... 


The Complete Line SO UTH ER N SASH 


SALES and SUPPLY CO., INC. © SHEFFIELD, ALA. 


FLORENCE, ALABAMA SAN LEANDRO, CALIFORNIA 
HUNTSVILLE, ALABAMA TAMPA, FLORIDA 
MONTGOMERY, ALABAMA ELIZABETH, NEW JERSEY 

A few exclusive territories still available. VAN NUYS, CALIFORNIA CANTON, OHIO 
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IS OUR SPECIALTY 


These are a few of the aluminum products available 
from Reynolds Aluminum Supply —_ the south’s 


We will be glad to supply all : 
large or small. Request the 
obligation. 


ALUMINUM 


se 8 O SERVICE REPRESENTATIVES 
~~ THE SOUTH WITH ALUMINUM PRODUCTS 


tS reoerane 
ae > REYNOLDS ALUMINUM SUPPLY CO. 


REYNOLDS 5 > OF TEN WAREHOUSES AND A 


— 

rerouts Sov 

‘ blished 

~ Swan OS ee or oFrices: ae 
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Southern 
Building 
Supplies: 


Striving to serve these Associations 
which serve building supply 
dealers throughout the South 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. ALpine 2-3195. President: Paul H. Earle, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid Build- 
ing, Little Rock, Ark. Secretary: E, DeMatt Henderson. Tel. 
FR 5-8283. President: John Hammerschmidt, Harrison, Ark. 


Building Material Merchants of Georgia — 351 Highway 4] 
South, Perry, Ga. Tel. GArfield 9-2472. Executive Secretary: 
Herbert G. Drews. President: Harrell C. Murray, Savannah, Ga. 


Carolina Lumber and Building Supply Association —- 3909 Mon- 
roe Rd,, Charlotte 5, N. C. Secretary-Manager: E. M. Garner. 
hy FRanklin 6-1503. President: M. R. Bagnal Jr., Columbia, 
Se 

Florida Lumber and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125. Executive Secretary: L. Vincent Ogle- 
tree. Tel. GArden 2-376]. President: J. E. Griffin, Lake Wales, 
Fla. 


Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Van Fange. 
Tel. 4607. President: C. Price Berryman, Coffeyville, Kan. 
Kentucky Retail Lumber Dealers Associaton — Marion Na- 
tional Bank Building, Lebanon, Ky. Executive Vice-President: 
Donald A. Campbell. Tel. 72. President: E. W. Chinn, Owens- 
boro, Ky. 

Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Executive Vice-President: R. Needham 
Ball. Tel. 2-4080. President: Arthur W. Foss Jr., Lafayette, La. 


Lumbermen’s Association of Texas — P. O. Box 5222, 25th and 
Lamar Bivd., Austin 31, Texas. Executive Vice-President: Gene 
Ebersole. Tel. GReenwood 2-1194. President: S. S. Forrest Jr., 
Lubbock, Texas. 

Middle Atlantic Lumbermen’s Association — 2 Penn Center 
Plaza, Philadelphia 2, Pa. Executive Director: Robert A. Jones. 
Tel. PEnnypacker 5-5377. 

Mississippi Retail Lumber Dealers Association — 535 Col- 
lege Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: Harry H. 
Lott, Winona, Miss. 

National Retail Lumber Dealers A iation — 302 Ring Build- 
ing, 18th and M Streets, N.W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. NAtional 8-6757. Presi- 
dent: Paul V. DeVille, Canton, Ohio. 


Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M,. Morgan. 
Tel. 7-0338. President: Frank Carey Jr., Oklahoma City, Okla. 
Southwestern Lumbermen’s Association — 513 City National 
Bank Building, Kansas City 6, Mo. Executive Vice-President: 
G. Kenneth Milliken. Tel. Victor 2-2265. President: James H. 
Wiseman, Searcy, Ark. 

Tennessee Building Material Association — 226 Capitol Boule- 
vard Building, Nashville 3, Tenn. Secretary-Manager: Stan 
Owens. Tel.: ALpine 6-8102. President: H. Alpha Doak, Greene- 
ville, Tenn. 

Virginia Building Material Association — 3305 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel.: EL 8-1749. President: Miss Carolyn B. Nettleton, Cov- 
ington, Va. 

West Virginia Lumber and Builders Supply Dealers Association 
— Box 230, Upshur Bldg., Buckhannon, W. Va. State Secre- 
tary: Sherman West. Tel. 1414. President: Owen L. Duncan, 
Huntington, W. Va. 
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THRESHOLDS and 


>» WEATHERSTRIPS 
» 


Model A40 
VP 


with Vinyl 
inserts 


>, 


This modern 

sweep-over type of 

threshold is completely 

water proof, protected at 

all floor contact points with long 
lasting vir yl ‘anadll 

We manufacture 45 threshold 

types. Send for new catalog— 

S7A. 


Built 

for long- 
lasting 
satisfaction 


A750 Aluminum 5” x 4” 8750—Brass 5” x 14” 
A new, effective latch track that will 
fill the growing school building demand. 


w/s 


12 coils in handy 
dispenser with nails 


“Count on Southern” 


SOUTHERN MEtHL PRODUCTS CORP 


1775 AIRWAYS « PHONE FA 7-8431 ¢ MEMPHIS, TENN. 


For more details on above items, use Coupon on Page 101 5 





S 
e 
SIGNIFICANT TRENDS 





March, 1960 
QUESTIONS FROM DEALERS REGARDING EFFECT OF FHA GRADE-MARKING REGULATION 


What wiil happen after April 1 to dealer's stock which is not grade-marked? 


A. Actual experience in states earlier requiring grade-marking indicates that there is 
no real problem in relation to dealers' inventories. As far as the FHA is concerned, 

it is understood that only about a third of the total house construction is FHA- 
insured, and so dealer still will have an outlet for unmarked lumber. 


Q. Will dealers have to carry two stocks? 


A. A dealer may choose to have two stocks of framing lumber. But with inspection serv- 
ices readily available for certification of unmarked lumber he may have on hand or may 
buy not grade-marked, he can easily be in position to handle situation to his best 
advantage, depending on volume he supplies for FHA construction. 


What will happen to shipments from small mills which do not grade-mark? 


This question was fully answered during World War II. When defense program began 

1940, there were 400 mills, representing about a third of the Southern Pine produc- 
tion, who subscribed for SPIB services and were authorized to grade-mark. All lumber 
requisitioned by the federal government for building was required to bear a grade=-mark 
of organization under whose rules it was produced. Within 18 months, subscribers to 
SPIB increased from 400 to 1,200, and for year of 1942, these mills accounted for 85 
per cent of total Southern Pine production. As other states have experienced, the small 
operator wishing to ship certified product can be placed in that position without too 
much adjustment in his operating methods. If small mills wish to continue shipping 
ungraded lumber, or even graded lumber, to markets not requiring grade certification, 
there still will be wide avenue for such sales. 


Q. Where will all the graders that will be required come from? 


A. Any mill undertaking sale of lumber according to standard grading classification 
must have at least one employee who knows how to grade. Among mills that have applied 
for SPIB supervision, it has been rare to encounter one, regardless of size, that does 
not have a grader competent enough to grade. Many mills ship only common boards or 
dimension, or both, and so only a few quality segregations are involved. 


Q. Who will grade stock from small mills when entire output is taken by dealer? 

A. Small mills usually sell lumber as a rough green product. Such sales are made either 
to neighboring concentration plants or to retail dealers with facilities for complet- 
ing manufacturing process. Dealers in such position may secure SPIB supervisory serv- 
ices and the right to grade-mark Southern Pine lumber. 


(Courtesy of Southern Pine Inspection Bureau) 
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They sell well everywhere! 
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amazinc LOK-tite connerRS 
PREVENT RACKING 


Amazing new LOK-tite process makes 
the corners of these Rudiger-Lang screen 
doors as rigid as if they had been welded. 
There is absolutely no give at all from 
twisting or uneven strain! 





Write or call nearest 
sales office today 
for complete information 


2701 Eighth Street 7831 Haskell Ave. International Trade Mart 
Berkeley 10, Calif. Van Nuys, Calif. New Orleans 12, La. 


THornwall 3-0340 TRiangle 3-3937 TUlane 7186 
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INDUSTRY NEWS 


Manufacturers, Wholesalers, Associations 





Swanson Heads Andersen Corp.; 
Rowland Designated Sales Director 


Swanson 


Earl C. Swanson, 48, was recent- 
ly elected president of the Ander- 
sen Corp., Bayport, Minn., by ac- 
tion of its board of directors. 

Swanson succeeds Fred C. An- 
dersen, a company founder, to the 
presidency. Andersen, who has 
been president of the wood win- 
dow manufacturing firm for 45 
years, becomes board chairman, a 
newly-created office. 

At the same time, Andersen di- 
rectors elected James D. Rowland 
vice-chairman of the board and 
director of sales, another newly- 
created position. Rowland was 
promoted from vice-president. 

“While Rowland and I fully ex- 
pect to continue active in day-to- 
day management,” Andersen said, 
“Earl’s appointment as president 


Output of Texas Lumber 
Shows 13 Per Cent Gain 


The Texas Forest Service has 
revealed that the state’s lumber 
industry increased its production 
by about 13 per cent during 1959. 

And, undeterred by a seasonal 
dip that occurred during the latter 
part of the year, leaders in the in- 
dustry’ reportedly are confident 
that the spurt will continue. 

The increase in production in 
Texas timberlands is said to be 
about twice the national increase, 
with the national lumber produc- 


Rowland 


Andersen 


will strengthen our total manage- 
ment capacity and will assure con- 
tinuity of Andersen policies which 
we believe to be largely responsi- 
ble for our progress through the 
years.” 

He pointed out that sales in 1959 
were $43,600,000 compared to $33,- 
600,000 in 1958 and $9,600,000 a 
decade ago in 1949. 

Rowland, who joined Andersen 
in 1919, has headed its sales oper- 
ation since 1930. He became a 
vice-president and director in 1937. 

Since its founding in 1904, the 
Andersen Corp. has been headed 
by a member of the family which 
gave it its name. 

Fred C. Andersen is a son of 
Hans, the Danish immigrant who 
launched the company. 


tion increasing about five to six 
per cent during the year. 

Most of the increase involved 
pine, it was indicated. 


S. Elmer Spencer, 79, Dies 


Shuford Elmer Spencer, 79-year- 
old founder of Spencer Lumber 
Co. in Gastonia, N. C., died re- 
cently after being ill for several 
months. Spencer had been a lead- 
er in the lumber industry in the 
Carolinas for the last half-century. 
He organized the Carolina Lumber 
Dealers Assn. in 1923. 





A Date-Switch for Arkansas 


Meeting date for the 1960 an- 
nual convention of the Arkansas 
Assn. of Lumber Dealers has 
been rescheduled to April 13-14, 
a week in advance of that orig- 
inally announced. Date move-up 
was necessitated by hotel man- 
agement oversight, said AALD 
Secretary DeMatt Henderson. 
Convention headquarters will be 
the Marion Hotel, Little Rock. 











‘59 Housing Construction 
Surpasses 13-Year Record 


Sharp gains in contracts for 
housing and for industrial and 
commercial buildings in 1959 sent 
construction to a new all-time high 
for the 13th year in a row, accord- 
ing to F. W. Dodge Corp. 

Total construction contracts in 
the United States (excluding Alas- 
ka and Hawaii) in 1959 amounted 
to $36,269,000,000, a gain of three 
per cent over 1958. Residential 
contracts were at record levels and 
accounted for the bulk of the in- 
crease in total construction con- 
tracts. Apartment buildings con- 
tinued to play a large role, mak- 
ing up 17 per cent of the dwelling 
units represented by the residenti- 
al contracts. 


Wood Conversion Elects 
Pattie to Presidency 


D. M. Pattie was recently elect- 
ed president of the Wood Conver- 
sion Co., St. Paul, Minn. He suc- 
ceeded E. W. Davis, now firm board 
chairman. 

Pattie has been executive vice- 
president since 1954. Hired as a 
salesman in 1923, he has served as 
district sales manager, assistant 
general sales manager, vice-presi- 
dent, and general manager. 

Davis had been president since 
1947. He joined the company when 
it was first organized by Weyer- 
haeuser affiliated companies in 
1921. 
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NOW... Nein PHOS-FUSED ORNAMENTAL IRON i ‘ape 


N THE 


Construction of new Southern plant at your doorstep SsoUurE / 
4 


means more efficient service to you! ~~ 


rem saree A 

Versa's on the move! The fastest-growing line of completely adjustable 
Ornamental Iron NOW manufactured in the South, by Southerners. You can sell the 
mass-produced Ornamental Iron with the “Custom” look n the greatest Ornamental 
!ron market in the country! Added sales .. . at full markup 


YOUR INVENTORY !S SMALL! 
Versa has only three basic parts (all adjustable) for any step or platform installation. 
It means easy installation ... smaller inventory . . . faster turnover . . . greater profits! 


VERSA MEANS QUALITY! 
New phosphate coating prevenis oxidation . . . improves paint adhesion. Electronic 
fusion strengthens the parts — eliminates unsightly welds nsures a 
weather-proofed joint and finish. 





NATIONAL SUPPORT=-LOCAL FOLLOW-THROUGH 
Versa’s hard-hitting national consumer advertising creates demand. And, there’s a wide 
variety of promotional material available for direct mail — newspaper advertising — 
in-store promotion and more! 























VERSA ORNAMENTAL 


srt fe tactygn thc ONE OF THE MOST COMPACT, 
THROUGH AUTHORIZED 
DISTRIBUTORS AND YET ATTRACTIVE DISPLAY 
DEALERS rg ao UNITS YOU'VE EVER SEEN . . 
one! Write pa for details! IT TAKES ONLY 12” x 44” OF 

' YOUR FLOOR SPACE! 


nM, PRODUCTS COMPANY 
LODI 19, OHIO e TIFTON, GEORGIA 
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INDUSTRY NEWS 





were dined and memorialized for outstanding industry contributions by Atlanta Hoo-Hoo Club 
No. 1, reportedly founded in 1912 as nation’s first local Hoo-Hoo organization. Receiving 
club’s engraved plaques at a noon banquet in Atlanta’s plush Capital City Club were (seated, 
| to r), John Rudesal, Robert White, and Frank G. Lake Jr., and, standing (I to r), English 
Clark, Paul Patton, Luther Randall Sr., and Harry Kopcke, all of Atlanta. Also honored, but 
not at luncheon, were George West, H. R. Williams, and P. G. Hanahan. Plaque presentations 
were made by Atlanta Chamber of Commerce President Edgar J. Forio, executive vice- 


president of Coca-Cola Co. 


Forum Forecast for Sixties Foresees 


Construction Outlays at $670-Billion 


The next decade will see the 
U.S. spend more money on new 
construction — $670-billion — than 
was paid out for that purpose in 
the previous 35 years. 

Forecast by Architectural Fo- 
rum, this coming expenditure far 
exceeds total value of all goods 
and services produced by U. S. in- 
dustry in 1959. It is more than 
twice as big as the national debt, 
and 60 per cent more than money 
spent on new construction during 
the 1950’s. 

Holding the building spotlight 
in the decade to come will be the 
trend of private nonresidential 
construction. The annual rate of 
expenditures in this category is 
slated to increase 71.8 per cent 
between now and 1970 to almost 
$15-billion. The total of this kind 
of building for the decade is ex- 
pected to be $125-billion. 

Private residential building ex- 
penditures, while they will be 
larger than those for nonresidenti- 
al buildings, will rise only 27 per 
cent to an annual rate of $28-bil- 
lion by 1969. The total for the 
decade will be $248-billion, of 


10 


which new dwelling unit construc- 
tion will account for over $180- 
billion. 

By the end of the next ten years, 
total annual expenditures for new 
construction (in 1959 dollars) will 
be close to $80 billion—about 46 
per cent higher than in 1959. 

By 1969, the government’s share 
in construction expenditures will 
be about 33 per cent as compared 
to 29 per cent during the 1950’s. 
The annual rate of public building 
will have reached $24.8-billion, up 
52.8 per cent from 1959, and total 
government outlays during the de- 
cade will be at least $200-billion. 

The major category of public 
building construction is education- 
al. Expenditures in this field will 
increase 72.1 per cent to an annual 
rate of $4.5 billion. 

Despite its staggering size, the 
$670-billion forecast is defined as 
“quite conservative.” For one 
thing, it is measured in 1959 dol- 
lars and does not take any future 
inflation into account. 

Also, it is based on the assump- 
tion that future building activity 
will provide no faster improvement 


(Continued from page 8) 


Sec. Ed Libbey of NRLDA 
To Brief Mississippians 


A rundown on legislation affect- 
ing building supply dealers by Sec- 
retary Ed Libbey of the National 
Retail Lumber Dealers Assn., 
Washington, D. C., will highlight 
the annual convention of the Mis- 
sissippi Retail Lumber Dealers 
Assn. at Biloxi, March 31-April 1, 
at the Buena Vista Hotel. 

Another featured speaker — Dr. 
W. D. McCain, president, Mississip- 
pi Southern College, Hattiesburg, 
— will talk on “Let’s Sell Missis- 
sippi,” a speech officially to open 
the convention at a noon luncheon 
on Thursday, March 31. 

Final day’s program will get 
under way early with a distribu- 
tion problem discussion by David 
P. Whiteside, Triangle Distribu- 
tors, Inc., Tupelo, followed by elec- 
tion of 1960 officers. 

NRLDA Secretary-Treasurer 
Ted Lemmons announced that 43 
commercial exhibitors will be ac- 
commodated at the meeting this 
year. 


WCLA’s ‘60 Ad Campaign 
To Emphasize Framework 


A campaign to remind home 
buyers and builders that a house 
is only as good as its frame, which 
should be lumber, “forms the back- 
bone” of the West Coast Lumber- 
men’s Assn.’s 1960 national ad- 
vertising campaign program. 

The ad theme of “Framing — 
the Hidden Value” will purported- 
ly reach over 40-million consum- 
ers through full-page four-color 
ads in such national shelter maga- 
zines as Better Homes & Gardens, 
House Beautiful, and American 
Home. 

WCLA points out that glamour 
items — built-ins, fine paneling, 
and siding — get all the attention 
from prospective home _ buyers, 
with result that many neglect to 
inquire about the frame when con- 
sidering a purchase. 


in living standards and industrial 
capacity than has taken place over 
the last decade. If, as seems likely, 
there is an increase in the U. S.’s 
rate of economic growth, then 
there will probably be more build- 
ing than the forecast indicates. 
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ALUMINUM AND GALVANIZED 
BUILDING SHAPES. A versatile 
line of all popular sizes and designs 
currently used in the building in- 
dustry. Applicable for industrial, 
commercial and residential con- 
struction. Sixty-one different shapes 
available. 


1 OR 2-SIDED COPPER VAPOR 
BARRIER AND REFLECTIVE IN- 
SULATION. Available in 4 populor 
weights. Corrosion resistant. Use 
with o mastic on footers ond for 
underground installations. Forms 
permanent seal around doors and 
windows. An effective insulator. 


4 MORE BUILDING PRODUCTS 
FROM QSM’S COMPLETE LINE 


ands behind every one!) 


ALUMINUM AND GALVANIZED 
TERMITE SHIELDS AND PIER 
CAPS. Two-inch single or double 
flange shields. Inside, outside, and 
double flange mitres simplify in- 
stallation and are available in sizes 
to fit all standard wolls. 


GALVANIZED ROLL VALLEY 
AND FLASHING. One of the most 
rigid roll valley and flashing mate- 
rials on today's construction market. 
Used also for duct work, etc. Of 28, 
29 and 30-gauge, in 12 widths, 
from 4 to 30 inches. Fifty-foot rolls. 


The most complete line of 
Metal Building Products 
manufactured at one source 
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ALUMINUM ‘\ 
SOFFIT 


Buitders go for this profitable new QSM aluminum 
soffit material. It’s light, flexible, and easy to install. 
Saves time and money on every job. 

Perforated with 44-inch les to open 14% of its 
surface for ventilation; needs no soffit louvers. Etched 
and prime coated for easy second coating in any color. 

Available with or without perforations to use for 
room dividers, shading screens, carports or decora- 
tive applications. In 100-foot rolls of 12, 18, 24 and 
36-inch widths. 


Get this Free Booklet... 


SHOWS OUR COMPLETE LINE! 








QUAKER STATE METALS COMPANY 
Box B-1167, Lancaster, Pa. 


Gentlemen: Please rush me the booklet with the full story of Quaker 
State’s complete line of metal building products ! 





Name Company 





Address 


City Zone 
tom a [| Dealer [} Distributor 
(Check one) 


QUAKER STATE METALS COMPANY 


LANCASTER, PA. 
A Division of HOWE SOUND COMPANY 





State. - 
(-} Builder or Contractor 
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Put into 


id atom atshalel—me)s 


your customers... 





13) Died Yn 
QUALITY 
at 
COM PEHTITIVE 
COST 


Regular Gypsum Wallboard 
Firestop Gypsum. Wallboard 
“Hummer Systems of Gypsum Wallboard Application 
‘ Joint Systems ¢ Metal Casing and Corners 
Insulating Gypsum Wallboard 
Wood Grained Wallboards 
Fireproof Gypsum Sheathing 
Gypsum rlasters 
*Lite Mix 
Gypsum Lath e Lite Acoustic Plaster 
Concrete Bond Plaster © Finish Coat 
Gauging Plaster © Keene Cement 
Builder's Lime 


Reinforced with glass fibers—a Bestwall ‘first 
v) | 
YOUR BEST BUY IS BES /: | re 
i all Nr 
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Misceramic 
offers you the whole ball of wax... 


From one source, one shipping point, you 
wall tile meeting all building specificat 
floor tile made right in the same plant 
accessories in corresponding colors...a ¢ 
both adhesive and mortar installation. 
adhesives and grout bearing the approved 


architectural specifications ...and a complet 


professional and do-it-yourself installation 
ness of line, Misceramic offers you prompt 
of the most modern ceramic tile plants ir 
getting advertising to dealers and consun 
the business is here...now...where y 
limited number of areas is open. Write, W 


rN Whisceram 


full line of ceramic 
full line of ceramic 
omplete line of bath 


nplete line of trim for 
omplete line of quality 


ark and meeting all 
ne of tools for both 
idition to complete- 
t service from one 
5. today... action- 
is the trend and 
Distribution in a 
Call Today! 


ice "Pale 


veland, Mississippi 





Clinton C. McClure, Allison Lumber Company Head Forester 


Here’s where the famous 


Sillison quality begins 


Quality lumber comes only from superior timber. 


At Allison, every effort is made to grow the finest 
timber in the world. Our constant search for quality 
begins in the woods, and continues through every 
stage of production. Allison’s forestry program, under 
the direction of Clinton C. McClure, head forester, 
is second to none. There’s no better lumber anywhere 
than Allison-brand . . . a quality name in Southern 
Pine since 1899. Call us about your needs. 


LIVE, WORK, BUILD 


wood 


“fli LUMBER 
es st ee 8 
BELLAMY, JALABAMA 
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Oklahoma Dealers Get 
First-Hand Briefing 
On ‘60 Wood Promotion 


There’s a new spirit in the lum- 
ber and wood products industry, 
much of which stems from the 
dealer’s renewed faith in his pri- 
mary building material—wood. 

That was the belief expressed 
recently to members of the Okla- 
homa Lumbermen’s Assn. by Ber- 
nard C. Hartung, director of Mem- 
bers Relations, National Lumber 
Manufacturers Assn., Washington, 
D.C. 

Hartung spoke to an OLA Dis- 
trict One meeting in Tulsa on Jan- 
uary 19, and to a District Five 
gathering in Oklahoma City on the 
following day. 

OLA Director Frank Geiler han- 
dled arrangements in Tulsa, while 
OLA District Five Director Fran- 
cis T. Smith took charge in Okla- 
homa City, according to W. M. 
(Bill) Morgan, OLA secretary. 

Commented Hartung: “There is 
a new spirit in the lumber and 
wood products industry. Much of 
this renewed faith in our primary 
building material stems from the 
interest and impact that has been 
generated by the year-old Nation- 
al Wood Promotion program, and 
we are proud to say that practical- 
ly every segment of the industry 
is cooperating one hundred per- 
cent in this all-out effort.” 

The program, as explained to 
the state lumber group, is a triple- 
phase campaign, directed solely 
toward increasing demand for lum- 
ber and wood products. It consists 
of advertising, merchandising, and 
publicity designed to emphasize 
qualities of wood as a modern ma- 
terial; technical promotion and 
field. contact operations, fashioned 
to assure a general reawakening of 
interest in a knowledge of lumber 
and wood products among archi- 
tects or designers, specifiers, build- 
ers, retail dealers, and others. 

“There is a solid affinity for lum- 
ber on the part of a great major- 
ity of the retailers,” Hartung con- 
cluded, “and we are determined 
to re-establish our material as the 
number one product in the yard 
and on the shelves of these dealers 
in every section of the country.” 

Frank Carey, OLA president, 
and Bill Morgan, secretary-man- 
ager, both expressed favor toward 
the National Wood Promotion ef- 
fort, and opined that the new 
stimulus would mean much to 
dealers throughout Oklahoma. 
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Jayhawk 


FOR LASTING BEAUTY AND PERMANENCE 


LOW PRICED Costs no more than common wood doors when you 
add their extra cost of hanging, painting and upkeep 


RUSTPROOF Aluminum wire screening will never rust or discolor 
in any weather. 

NEVER WARP Frame has hidden non-sag braces built into all 
four corners. 

RIGID Fully framed kick plate is multi-ribbed for extra strength and 
beauty. 

STURDY Concealed hinges have genuine Oilite never-squeak 
bushings. 

TOP QUALITY Knob type latch; rustproof stainless steel screws. 

EXPANDER Channels provide instant fit to any door opening. 
Patented hinges need no mortising to install. 


DECORATIVE Grille (optional accessory) adds beauty and protects 
screening. Pneumatic closer also optional. 


ReTAit' LOY 


(EXCEPT CLOSER) 








Here is the door to more profits for you, more value Quality was not sacrificed to cut the price. Jayhawker's 
to your customers — the new Jayhawker Model 50. It's low cost comes from advanced design and factory volume 
the first all-aluminum screen door priced to compete fully production. Contractors, home builders, rental managers 
with wood doors, installed and finished. The hardware and home owners — all offer bigger and more profitable 
and higher labor to fit, hang and paint a wood door add = markets to you, when you stock the Jayhawker ‘'50.” 
up to more than the Jayhawker's price. As for beauty, Dramatic display and merchandising helps do a great 
durability and sales appeal, there is just no comparison. _ selling job for you. Send for the full story. 





MODERN PRODUCTS, INC, McPHERSON, KANSAS 


Tell me about the Jayhawker Model 50 door. | am a 
Co Jobber [CJDealer. (if a dealer, please write name and 
address of your jobber in margin below yours.) 


NAME 





ADDRESS 
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Schlage is first to offer this durable 
finish in standard residential locks 


Stainless steel, long a choice of those who 
want beauty plus durability and low upkeep, 
is now available from Schlage in a standard 
duty lockset. 


Stainless steel finish offers these advantages: 


Beauty 

Durability 
Corrosion-resistance 
No maintenance 


No lacquer to wear 


Stainless steel, formerly available only in 
heavy-duty locks, is now offered by Schlage 
for light commercial buildings and moder- 
ate-priced homes. Get the details from your 
Schlage representative or write Schlage Lock 
Company, P. O. Box 3324, San Francisco 19, 


California. oSCH LAGE: 


CYLINDRICAL LOCKS 


Schiage Lock Company Display Rooms in 
San Francisco — 2201 Bayshore 
Los Angeles — 3467 W. 8th St. 
Chicago — Merchandise Mart 
New York — Empire State Bldg. 
Vancouver, B. C. — 1290 Marine Drive 





Available in Tulip design " " y AMERICA’S MOST 
lock trim and standard = ’ ian, " DISTINGUISHED 


residential escutcheons Ns ~ ” ee ae 4 LOCK BRAND 
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best for 


BUILDER 
and USER 


Natural beauty for a lifetime of wear comes with 
the warmth of wood floors and paneling. The finest 
in hardwoods for these building necessities have 
been supplied to Southern builders for thirty-five 
years by Atlanta Oak Flooring Co. Check the sign of 
supply for: 

Oak and Maple Fiooring 


Domestic and foreign hardwoods 


Hardwood paneling for every purpose 


Sugar, Ponderosa and Parana Pine 


Redwood, Douglas Fir, Larch, Red Cedar, 
Redwood Siding, Fir Plywood. 


And for these modern miracles in building: 


Textolite plastic counter surfacing 
Marlite wall and ceiling panels 
Barclay Panels, Paneling, Fiberglas 


Pionite Lifetime Laminates. 


ATLANTA OAK F 


GENERAL OFFICES AND PLAN 


CHARLOTTE, N.C. ¢ RALEIGH, N.C. 
SAVANNAH, GA. ¢ MIAMI, FLA.e JACKSONVILLE 





INDUSTRY NEWS 





Sam Binswanger's Passing Terminates 
Career of Multiple Philanthropies 


Samuel E. Binswanger, 64, of 
Richmond, Va. — board chairman 
of the multi-million-dollar glass 
distribution firm founded by his 
grandfather 87 years ago — died 
in a Richmond hospital Feb. 12. 

Binswanger Glass Co. has 34 
branches throughout the South and 
is reportedly largest Southern dis- 
tributor of Libbey-Owens-Ford 
glass products. 

Born in Richmond in 1895, Bin- 
swanger was stricken with polio 
when a child, suffering a paralyzed 
left foot and leg. Despite the seem- 
ing handicap, he is said to have 
learned to walk on stilts, climb 
trees, skate, ride a bicycle, and 
dance. 

A leader of the Jewish commun- 
ity of Richmond, Binswanger was 
a past-president of Beth Ahabah 
Synagogue and of the Richmond 
Jewish Community Council, which 
in 1958 presented him its distin- 
guished community service award. 

Beth Ahabah Synagogue found- 
ed a human relations library in 
his honor. At a testimonial dinner 
in 1957, announcing establishment 
of the library, his citation read in 
part: 

“In his life and life’s avocation 
(Binswanger) has exemplified and 
helped give meaning to basic dem- 
ocratic principles on which this 
country is based, and the teachings 
of our religion stated in Psalms 
133:1, ‘Behold how good and how 





pleasant it is for brethren to dwell 
together in unity.’ ”’ 

He attended Cornell University, 
but left college to take a dollar-a- 
year job during World War I, after 
his polio-afflicted foot disqualified 
him from military service. He be- 
came trade distributor for the En- 
tente Allies in the wartime posi- 
tion. 

After the war, he returned to 
Richmond and joined the family 
business, with which he had been 
associated since. 

He is survived by his wife, two 
sons, and a sister, all of Richmond. 


CRA Reports “Strong Gain” 
In ‘59 Redwood Production 


Moderately strong gains in red- 
wood production and shipments 
were recorded by the California 
redwood industry during 1959, ac- 
cording to the California Redwood 
Assn. 

Redwood production during 1959 
by major mills reporting to CRA, 
totaled 604,026,000 board feet, a 
23.5 per cent gain over 1958 pro- 
duction of 489,211,000 board feet. 

Shipments of redwood for the 
year totaled 560,750,000 board 
feet, compared to 498,920,000 for 
1958. Both production and ship- 
ments hit the highest annual totals 
since 1956. 


LETTING OUT THE SEAMS — This new 16,000 square-foot addition to Dealers Warehouse 
Corp. in Knoxville, Tenn., demonstrates what can be done with steel, brick, and block. Building 
features 12 dome skylights, concrete floor, and boasts 20-foot minimum clearance on inside. 
Officers reportedly anticipate an elaborate “open house” in April or May. New addition is 


h and general offices are not visible 





located at 1530 Sixth Ave. Firm’s adjoining 
in photo. 
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Floridians to Tackle 
Distribution Problems, 
Profitable Solutions 


“Teamwork in Action”—a panel 
discussion about distribution prob- 
lems and profit-making ways to 
solve them — will serve as theme 
for the 40th annual convention and 
exposition of the Florida Lumber 
& Millwork Assn., April 21-23, at 
Hotel Robert Meyer, Jacksonville. 

The 1960 annual convention rep- 
resents the first in many years to 
offer accommodations for commer- 
cial exhibitors, according to FLMA 
Executive Secretary L. Vincent 
Ogletree. 

Registration will get under way 
on Wednesday, April 20, followed 
on Thursday morning by a golf 
tournament at the San Jose Coun- 
try Club, a board of directors 
breakfast, meetings for subscrib- 
ers to the Florida Building Materi- 
al Insurance Exchange and mill- 
work manufacturers, and a Hoo- 
Hoo concat, and cocktail party. 

An intra-industry breakfast ses- 
sion on Friday will precede the 
FLMA president’s annual report 
and the “Teamwork in Action” 
panel discussion. Comprising the 
Friday afternoon business section 
will be the NRLDA-Look Magazine 
film, ‘Mr. Dealer, Look in the Mir- 
ror,” the new NRLDA Sales-Mak- 
er training film, “Selling the Whole 
Package;” and the Wood Conver- 
sion Co. picture on Lu-Re-Co con- 
struction, “Houses in Jig-Time.” 

A closed session for owners on 
Saturday morning, “How to Stop 
Losses in Your Yard,” will reveal 
ways to prevent yard thefts, fal- 
sified records, etc., among em- 
ployees. Preceding the concluding 
luncheon will be the “I Didn’t Get 
the Question, Senator,” a mock 
senate investigation into distribu- 
ticn problems of the industry, first 
presented at the NRLDA annual 
cenventicon in Cleveland, Ohio, last 
winter. The cast of committee and 
witnesses will be composed of 
FLMA members. 


NBMDA’s First Alaskan Member 


Representing its initial Alaskan 
member, warehouse of Palmer G. 
Lewis Co., Anchorage, Alaska, has 
been awarded membership in the 
National Building Material Dis- 
tributors Assn. 

(More INDUSTRY NEWS on page 48) 
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New home owners benefit from a “Dure- 
thene” Dry home because DURETHENE poly- 
ethylene film protects their foundation and 
basement from ugly, damaging moisture for 
life. A ‘“‘Durethene” Dry foundation is one 
good sign of quality construction. 


Your builder customers benefit because 
DURETHENE is quick and easy to handle and 
install. Labor and construction costs are re- 
duced. So are expensive call-backs. If a new 
home is ‘“‘Durethene”’ Dry, it’s easier to sell. 


You benefit because you sell more DurE- 
THENE. To help you sell more, Koppers will 
send you free merchandising aids so you can 
tie in with the current DURETHENE—Desert 
Dan promotion that is running in major 
consumer and trade magazines. There are 
colorful wall banners and counter displays 
for your store, direct mail pieces and enve- 
lope stuffers for you to mail to your custom- 
ers. For your builder customers, there is a 
Desert Dan certificate he can display in his 
new homes to tell buyers the home they are 
inspecting is “‘Durethene”’ Dry for life. For 
more information on this hard-hitting pro- 
motion, fill out the coupon below. 


DURETHENE advertisements will appear in these 
national and consumer magazines and reach millions 
of potential new home buyers. 

Consumer Campaign: The Saturday Evening Post + 
Newsweek « U.S. News and World Report + Wall Street 
Journal + Forbes + Fortune + New Homes Guide + 
House Beautiful’s Building Materials + House and 
Garden's Book of Building + Living’s New Guide to 
Home Planning & Remodeling + Construction Market: 
House and Home + Practical Builder + Engineering 
News-Record + Sweet’s Catalog (Light Construction 
File)+ Building Supply News+ Southern Building Supply 


buelhine 


POLYETHYLENE FILM 


a 
KOPPERS 
Vv 
® 
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Koppers Company, Inc., Durethene Plant 

7001 W. 60th Street 

Chicago 38, Illinois 

0 / am interested in a DURETHENE distributorship. Please have a Sales Representa- 
tive call. 

() /ama building materials dealer. Please send me t ame of my local DURETHENE 

distributor. 


0) Please send me additional information on the »’’ Dry Promotion. 


Name 


Address 


City 


For more details on above items, use Coupon on Page 101 











_ MODERN! | 
_ -WABASH > 





- Tomorrows window 











DISTINCTIVE VISTARAMA CASEMENT WINDOWS — with exclusive Vistarama 
removable framed grids. Slimlined elegance combined with a smart decorator touch. 


YEARS AHEAD of all other windows— Vistarama 
leads in design, engineering and construction. Quality 
craftsmanship combines with “new idea”’ features to 
make Wabash Vistarama the wood window line that 
sells on sight. 

The Wabash Vistarama line, with its new dimen- 
sion in styling, ‘offers you windows to sell for every 
home, every room. Not shown above are Vistarama 
Panel Windows . . . versatile units that install in 
countless groupings; can be used as awnings, hoppers, 
fixed units er as economy casements. And gracious 


Vistaview Picture Windows combine with any venti- 
lating unit in charming combinations. 

‘All Wabash Vistarama units are crafted of pre- 
servative-treated Ponderosa Pine . . . backed by 75 
years of Wabash woodworking skill. Ask your jobber 
for the facts cn this modern line of quality wood 
windows . . . check his complete stocks . - . his high- 
powered arsenal of promotional and selling aids. Find 
out how easily you can take on the modern window 
line—the “new idea’’ line with features that sell on 
sight— Wabash Vistarama. 





features...here QUO 


WwoopD 
WINDOWS 


MODERN VISTARAMA PICTURE-AWNING WINDOW. 
jresh air, too. Fixe! upper sash, ventilating lower sash in a si 





Typical Vistarama advanced 
MORE WEATHER- -TIGHT-—neopreneé we 
a to the frame for tighter seal. 


bility at temperature extremes; will noi ate CMa Oe a heckenns teak 
& Door Cos Cincinnati, Ohio 


RIGID CONSTRUCTION—assures. j : 
square frames. Glued and pinned slot : poe Sagem “ag 
construction. ie eae. 2 a, Sash & Door Co., Nashville, Tenn, 
‘WOOD BEAD GLAZING— glass set rin, "DOW UN Commer Mobile, Alabama ae 
pound; anchored with attractive y 3. , oor ya Little hocks Ark. 

geal; faster and easier to reglaze. 











WABASH VISTARAMA §S THE REGISTERED TRADE-NAME OF 


-_ WABASH Sone | OR COMPANY 310 South Mi. 1e * Chicago 4, Illinois 








8% 


PROFIT 


on Introductory 
Assortment 


NEW WELDWOOD WOOD FINISHES CENTERS 


with Self-Service Selector Guide are compact, permanent profit- 
boosters. They come in two styles (above fixture endorsed by 
NRHA) that stock your customers’ entire wood finishing needs in 
one handy place. Eye-catching Selector Guide of 40 real wood 
samples makes it easy for customers to make the right choice of 


WELDWOOD WOOD FINISHES 


Products of UNITED STATES PLYWOOD, Dept. SBS 3-60, 55 West 44th Street, New York 36, N. Y. 
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POKER CONTROL DAMPER 
Available in cast iron and steel in 
sizes from 2 to 8 feet. 


SQUARE END DAMPER 
Has wide throat and squared ends 
to provide extra capacity for mul- 
tiple-faced fireplaces. 





ROTARY CONTROL DAMPER 
Supplied with control at center or 
near right end. Cast iron only. 


& CHAIN CONTROL DAMPER 
Valve plate pivots in center, Avail- 
able in four sizes. 
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Builders and Buyers agree... 
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THE HEART OF A 
SUCCESSFUL FIREPLACE 


is A DONLEY DAMPER 


To help builders and home owners se- ful heat-producing and smoke-free 


lect correct fireplace equipment, Donley 
Brothers offers its 80-page BOOK OF 
SUCCESSFUL FIREPLACES contain- 
ing over 300 illustrations, plans and 
basic construction ideas. 


Thousands of copies of this book are 
sold every year — PROOF that build- 
ers and homeowners recognize Don- 
ley’s leadership in designing success- 


CLEANOUT 
DOORS 
Available 
in steel or 
cast iron. 


iron or steel. 


fireplaces. 

This buyer acceptance means nationally- 
advertised Donley Dampers produce 
easier sales and greater profits. Buying 
all their fireplace requirements from 
one source gives Donley Dealers the 
added advantages of quantity discounts 
and lower shipping costs. Send today 
for complete information. 


ASH DUMPS Feature pivoted doors for 
poker-control operation. Available 


in cast 


THE DONLEY BROTHERS COMPANY 


13905 Miles Ave. - j Ohio 
Check one 
Please send complete 
ment 
Enclosed is 75¢ for [ 


mation about Donley Fireplace Equip- 
s BOOK OF SUCCESSFUL FIREPLACES. 


Name 

Company 

Street Peon eee ee 
City es Zone___State___ 


THE DONLEY BROTHERS CO. 
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YOU CAN’T AFFORD TO 
TAKE CHANCES WITH 


PUBLIC 
HEALTH 


You have a personal responsibility for public health 
in your community. That’s why the assured depend- 
ability of Clay Pipe is so important to you. Clay Pipe 
is sure to last—it’s never been a “kick-together” or 
“do-it-yourself” material. Clay Pipe is your pipe and 
it’s invariably the pipe experienced men use when 
they are called in to replace a “do-it-yourself” line 
that failed. 


Properly laid by a skilled workman, Clay Pipe gives trouble- 
free, root-proof service for the life of the project it serves. 
It comes in various lengths, with a selection of joints to handle 
your needs. You can’t afford to take chances with the public’s 
health, so be sure to specify and use Vitrified Clay Pipe... 
the only pipe that never wears out. 


Wrifred 


OCONEE 


CLAY PRODUCTS COMPANY ; @) 


Progress in Public Health - Through Clay Pipe Research 
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Pacqua, \n. has perfected an important new product called 
IRB Insect Repellent Board that is revolutionizing the 

building industry in humid areas where insects and 
fungi are serious problems. 
Each particle throughout the entire thickness of the 
board is completely treated with fungi and insect- 
proofing chemicals (not a surface coating) giving 
lasting protection. 
IRB Board gives this protection anywhere in home, 
office or industrial construction. 
Architects in many parts of the tropics are specifying 
IRB Board for such important projects as resort 
hotels and military housing. 
Now’s the time to inventory these new products... 
Get ready for those big volume sales to your builders. 
Tremendous potential for high volume—big profits! 


4 OF DILLARD. O 
Jeep, 


Manufactured by PLYWOOD SERVICE, Inc. 
Pacqua, \n. CLIP THIS P.O. BOX 78, DILLARD, OREGON 
a subsidiary of Pacific Plywood Co. COUPON (CJ send fult information on IRB Insect Repellent Board. No obligation. SBS 3-6 
Dillard, Oregon TODAY! 0 1 am interested in becoming a (] dealer distributor, CF) other. 


a : See, St ee 
international Sales Representatives 


PLYWOOD SERVICE, Inc. 


Phone OSborne 9-8781, TWX RS 8054-U 
ne call for all Plywoods, Particle boards 
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STRONGHOLD and SCREW-TITE Nails 
have revolutionized construction methods. 
Scientifically engineered threads “lock” 
with the wood fibres. Nails hold tight, 
permanently; add strength, cut repairs 

and maintenance, save money 


they re asking fo 


STRONGHOLD Drywall Nails virtually 
eliminate nail “popping” that ruins beau 
tiful drywall. Engineered in cooperation 
with leading applicators. Meet stand 
ards of Gypsum Association and FHA 


SCREW-TITE Flooring Nails lay 
tongue-and-groove floors to stay smooth, 
tight, squeak-free—to stand up under 
heaviest traffic. Hardened steel; drive 
fast, minimize splitting, hold tight 

for the life of the floor 


There is only one 
STRONGHOLD LINE 
the Original 


SCTTER Fasten: 


SCREW-TITE Masonry Nails—best 
nail yet devised for fastening to brick, 
cement, concrete, mortar and similar 
hard materials. Hardened steel; 
knurled. Standard or heavy duty. 


© Copyright I.N. & P. Co., 1959 
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Trade Marks Reg. U.S. Pat. Off 


STRONGHOLD Shingle Nails 
hold shingles and shakes 
permanently tight. Types for face 
nailing wood, asphalt or asbestos 
shingles and shakes 


STRONGHOLD Underlay Floor Nails 
fasten underlayment to stay smooth 
tight, squeak-free. Won’t work up to 
moke holes or “bumps” in linoleum 

tile or wall-to-wall carpeting 


STRONGHOLD and SCREW-TITE 
Roofing Nails assure permanent 


fastening for asphalt shingles. Galvan 
ized or aluminum. Also with Neoprene 


washers attached for sheet metal 
roofing or siding 


Your customers know STRONGHOLD" Annular Thread 

and SCREW-TITE® Spiral Thread Nails—the nails 

that have revolutionized construction methods. 

They make tight fastenings that stay tight. They make 

structures stronger, permit improved nailing techniques, 

virtually eliminate loosening nails and “popping” 

nail heads—cut repair and maintenance costs 

to little or nothing. They save time, labor, money. 
Backed by research and scientific laboratory testing 

and by a continuing program of advertising 


and promotion to help you sell. 


All Types Available 
in 
DISTINCTIVE BLUE-AND-RED 
1-Pound & 5-Pound 
BOXES 
o 
Easy-to-identify boxes are prac- 
tically “self selling’ when dis- 
played on your shelves or 
or counters. Informative label- 
ing makes choice of size and 
type easy for customer. Easy to 
stock, handy to handle; no 

weighing or wrapping 


IN ALUMINUM 
they’re 


DRIVE -RITE 
Aamisum Alloy Nails 


“Made Stiffer to Drive Better” 


. 
Made from a special Aluminum Alloy 
Available in a wide variety of sizes and 
types, for all applications; in bulk car 


tons, and in distinctive red-blue-and 
aluminum sealed boxes by count. They 
sell themselves” from your shelves 


"Drives Like a Naib... Holds the a Screw: 


Made only by 


Independent Nail & Packing Company 


Pioneers Developers and Largest Manufacturers of Threaded Nai/s 
BRIDGEWATER, MASSACHUSETTS 

















See us in Booth 32 
LOUISIANA BUILDING MATERIAL DEALERS SHOW 
NEW ORLEANS e MARCH 22-24 


See us in Booth 524 
TEXAS LUMBERMEN’S CONVENTION 
AUSTIN e@ APRIL 10-12 
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TRUSGON 


LOW COST 


Aluminum Windows 


REPUBLIC STEEL 


m TRUSCON DIVISION 


Youngstown 1, Ohio 
NAMES YOU CAN BUILD ON 
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The best known brand in the window business now 
is a greater value than ever. Truscon’s major program 
of engineering excess cost out of window production 
and distribution is now complete. 


Started in time to pay-off in the 1960 market, this 
program includes cost-cutting refinements in all 
phases of window design, manufacture, and distribu- 
tion. The result is true economy, real value. 


If you are ashamed of showing shoddy windows 
with an unknown name to your customers, who must 
hold costs down—now is the time to take a new look 
at Truscon. There’s new value in the brand. 


Get the details direct. Call your Truscon repre- 
sentative, or write. Send coupon below. 


REPUBLIC STEEL CORPORATION 
TRUSCON DIVISION - Dept. C-8878-B 
1050 ALBERT STREET » YOUNGSTOWN 1, OHIO 


Please send valuable facts on the following products: 


O Truscon Alumin W indows—Single-Hung 
0 Truscon Aluminum Awning Windows 
0) Truscon Aluminum Horizontal Sliding Windows 


0 ES ss 





Firm 





Address_____ 





Re Zone______ State. 
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Only the HEART OF THE LAMBSKIN 


is used in 


BESTT TRIPLE A 
LAMBSKIN COVERS 


12/16” 


1-1/4" 


BESTT COLOR MOVIE 
NOW AVAILABLE! 


New, full color, 16mm sound film titled “PRO- 
FESSIONAL APPLICATION WITH BESTT” shows 
contractors doing actual paint jobs with BESTT 
ROLLR painting tools . . . on bridges — ships — 
tanks — homes — public buildings — fences, etc. 
Educational! Enlightening! Entertaining! Write us 
and reserve this film for use at your future meetings! 
Film runs 29 minutes! 


CLIP COUPON AND MAIL TODAY! 
Name_ 
Address_ 


OR ee a eee 
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Virgin Wool Intact on Leather! 


outperforms ALL ordinary covers 


e NO LOOSE LINT 
e HOLD MORE PAINT 


e BETTER COVERAGE 
e LESS SPATTER 


BESTT uses only highest grade Triple A Lambskin with such features 
as uniform density of the “wool bristle” and nap resilience. Each cover 
is individually selected and hand cut from the HEART of luxurious 
Lambskin pelts. Each cover is carefully stitched and mounted, by 
trained craftsmen, on sturdy BESTT-perfected cores. Covers are then 
electrified and trimmed to a specific, uniform nap. Beware of imitations 
made from curly, weak, linty inferior skins. Insist on BESTT Triple 


A covers. 


JUMBO @ CORE 
ROLLRS y 


KAGE STYLE 
SLIP-OFF ROLLR 
DESIGNED BY 
BESTT FOR PROS! 


214" DIAMETER CORE 


Jumbo covers carry 50% more paint than the standard 114” coie 
covers. You finish jobs in less time for sure profits! Available in full 
range of Triple A Lambskin and Stippling, Texturing and Mohair 
covers. Quick-cleaning Kage Rollr has plastic ends rolling free of 
discoloration on nylon sleeve bearings. Your choice of threaded handles 


or hose-clamps for production work. 


BESTT ROLLR, Inc. 


FOND DU LAC, WISCONSIN 
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See Your DIXIS TEE Dealer 


ALABAMA Thomasville - 
Anniston H. & H. Construction 


& Supply Co., Inc. 
Lb Concrete Products P.O. Box 576 
520 West 2Ist St. Phone: Canal 6-5533 


P. O. Box 287 
Phone: Adams 7-209] NORTH CAROLINA 


Birmingham Charlotte 

Atlonte Steel Co. Roebuck Buildings Co. ‘6 
Steel Building Div P. O. Box 8012 

P. O. Box 3067, 2400 Wilkinson Blvd. 

Avondale Sta. Phone: Franklin 5-1294 

4230 Ist Ave., South Ralei 


h 
Phone: Worth 1-2147 Steel Buildings Co. 


P. O. Box 2401 
rele & Spann, Phone: TE 2-6562 


Contractors Winston-Salem 
202 South Alice St. True Wall Steel Co. T 
Phone: 5-1910 738 East 28th St. 


Huntsville P. O. Box 4024 
Putman Construction Co, Phone: Park 3-2494 


] L F Rd 
ea laos SOUTH CAROLINA 
Phone: Jefferson 6-6337 Charleston 3 
Montgomer Cc. C. Rhodes Lumber Co. : j 
panerioan Ku-stee! rh ae. i : au) | THIS DIXISTEEL 
Buildings Co., Inc . Box ieee 
P. O. Box 3182 St. Andrews Branch ; : =. 
1701 Owens St. Phone: South 6-1656 . i cee BUILDING COST 
Phone: Amherst 4-3207 Columbia ' Se $ ee 
Mr. J. M. Horner, Dis Roebuck Buildings Co. J Only 2: a Sq ft 
Manager 726 South Edisto Ave. @ ‘ . . 
3609 Wilmington Rd Phone: Alpine 4-2942 if : 
Piedmont Roebuck ‘ : ¢ 
Ellis-Allen Tractor Co Roebuck Buildings Co. | : ‘ : we sq. ft. a Ss 
104 North Main St P. O. Box 128 t L Y Ft. aro . high, 
Phone: Gibson 7-456] Highway 221 é a he ™ Carries a two-ton crane. 
Phone: CaS omens 

etn 


Tuscaloosa Spartanburg 2-3155 


Charles Temerson & Sens 
P B 37 

ALY 4th the TENNESSEE 

Phone: Plaza 2-1506 Chattanooga r 
FLORIDA ome Sales & Export | 
Jacksonville 2010 South Willow St. 
Atlantic Steel Co Phone: Oxford 8-2315 

O. Box 2614 l ‘ 

Phone: Exbrook 8-523) lerksville | 
Ormond Beach College at Second St. 
Tom Daugherty Steel P. O. Box : 

Bidgs. Phone: Midway 7-1113 
666 Buena Vista Ave 

Phone: Orange 7-1868 ee & Co. 


Sarasota 1118 South Garden {> mn ad POR % ey And the price included air- 
Atlas Construction, Inc. P. O. Box 582 mare 7 . "= conditioned office space 
1027 North Washington Phone: Evergreen 8-9123 {Saiganhd Sd Rela ze : ‘ 3,500 sq. ft.; 4 rest rooms; 


Ivd ; ~_ heating; wiring; and 
Phone: Ringling 7-0727 mg =e ; en OT fh of han room area, 
Stuart Construction Co “ : plus brick veneering outside. 
Sadier Construction Co. Cox Building 
612 South Akron Ave Phone: 693 
Phone: AT 7-2353 Jackson 


Talehasie Hubert Me Owen eae THIS DIXISTEEL 


Construction Co., Inc. | 


705 West Madison 3 i i 
P.O. Box, 308 OO aeleartaaasie ! BUILDING COST 


Phone; Phone: 2-3321 


Tampa jeteeee City t* it - ; et ee Only FA" a Sq. ag 








Atlantic Steel Co 
4126 North Armenia Division St. 


Ave P. O. Box 270 


Phone: Redwood 6-3563 phone: 707 a Air conditioned. Beautiful ex- 
GEORGIA Knoxville sa ~- terior. Wiring, plumbing, 
Albany Industrial Erection Co. ; or ~ Sit: apres. heating, insulation, masonry 
Mr. Dan Davis ion E. La or pail N. E. : ee eee i a walls. Reinforced 5” concrete 
P. O. Box 1331 pak tee sh at floor. 

Atlanta Memphis — " 

John Cassidy 
Atlantic Steel Co Chats Cc 
yom Building Div. 801 Rolond st 0. 
Mecaslin St., N.W. : P 13° b ° ° 
P. 0. Box 1714 eae Wr e704) Before you buy, build, or lease a building of any type, it will pay 


pi soll ag Nerndon’ & Merry, Inc you to get the facts on low-cost DixisteeL Buildings. More than 


M. H. McKnight & Son ea fieae 150 standard models are available, or you can have one designed 
onstr. oO. . > x . 
1490 Wrightsboro Rd. Mr. Lee Herlinger, to your requirements. In any case, you are most likely to find that 


P. O. Box 63 ; : =) 48 
Phone: Park 4-8208 4828. Gains Dr. —all costs considered—it costs less to own a DrxISTEEL Building. 


Brunswick s have found it so. 
Glynn" Iron. & Steel Co. VIRGINIA Hundreds of Southern firm 
outhen ipyar 
; a Falls Church 
Phone: Amherst 5-4511 D. & G. Sales, Inc. 


M 
Binie" Metal Co. 6812 Gien Carlyn Dr. FREE ESTIMATES—NO OBLIGATION—EASY FINANCING READILY AVAILABLE 
g° 0. ad Po = Portsmouth Write, Wire or Telephone 

Phone: Sherwood 3-7437. James T. Copley, Inc. 

Newnan 2618 New Suffolk Hwy ; ep - 

Newnan Steel Building Phone: EX 7-580] Steel Building Division 

110 East Washington St. 


Phone: AL 3-3364 WEST VIRGINIA ° AY; ] C; 
Scvenneh Beckley tlantic Steel Company 
Savannah Iron & Fence Meadows Lumber Co., 

East President St. E p."6, Box 1571 

ast President St. Ext. . O, Box . es 

P. O. Box 509 701 S. Eisenhower Dr. P.O. Box 1714, Atlanta 1, Georgia e TRinity 5-3441 


Phone: Adams 4-5188 Phone: Clifford 3-5887 
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Quickly 
available from 
complete 
stocks of these 
distributors: 


ALABAMA 


Birmingham Sash & 
Door Co. 
Birmingham 


FLORIDA 
Huttig Sash & Door Co. 
Jacksonville 


GEORGIA 
Huttig Sash & Door Co. 
Atlanta 


KANSAS 

Rock Island Wholesale Co. 
Wichita 

Rounds & Porter Co. 
Wichita 


KENTUCKY 

Huttig Sash & Door Co. 
Louisville 

Weyerhaeuser 
Distributing Yard 
Louisville 


MISSOURI 

American Sash & Door Co. 
Kansas City 

Toombs & Co. 

Springfield 


NORTH CAROLINA 
Huttig Sash & Door Co. 
Charlotte 


OKLAHOMA 


Rounds & Porter Co. 
Oklahoma City 


TENNESSEE 

Huttig Sash & Door Co. 
Knoxville and Nashville 
Memphis Sash & Door Co. 
Memphis 


TEXAS 

Davidson Sash & Door Co. 
Austin 

Houston Sash & Door Co. 
Houston 

Huttig Sash & Door Co. 
Dallas 


VIRGINIA 

Morgan Millwork Co. 
Arlington 

Huttig Sash & Door Co. 
Roanoke 





“New 
Andersen Strutwall’ 
Saved our customer 

16 man-hours 
per home!” 


Reports Douglas H. Robertson, Vice President, 
ROB-LUN Lumber and Builders Supplies, Inc., 
Niagara Falls, New York 





Frontier Homes workmen tilt up framing with window units 
in place. Builders everywhere report Andersen Strutwalls deliver a 
good saving in total installed cost—even when compared with cheap, 
conventional windows. 


“Our customer, F. J. Balcerzac & Son, Inc., general 
contractors of Medina, New York, used Andersen Strut- 
walls in the recently completed Frontier Homes, Inc. 
development. This consisted of 111 homes—and the use 
of Strutwalls saved 16 man-hours per home,” Mr. 
Robertson continued. 

**All of the time-consuming cutting and sawing of crip- 
ples was reduced. All we had to supply was lineal footage 
for inside and outside framing. We fabricated the 2 x 6 
headers ahead of time in our shop—making this a vir- 
tually complete framing package. The builder, of course, 
vas pleased with the savings in time and money.” 


Andersen Windowalls 


*Trademarks of Andersen C 


sble-free! Handsome wood sash and 
idd charm, natural warmth and 
nplete precision-made components 
ng of window and wall. 


More beautiful—and tr 
frames of Andersen St: 
beauty to Frontier Hom: 
assure strongest, tightest 


rs, both large and small, are find- 
remarkable savings by using 

s because they cut normal win- 
irds—from about 22 steps to 7! 
e Andersen Windows and adja- 
already joined—including load- 
studs and other members. 

For more informat on cutting building costs with 
new Andersen Strutwalls, phone your Andersen Distribu- 
tor. Or write Andersen Corporation, Bayport, Minnesota. 
Andersen Windows are sold through dealers only through- 
out the U.S. and Canada. 


More and more bu 
ing that they can 1 
Andersen Strutwalls. 
dow. installation two t 
Strutwalls come with 
cent framing membe 
bearing side struts, jack 


rporation 


ANDERSEN CORPORATION - BAYPORT, MINNESOTA 


Dealer Douglas H. Robertson recommends Andersen Strutwalls 
to cut on-the-job labor. Frontier Homes development in 
background used them—and saved 

16 man-hours for each of 111 homes, 























NOW! each EVANS POCKET TAPE 
comes packaged in 














Gon. THE GREATEST IDEA FOR PACKAGING 
rms AND MERCHANDISING IN YEARS! 


2 


FREE 
“HOLSTER-PAK,” the greatest merchandising ad- i ig e+ 
vancement in packaging of the decade, is the perfect ie ~ Power Tap: 
blend of product, package, promotion, and utility. This ; HOLSTER-PAK. 
sturdy leatherette tape-holster clips on the belt and keeps tr ith BELT CLIP 
the tape handy on the job at all times. Your customer 
actually gets the holster FREE! 





Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form-fit 
“Holster-Pak,” each mounted on an individual pegboard 
card that can also stand by itself on the counter or in 
the window. 


And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specifically 
for mounting on pegboard, and to stand on the counter, 
too. It has action . . . it has sound . . . it has SELL! 
Ask your jobber about it! 











RULE C0. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 


For more details on above items, use Coupon on Page 101 SOUTHERN BUILDING SUPPLIES for MARCH, 1960 








The Georgia-Pacific warehouse near you carries a vast stock 

of every grade of plywood in every standard size and 

thickness. It is ready to fill your rush order right now! 

@ G-P is the world’s largest producer of plywood. 

@ It delivers consistently top quality plywood because 
it controls its own huge forests and cuts timber for 
specific grades. 

@ G-P guarantees you mill-fresh stock, inside-loaded onto 
freight cars at the production point and stored inside at 
local warehouses. 

For consistently high quality plywood in any grade, call 

your nearest Georgia-Pacific source, or write us today. 


GEORGIA-PACIFIC 


Plywood & Redwood - Lumber » Hardboard + Chemicals « Pulp & Paper 
Dept. SBS 360, Equitable Bldg., Portland, Oregon. 


Please send me complete information and nearest 
source of Georgia-Pacific quality plywood. 


NAME. 
FIRM 
ADDRESS 


COUNTY = |. ae 





What are you doing 
to lacrease sales © 





( \MSELLING My CUSTOMERS ON 
THE IDEA OF USING MORE 
POCKET DOORS IN THEIR 

BUILDING 








WHEN OPEN, THEY'RE IN THE 
WALL OUT OF THE WAY. 


(YOU SEE... POCKET DOORS ARE NOT ) 
ONLY BEAUTIFUL SPACE SAVERS BUT 




















it! 





THEY MAKE EVERY SQUARE FOOTOr 


SPACE USABLE. ANY OTHER KIND 
OF DOOR.. SWINGING, FOLDING OR. 
ACCORDION.. TAKES UP SPACE. 





— 


| SELL THE ALL NEW STERLING 

POCKET DOOR FRAME BECAUSE 
THE BUILDERS LiKE IT. IT'S 

SIMPLE AND FAST TO SET UP. 


THESE RIGID STEEL MEMBERS 
MAKE ANY WALL WARP-PROOF, 
AND ITS EASY TO NAIL INTO THE 
| Wood gd 


~ 





























NEVER A STOCKING PROBLEM. IT 
CAN BE EASILY CUT TO FIT ANY 
SIZE DOOR. 








(HERES ANOTHER STERLING 
EXCLUSIVE THAT | LIKE— THIS 
MICRO- DISC HANGER __ 
THERES NOTHING LIKE/T / 


Ak 


SEE... THE DOOR CAN BE 
PLUMBED AT ANY TIME 
BEFORE OR AFTER THE TRIM 

iS ADDED. 


ITSURE LOOKS GOOD TOME. I'M?) 


f GOING TO SHOW MY CUSTOMERS 
WHY THIS NEW STERLING HARDWARE 
IS WHAT THEY NEED TODAY. 

















Allis ane 
BUILDERS 


WARE CLUB 
27> ZOINNER * 











Builders know Sterling means Quality 


You, too, 


should know more about Sterling features. 


Send for complete catalog today! 


RicHuMmMOuno., 


Sliding door track—Hangers - 
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LC Lreee ts 


“sf 
Ly 


Cushions - 


Locks - 


Vterli ing 


HARDWARE 


Pulls - Guides - Door Catches 
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The Dealer Plays Profitable Role 


In Marketing Today's Kitchen Built-Ins 


Merchandising expert admonishes dealers to 
take kitchen built-in business seriously, not 
to let it scare them because of its relative 
newness on the scene, and to establish them- 
selves before competition gets the same idea 


By HARDWICK CALDWELL JR. 
Vice-President 

Tennessee Stove Works 

Chattanooga, Tenn. 


March, 1960 


SOUTHERN 
BUILDING 
SUPPLIES 


Did you ever stop to consider that 
one of the most profitable and fast- 
est-growing industries in today’s 
modern world is the new built-in 
kitchen market, and that the big- 
gest selling single appliance in this 
kitchen package is the built-in 
range? 

A recent survey shows that nine 
out of every ten women want 
built-in ranges. But the real poten- 
tial is shown by the fact that 95 
per cent of all homes (48,000,000 
homes) do not have a_ built-in 
range. 

Built-in ranges sell homes! An 
important figure in the building 
business recently stated: ‘‘Builders 
report that the kitchen is the most 
important single room in the house 
to potential buyers. Most import- 
ant of all, we find that built-ins 
are no longer to be associated only 
with high-priced homes. Builders 
everywhere are successfully using 
built-ins as a selling factor in low- 
er priced homes.”’ 

Remember that every home must 
have some type of cooking equip- 
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ment. In the past, this cooking 
equi} t has been the free-stand- 
ing range and almost 2% million 
of these ranges have been sold 
every year for the past fifteen 
years. In most cases, these ranges 
have been sold by furniture deal- 
ers, appliance stores, or depart- 
ment res. Now comes a new day 
— the day of the built-in range. 
With mpletely revolutionary 
features — such as eye level cook- 
ing, easier cleaning, better design, 
and many other factors — the 
built-in range is beginning to take 
its place 

In 1959, shipments of built-in 
electric ranges were almost equal 
in number to free-standing electric 
ranges, but here is the main dif- 
ference in selling — these 700,000 
built-in ranges were sold by deal- 
ers and distributors just like you. 
Here, u will find a tremendous 
market — only 5 per cent satu- 
rated today, and this is to be di- 
vided by a relatively few lumber 
and building supply outlets like 
yours. Here’s a business with pro- 
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1. Select the best product. 
2. Display properly. 

3. Know your product. 

4. Watch that inventory. 





The Eight-Step Caldwell Method 
To More Kitchen Built-In Profit: 


5. Follow up installations. 
6. Provide service. 
7. Promote and advertise. 


8. Buy right. 








fit, with a future, and with ro- 
mance — the kind of business that 
makes you enthusiastic every day. 


Advice on Profit 


Want some advice as to how to 
make more profit? Then my sug- 
gestion to you is to take this built- 
in business seriously. Don’t let it 
scare you because it is completely 
new, but follow some of these sug- 
gestions and see if you don’t think 
it is a relatively easy business to 
get into. If I mention our Modern 
Maid built-in gas and electric, it 
is because it’s the only one I real- 
ly know, but maybe some of the 
points mentioned will help you 
establish your company as a lead- 
er, while your competition still is 
unaware of this most profitable 
item. It is easy to get into if you 
follow these steps: 

1. Select the best product. Ex- 
amine the product beyond the 
nameplate and see how it is con- 
structed, what selling features it 
offers, whether it will stand up 
under constant use, etc. Remember 
that just because the name is well 
known on a washing machine, a 
dishwasher, a refrigerator, or a 
free-standing range does not mean 
that a built-in range has the same 
qualities. This is something you 
will have to determine for your- 
self; but, in my opinion, the manu- 
facturer who specializes in a prod- 
uct makes a much better product 
than one who tries to cover the 
whole field. Selecting the best 
product also means the one which 
will offer you the most profit. 
There is not much profit for you 
when the manufacturer goes direct 
to the builder, so look over the 
market carefully and determine 
whether or not the built-in range 
is sold by the manufacturer direct- 
ly to the builder, or whether it is 
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sold through legitimate dealers and 
distributors. 

2. Display properly. The advan- 
tage of a good display is worth its 
weight in gold. This display nor- 
mally can be accomplished in an 
area about 2’ x 5’. Remember that 
the display should be placed in a 
prominent position, should be well 
lighted, and should be kept clean 
at all times. In case you are al- 
ready selling kitchen cabinets, then 
it is a relatively easy matter to 
get into built-in ranges. If you do 
not sell kitchen cabinets, then 
most manufacturers have a display 
available. In our particular in- 
stance, we are able to furnish a 
display only 24” x 60” with point 
of sale features to help your sales- 
men. Display the deluxe equip- 
ment as it is always easy to sell 
down. Invite your builders to use 
your display by referring their 
customers to you for the complete 
story. 

3. Know your product. Take the 
time to avail yourself and your 
sales force of the many features 
available to help you sell. Some 
built-in ranges have a lot more 
sales features than others, but a 
sales feature is not much good in 
selling unless you point it out. Our 
forty district managers are train- 
ed in holding sales meetings for 
building material dealers and dis- 
tributors. We also have a pocket 
size booklet called “The Inside 
Story of a Modern Maid” that we 
give to each one of our customer’s 
salesmen explaining in detail some 
100 selling points of our Modern 
Maid. If you know your built-in 
ranges, you can sell more of them 
and at a better profit. 

4. Watch that inventory. Don’t 
overstock. You will find that is to 
your advantage to team up with a 
manufacturer that has your best 


interest at heart. After you have 
had experience with builders’ re- 
quirements, then it is best for you 
to carry a few pieces in inventory 
for him to meet his emergencies 
Your sale of a product that is in- 
terchangeable (use the same cut- 
out size for both gas and electric- 
ity) is of great advantage to both 
you and the builder, because it re- 
duces your cabinet inventory and 
gives the builder the advantage of 
selling his home with either fuel. 

5. Follow up installations. Each 
time you sell a new builder, make 
it a point to have one of your men 
check on the installation. Many 
times you will find that you can be 
of service and thus avert future 
problems. 

6. Provide service. Most manu- 
facturers provide warranty against 
defective parts for approximately 
one year after date of installation. 
This means that parts will be fur- 
nished, but the installation of 
these parts is up to the local dis- 
tributor. The manufacturer should 
assist you in setting up a recom- 
mended service agency in your lo- 
cality who will work with you 
either on a yearly contract or a 
per call basis. It is important that 
you add this cost to your selling 
price. If you must sell to a builder 
without service, indicate the same 
on your invoice by very clearly 
stating that he is to furnish all the 
service. This usually proves un- 
satisfactory, however, because 
builders still will call on you in 
most instances and therefore you 
should wherever possible include 
service. Further assistance is often 
available in your area through the 
local utility. 

7. Promote and advertise. You 
will find that additional sales bene- 
fits can be derived from advertis- 
ing built-in ranges in local news- 
papers, home shows, utility sales 
floors, etc. Manufacturers will in 
most cases assist you in this man- 
ner by making material, such as 
brochures, advertising mats, en- 
velope stuffers, etc., available at a 
very nominal charge. 

8. Buy right. Remember that the 
lowest price isn’t always the best 
one, but by the same token, if you 
can buy a product as a distributor, 
instead of from a distributor, your 
chances of making a profit are 
much greater. You are building a 
future, and you cannot do it with 
a line that is going to offer you 
more headaches than profit. Re- 
member that price is important to 
make profit but not sales. What 
you should find in a built-in range 
is a happy combination of price, 

(Continued on page 117) 
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When it comes to selling kitchens — 


Nothing Does It Like ‘Bush-Beating! 


By Ruel McDaniel 


Kitchen business has been increas- 
ed by about 400 per cent as a re- 
sult of a thought-out advertising 
and sales promotion program by 
Corpus Christi (Texas) Brick & 
Lumber Co. 

Key to the program, according 
to W. L. Wilson, appliance depart- 
ment manager, is the willingness 
and ability of three kitchen sales- 
men to sell after hours. 

Wilson estimates that about 90 
per cent of all kitchens sales are 
made after dark. 

“At the front of our program,” 
Wilson pointed out, “is our adver- 
tising and promotion program to 
obtain leads to ultimate kitchen 
sales. At the other end is our wil- 
lingness to work at night in order 
to wrap up sales from leads we 
have obtained through our pro- 
motions.” 

The company uses an average of 
one full-page of newspaper adver- 
tising each month to push kitchens 
— either a single insertion of a 
page or two to four smaller adver- 
tisements totalling a page within 
the month. In addition, it uses 
television “spots” to highlight 
modern kitchens each week. 


Major factor in attracting new kitchen prospects to Corpus Christi Brick & Lumber Co. in 
Corpus Christi, Texas — particularly at night — has been removal of kitchen department 
from semi-secluded room to an up-front spot behind major display window. Above, Appliance 
Manager W. L. Wilson impresses lady customer with practical demonstration of individual 
unit, as, likewise, he does below 


Wilson emphasized. “Our 

simply is to provide us 
pringboard from which 
the bushes.” 

Inquiries and drop-in prospeets 
prod 1 by advertising form the 
base of the prospect list; but that 
beginning. The three 
sales 1 frequently are reminded 
by Wilson that a vital part of their 
job to dig up additional leads 
through contacts outside the store. 

The btain leads from custom- 
ers to whom they recently have 
sold kitchens and they watch for 
new struction and home re- 
modeling jobs while driving 
around town to follow up leads 
already in hand. When a salesman 
sees that a good home is being re- 
l enlarged, he _ stops, 


“There is no substitute for ‘beat- foul 
ing bushes’ when it comes to kitch- adv 
en sales, insofar as we have 


1S nly the 


modeled or 
talks with the owner, and deter- 
mines if he may be a kitchen pros- 
pect. If so, he talks modern kitch- 
ens, ves literature on the sub- 
ject, 1, if sufficient interest has 
mtinued on page 116) 
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emodeling: 
Key to 
uilt-In 
Kitchen 
Sales 


Opportunities for selling built-in 
kitchen units are not confined by 
any means to new home builders 
alone, according to experiences of 
J. Lee Fawcett Lumber Co., Yoa- 
kum, Texas. 

This small town concern sells 
approximately 50 built-in com- 
binations yearly, with majority of 
these sales going into old home re- 
modeling and kitchen moderniza- 
tion. 

The company does build new 
homes on contract, obviously rec- 
ommending built-in kitchen units. 
But its major sales effort is direct- 
ed toward owners of numerous old 
homes in the community. This 
sales effort is started at the house- 
wife through an attractive “‘skele- 
ton” floor display, the use of man- 
ufacturers’ folders as envelope 
stuffers, and by personal or tele- 
phone contact with prospects. 

The company carries on a con- 
sistent campaign for remodeling 
jobs, which give excellent openings 
for built-in unit sales, Owner J. 
Lee Fawcett said. 

The floor display near the front 
of the store shows an oven unit 
and a range in skeleton frame. 
Attracting women, display gives 
Fawcett or a salesman an opportu- 
nity to explain features of the 
complete built-in kitchen. It is lib- 
erally supplied with folders on 
the units and the proposed com- 
plete kitchens. 

Lumber company features com- 
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To promote remodeling, attractive “skeleton” floor display is major part of sales effort 
directed toward owners of old homes. Display, located near store front, gives Fawcett, shown 
above, an opportunity to explain features of complete built-in kitchen. 


plete kitchen jobs, including built- 
in appliances, and quotes estimates 
based on the complete job. It main- 
tains two salaried cabinet makers 
to handle remodeling jobs in gen- 
eral and kitchen contracts specif- 
ically. They assist in preparing 
cost estimates as well as doing the 
actual work. 

These cabinet makers are com- 
pany employees, paid straight 
wages of two dollars an hour. Thus 


far, Fawcett has kept them busy 
with remodeling jobs and kitchen 
contracts. 

Fawcett declares that he favors 
this method of handling the actual 
work, in preference to subcontract- 
ing to outsiders. “This way, we 
not only safely guarantee the 
work, but we can always reach 
the man who did something that 
was not satisfactory and send him 

(Continued on page 116) 
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This typical West Texas residential swim pool, a Paddock Seablue product, initiated profitable 
sideline for both Willis Lumber Co. at Abilene and Forrest Lumber Co. in Lamesa. 


They Took Productive ‘Plunge 


Dixie building supply dealers 
particularly in the past two years 
— have discovered that the swim- 
ming pool market can provide a 
profitable sideline. 

In many of the South’s smaller 
towns, there is no competition, and 
dealers in these areas have little 
difficulty establishing themselves 
as swimming pool authorities. In 
the larger, more competitive cities, 
building supply firms are becom- 
ing headquarters for swimming 
pool equipment and supplies. 

Take both the Willis Lumber Co. 
in Abilene, Texas, and Forrest 


Willis Lumber found that residential pools 
create “lifetime” customers for pool chemicals 
and related equipment. Above, Mrs. Robert 
Willis, owner-manager, completes unique 
equipment display in front of store. 


Lumber Co. in Lamesa, Texas, for 
example. 

The former company, in busi- 
ness for 15 years in this West 
Texas town of 80,000, took on 
swimming pools two years ago. The 
swimming pool field offered Willis 
a double incentive. The market is 
composed of two segments. First 
is pool construction. Second, and 
possibly more profitable, is the 
lifetime customer for chemicals 
and supplies a pool creates. 

A number of pools already exist- 
ed in-and-around Abilene. The 
exact number or origin of these 
pools could not be determined. 
However, this was a nucleus for 
Willis to start with, because there 
was no other local source for pool 
needs. 

Market Entry Methods 

According to Mrs. Robert Willis, 
firm owner-manager, there are two 
ways for a building supply dealer 
to enter the pool field. One meth- 
od involves becoming a franchise 
dealer for one of several pool 
equipment manufacturers. The 
other requires establishing oneself 
as an independent contractor or 
supplier and buying necessary 
equipment and supplies from a 
group of independent manufactur- 
ers. 

Mrs. Willis felt that the first 
option had the best possibilities. 
The franchise arrangement would 
give Willis use of an already es- 
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By Bob Baird 


Two Texas building supply 
dealers, tipped off as 

to field’s present non-com- 
petitive aspects, now 

reap sizeable “sideline” 
profit from swimming pool 
construction and equipment 
sales and tell why 


Into Pools! 


tablished name in pool construc- 
tion and service. It would also af- 
ford the company a complete line 
fron e source. In addition, most 
lealers are given sales 
and advertising assist- 
available to independ- 


franc! 
pron 
ance, 
ents 
Afte examining the various 
agreements, Paddock 
Seablue was selected. The Seablue 
francl , as Mrs. Willis point- 
ed out, required no investment; 
some franchise dealer- 
from $2,000 to $35,000. 
Paddock of 


deale! 


where 
ships 
The manufacturer, 


Pool Construction Supervisor Tom Willis 
checks firm storage area for pool chemicals 
and supplies. Chemical inventories are run 
low during winter, with pool building supplies 
maintained at about half of summer stock. 
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Texas, Inc., was well-known, with 
25 years’ experience in the pool 
industry. Also, Paddock Seablue 
equipped pools were not confined 
to standard kits or sizes, thus re- 
stricting Willis to the home pool 
market alone. This last reason paid 
profitable dividends the first year, 
with the construction of the Holi- 
day Inn motel pool. This, of course, 
was a specially-designed and en- 


gineered pool, which was readily 
handled through the manufactur- 
ers’ engineering department. 


Willis constructed a total of 
seven swimming pools, including 
the motel installation, in 1958. 
Volume for this first year exceeded 
$35,000 in new construction alone 
Meanwhile, the firm’s list of chem- 
ical and supplies customers was 
steadily growing. 

This past year, faced with com- 
petition from two other Abilene 
pool builders, Willis installed sev- 
en more pools, or 70 per cent of 
the new construction for 1959. By 
the end of the 1959 swimming sea- 
son, they had 45 supply customers 
representing 50 per cent of the 
known pools within a 50-mile radi- 
us. Tom Willis, who now devotes 
most of his time to swimming 
pools, pointed out that the market 
was larger than they had antici- 
pated. 

Their 1959 sales effort amounted 
to (1) participation in the April 
Abilene Home Show, which result- 
ed in one pool sale and a number 
of supply customers from outlying 
areas; (2) spasmodic newspaper 
advertising; (3) follow up on re- 


These complete sets of pool forms stand ready 
and waiting for the next pool jobs at both 
Willis and Forrest Lumber Companies. 
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ferrals from last year’s customers; 
and (4) store displays. 

Although Willis officials did not 
expect competition as quickly as 
it came, Tom feels that his firm 
has a definite edge. Other pool 
builders in Abilene do not have as 
complete a line as Willis. One is 
an independent pool builder, while 
the other is confined to a package 
pool franchise. Willis plans to do 
more promotional work in 1960 on 
a consistent basis. Their dealership 
affords them various types of pro- 
motional material which they plan 
to use to greater advantage. 

Sub-Contracting 

Pool construction is handled 
strictly on a sub-contract basis 
with Tom Willis supervising each 
phase of the installation. Willis 


W. B. Osborne, right, manager of Forrest 
Lumber Co., Lamesa, discusses advantages of 
a pool algicide with Bill Butler, company pool 
supervisor. Building in background is firm’s 
pool q ip t war : 





personally stakes out a new pool 
and supervises the excavation. The 
firm builds what is known in the 
trade as a “single-form-poured” 
pool. This method involves only 
one set of forms, which shape the 
interior wall of the pool, while 
the excavation forms the other 
side of the wall. The forms are 
three feet wide and vary in length 
from three to six feet. Multiples of 
forms can be used to construct any 
size or shape pool. 

Forms are suspended 8” to 10” 
from the excavation floor allowing 
a continuous pour of both wall and 
floor. Stripped while the cement is 
still green, edge grooves and cove 
corners can be hand worked. Willis 
owns its own forms and cement 
mixing equipment. The company 
furnishes its own cement, steel, and 
piping. Helpers are hired by the 
day for laying steel, pouring con- 
crete, and setting equipment. Fin- 
ish work like tile, coping, and plas- 
tering is sub-contracted with the 
same subs doing each installation. 
This affords Willis the advantages 
of a full-time pool crew on a per- 
job basis. 

The forty-five pool owners pre- 
sently buying supplies from Willis 
Lumber spend an average of $25 
per month during operating season 
for chemicals alone. Accessories — 
such as rope, floats, kick boards, 
and water mattresses, combined 

(Continued on page 115) 
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Smiles, handshakes, and congratulatory remarks were in order for James H. Wiseman of 
Searcy, Ark., third from left, who, when this picture was taken, had just been officially 
declared president of the Southwestern Lumbermen’s Assn., during its 72nd annual convention 
in Kansas City. Exulting with Wiseman are (I to r) William R. Shockley, Springfield, Mo., 
second vice-president; Dwayne C. Larson, Salina, Kan., third vice-president; Wiseman; G. 
Kenneth Milliken, Kansas City, executive vice-president; D. J. Fair, Sterling, Kan., retiring 
president; Harold E. Waddill, Kansas City, treasurer; and W. W. Richardson, Tulsa, Okla., 


first vice-president. 


CONVENTION ROUNDUP 


By BARON CREAGER 


Southwestern Editor 


Dealers Learn of Sales Control Pitfalls 


Southwestern Lumbermen’‘s Assn. convention is told 
that dealer sales control, through control of land, is no 


substitute for good, old-fashioned salesmanship; that 
danger in such plan is tendency to miss out on other sales 


Delegates to the annual conven- 
tion of the Southwestern Lumber- 
men’s Association in Kansas City, 
Mo., January 24-27, were assured 
in their opening session — a Ca- 
pacity-audience kick-off breakfast 
— that although the building sup- 
ply industry may have a distribu- 
tion problem, it is not sick. 

From that point on throughout 
the convention, an impressive ar- 
ray of speakers devoted themselv- 
es to examining other problems 
and discussing ways and means 
for maintaining or improving good 
health in retailing, most populous 
segment of the industry. 

Among more salient points thus 
developed were: 

1. There are both profit and 
pitfalls in dealer sales cortrol 
through acquisition of land. 

2. Two-way communication be- 
tween store and sales truck by 
means of radio-telephone easily 
pays for itself. 

3. A policy is something many 
yards do not have, and in some, the 
owner is there only because his 
father put him there. 

4. The South has become one of 
the greatest exporters of popula- 
tion in the past few years. 


One dealer, who operates three 
yards, privately expressed the 
opinion after the convention that 
if a complete transcript of business 
sessions were available, its value 
would far exceed costs of attend- 
ance. 


Record-Smasher 


This was the 72nd annual meet- 
ing described on the program as 
“Convention and Building Products 
Spectacular,” and registration from 
the four-state area reportedly 
shattered earlier records. The com- 
panion merchandising show fea- 
tured displays of 169 exhibitors 
which, as usual, practically filled 
the exhibition hall of the Munici- 
pal Auditorium. There, too, all bu- 
siness sessions of the convention 
were held, except the first. 

The merchandise show opened 
at 3:30 p.m. on Sunday, Jan. 24 
and, except during mass meetings 
calculated to attract most of the 
delegates, stayed open daily until 
noon of the final day. Two other 
Sunday merchandising features 
were films sponsored by the Wood 
Conversion Co., St. Paul, Minn., 
and the Celotex Corp., Chicago. 

Following the kick-off breakfast 
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at the Muehlebach Hotel — an 
earl; rning affair that packed 
them President D. J. Fair of 
Sterling, Kan., in delivering the 
keynote address and welcome, said 
that in spite of increased costs of 
association operation, he was sure 
that overwhelming support of 
members assured continued suc- 
cess. 

“The association has more than 
20 services,” he continued, “each 
one of which can and does improve 
your operation. The cane-pole fish- 
erman cannot possibly compete 
with the well-equipped fisherman 
of today, and neither can the old- 
style lumber yard any longer com- 
pete with the modern version, the 
building supply department store.” 

R. W. (Dick) Scott of Vancouver, 
B. C., Hoo-Hoo snark of the uni- 
verse, declared in brief remarks 
that ‘““Hoo-Hoo is the only vehicle 
that can bring lumbermen togeth- 
er for a solution of their prob- 
lems.”” He urged non-members to 
join during the convention. 


Mock Investigation 


Then came the mock senate in- 
vestigation into distribution and 
marketing practices of the indus- 


4t 
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Retailers 


try, conducted by a “special hear- 
ing committee.”” Members of the 
committee and their witnesses — 
a manufacturers’ representative, 
a line-yard operator, a wholesaler 
and a retailer — intermittently 
stalled proceedings while the hall 
resounded to roars of laughter. 
But, between provoked bursts of 
merriment, the script for the most 
part solemnly plugged its message 
of “teamwork through the manu- 
facturer - to- wholesaler-to-retailer- 
to-consumer chain of distribution.” 

The investigation committee con- 
sisted of: “Senator I. W. Harper, 
chairman,” who was Earl W. Had- 
land, general merchandise man- 
ager, Masonite Corp.; “Senator 
Jim Beam,” Kermit W. Ingham, 
owner of a lumber company by 
that name in Stillwater, Okla.: 
‘Senator Glen More,” Jack C. 
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Davis owner, Davis Lumber and 
Hardware, Hutchinson, Kan.; and 
“Senator J. W. Dant,” Vern H. El- 
sen, district manager, Armstrong 
Cork Co., Kansas City. 

Witnesses examined were: “I. 
Will Makem, manufacturers’ rep- 
resentative,’ Stanley A. Tryon, 
North Town Lumber Co., Inc., 
North Kansas City; “I. M. Broak, 
line operator,’ Brooks O’Kelley, 
Weyerhaeuser sales representative, 
Topeka, Kan.; ““H. O. Sale, whole- 
saler,” Arthur L. Black, General 
Sash and Door Co., Tulsa, Okla.; 
and “R. E. Taylor, retailer,’ Wil- 
liam R. Shockley, Queen City 
Lumber Co., Springfield, Mo. 

At conclusion of the “hearing,” 
Hadland (Senator I. W. Harper, 
chairman) made a-sobering analy- 
S1S: 


“Our problem (of distribution) 


SOUTHERN 


Retiring President D. J. Fair, at microphone, 
officially launches panel discussion on “Shapes 
of Things to Come in Housing.” Panel mem- 
bers are (seated, | to r) Robert M. Dillon, 
Clarence A. Thompson, David R. Countryman, 
and Robert O. Harvey. 

At left, below, Earl W. Hadland, general 
merchandising manager of Masonite, who 
took the part of “Senator 1. W. Harper,” 
chairman of the “senate investigation com- 
mittee,” stands beside a “distribution chart” 
used in connection with mock investigation 
into industry distribution and marketing prac- 
tices during the Southwestern Lumbermen’s 
convention recently. 


is a serious one,” he said, “and 
will be solved only when the vari- 
ous segments of the industry are 
taken apart and examined minute- 
ly. This industry may have a prob- 
lem, but it is not sick. People eith- 
er solve their problems or outgrow 
them. 

“This little tableau you have 
seen here was arranged as a spe- 
cial step to aid all in this business 
operating in the Southwestern as- 
sociation territory of the four-state 
area.” 

He cited his own experience in 
merchandising and added: 

“I know only too well the prob- 
lems and lack of teamwork that 
exist. And little action has been 
taken to solve those problems. So 
I urge you all to get on the team 
and be identified with a winner.” 


Profit Huddles 


Two “profit huddles” featured 
two afternoon sessions of the con- 
vention, and first was Pat Gannon, 
home building market manager of 
Look magazine with the subject, 
“Mr. Dealer, Look in the Mirror.” 

Second of the first pair had Gor- 
don J. Lawler, editor of American 
Lumberman, as “huddle quarter- 
back” and, for a discussion of 
dealer sales control, Panelists 
George V. Stein, Currell Lumber 
Co., Lawton, Okla.; Jack Nowell, 
Nowell Lumber Co., Cleveland, 
Miss., and Warren Pixley, manag- 
er, land development and housing, 
International Paper Co., Long-Bell 
division, Oklahoma City. 

After introductory and explana- 
tory comment by Lawler, Stein 
prefaced his remarks with the 
comment that ‘anyone who thinks 
you can build a $20,000 house for 
$20,000 is an optimist.” He then 
said in part: 

“Dealer sales control through 
control of the land is a subject 
that can be misleading. If you 
control the land to control the sale 

(Continued on page 119) 
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Guess 
Who's 
Going 

To 


Nassau 


Roscoe L. Coram, president and 
spark-plug of the Edina Lumber 
Co., Edina, Mo., is the winner of 
a “dream vacation’ for two in 
Nassau, awarded by the South- 
western Lumbermen’s Assn. 

The Edina Lumber Co. is one of 
three Missouri yards in which Sam 
M. Arnold is interested. Arnold, 
an association past-president, per- 
sonally operates the Arnold Lum- 
ber Co. at Kirksville. 

Last summer, when the associa- 
tion started publicizing the ‘free 
vacation to Nassau,” there was 
much merry banter between Cor- 
am and Arnold. This banter was 
emphasized especially around Mrs. 
(Marjorie) Coram and Mrs. (Uma- 
tila) Arnold, when Coram and 
Arnold would assure one another: 
“If either you or I win that trip, 
you and I will go and leave the 
women at home.” 

So, came the final function of 
the convention, the “climax lunch- 
eon,”’ where the free vacation was 
to be awarded the lucky winner. 
Mrs. D. J. Fair, wife of the retir- 
ing president, reached into the box 
and pulled out one ticket. It was 
Coram’s, whereupon Coram, Ar- 
nold, their wives, and other per- 
sonnel attending from the three 
yards nearly fell out of their 
chairs. Now the two wives are an- 
nouncing to one and all: “We are 
taking that trip to Nassau and 
leaving the men at home.” 

The free trip awarded at the 
final function was a gimmick to 
keep delegates at the convention 
to its absolute conclusion. It work- 
ed — at least in the case of the 
winner and his associates. All of 
them discussed the possibility of 
going home on a 12:30 p.m. train, 
which would have kept them from 
the luncheon, where the winner 
had to be present to collect. They 
decided to go home on a train that 
night at 11:30. 

—Baron Creager 





To prepare for most active year in Kentucky Retail Lumber Dealers Assn. history, newly- 
elected Vice-President Bill Pauley of Pikeville and President E. Wilbur Chinn of Owensboro 
(seated, | to r) lend an ear to retiring President Bob Congleton, who points out for his 
successors in office a suggested itinerary for grass root visits around the state. 


Kentuckians Ask Lawmakers to Raise 
State's Maximum Loan Interest Rate 


By SID WRIGHTSMAN JR. 
Editor 


The 55th annual convention and 
building materials exposition of 
the Kentucky Retail Lumber Deal- 
ers Assn. — held at Louisville’s 
Kentucky Hotel, January 17-20 — 
tended to establish a goal for deal- 
er-members in attendance. 

And, like a good dealer-associa- 
tion should, it essentially guaran- 
teed achievement thereof to those 
receptive to its program-message. 

The goal, in any case, was the 
dealer’s opportunity to return to 
grass-root sections better informed 
and more reasonably open-minded 
— an opportunity made possible 
by presentation of a top-flight con- 
vention program on basic essen- 
tials, enabling him to assume vital 
roles as both thoughtful citizen and 
sagacious businessman. 


Record-Shattering Meeting 


The four-day session — kicked 
off on Sunday, January 17, with 
a reception and dinner for KRLDA 
past-presidents and directors — 
reportedly was the best-attended 
meeting in KRLDA history. Some 
75 exhibitors, boasting a contin- 
gent of 447 representatives for 
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CONVENTION 


NOW 
SPEAKING 


JOHN 8. 
EGAN 


“Machines won't replace salesmen.” 


“We're spoiled and can’t make up our minds.” 


“Look for big things from Washington.” 


“Let's get rid of the surtax.” 





ROUNDUP 


KRLDA directors elected for two-year terms are (seated, | to r) D. L. Ball, Clay; Tudor G. 
Jones Jr., Mayfield; and Sam Dibble, Elizabethtown. Also elected are (standing, | to r) John 
Burk, Lexington; Marshall Royalty, Harrodsburg; Murrell Rogers, Auburn; and Stuart Camp- 
bell Jr., Louisville. Director R. E. Hughes Jr., Leitchfield, is not pictured. 


the Governor’s move for a three 
per cent sales tax only if income- 
and corporate-tax rates were each 
reduced by 50 per cent, and if the 
surtax was eliminated. 

Northup outlined NRLDA’s cur- 
rent programs underway for the 
grass-roots dealer, and revealed 
that the Washington office was 
preparing yard-costing informa- 
tion and related statistics for early 
dealer use. Special “suggested” 
techniques for successfully com- 
batting “cutthroat cash-and-carry 
tactics” shortly would be furnished 
dealers, he said. 

Colean predicted only a moder- 
ate decline in home-building dur- 
ing 1960, and stated that money 
spent for building private dwell- 
ings in 1959 reached an all-time 
high of $17 billion. 

KRLDA Executive Vice-Presi- 
dent Don Campbell introduced a 
resolution, duly seconded and 
adopted, which urged the Ken- 
tucky General Assembly to in- 
crease the state’s legal interest 
rate on loans from the State-speci- 
fied-maximum of 6 per cent to a 
flexible 8 per cent. Campbell em- 
phasized that the existing 6 per 
cent interest rate limitation was 
affecting home building in Ken- 
tucky, more than half the money 
for which came from sources out- 
side the state. 

The second business session on 
Tuesday afternoon served as pad 
for presentation-launchings by 


Sales Training Director John B. 
Egan, Wood Conversion Co., St. 
Paul, Minn.; Miss Carolyn Nettle- 
ton, C. B. Nettleton, Inc., Coving- 
ton, Va.; and Charles M. (Chuck) 
Hanna, Chicago, I]. 


Continuous Training Advised 


Egan stressed the point that, 
while machines may replace men 
in multiple phases of the lumber 
business, they cannot replace sales- 
men whose abilities tend to make 
or break a firm. He urged dealers 
to offer continuous training for 
salesmen and floor personnel. 

Miss Nettleton — president-elect 
of the Virginia Building Material 
Assn., and reportedly the first 
woman ever to address a KRLDA 
convention — referred to her sex 
as “spoiled customers who can- 
not make up their own minds.” 
She warned, however, that, de- 
spite “difficulties” in dealing with 
women shoppers, lumber and 
building supply dealers “‘had bet- 
ter heed them, since they usually 
determine when a new home is to 
be built or an old home remodel- 
ed.” 

A third business session on Wed- 
nesday morning was comprised of 
a film, “Better Homes in Jig 
Time,” furnished by the Wood 
Conversion Co. and introduced by 
Egan. 

Executive Vice-President Ray- 
mon Harrell, Lumber Dealers Re- 

(Continued on page 118) 
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New officers of the West Virginia Lumber & Builders’ Supply Dealers’ Assn., following their 
recent election in Clarksburg, prepare to launch out on what may well be the organization's 
most active year in its history. At their initial post-session get-together, above, are (seated, 
| to r) L. Thomas Williams, Elkins, director-at-large and immediate past-president; Owen L. 
Duncan, Huntington, president; and Charles B. Wilson, Moundsville, vice-president. Behind are 
Sherman R. West (left), executive secretary, and Charles Green, treasurer, both of Buck- 
hannon. Duncan represerits a second-generation association president. 


=i 


Notable Ohioans in attendance at Clarksburg 
were NRLDA President Paul DeVille of Canton 
and Charles E. Benson, executive vice-presi- 
dent, Ohio Assn. of Retail Lumber Dealers, 
Xenia. DeVille, left, takes notes while Benson 
discusses association group insurance. 


Kicking off panel discussion on “Services 
Worth A Buck? Charge A Buck,” retiring- 
President Tom Williams prepares to introduce 
Carolyn Nettleton, panel chairman, of Coving- 
ton, Va., president-elect of Virginia Building 
Material Assn. On Miss Nettleton’s right is 
Les Evans, South Charleston, panel member. 


West Virginians Are Advised by DeVille 


To Adopt More Stringent Credit Policies 


Everyday do’s and don’t’s in the 
field of taxes, credits, accounting, 
labor relations, and group insur- 
ance — especially when served up 
by a group of experts — can prove 
absorbing material even to the 
most casual listener. 

And for dealer-members attend- 
ing the 47th annual convention 
of the West Virginia Lumber & 
Builders’ Supply Dealers’ Assn. in 
Clarksburg, January 21-23, the 
kick-off panel discussion encom- 
passing these topics was a king- 
size attention-getter. 

Moderated by Paul DeVille of 
Canton, Ohio, president of the Na- 
tional Retail Lumber Dealers Assn. 
— admittedly attending his first 
state convention as NRLDA rank- 
ing top-brass — this presentation 
setved as official program-opener 
for the meeting. 

Comprising the panel were At- 
torney Arch M. Cantrall, Clarks- 
burg, former chief counsel for the 
U. S. Dept. of Internal Revenue; 
William H. Lewis, Charleston, sec- 
retary-manager, West Virginia 


By SID WRIGHTSMAN JR. 
Editor 


Assn. of Credit Management; Eu- 
gene Toothman, Clarksburg, certi- 
fied public accountant; Charles E. 
Benson, executive vice-president, 
Ohio Assn. of Retail Lumber Deal- 
ers, Xenia, Ohio; and Clarksburg 
Attorney Oscar J. Andre. 

On taxes, Cantrall had this ad- 
vice for dealers: 

“To receive fairest treatment 
and most thoughtful consideration 
when summoned by your local tax 
agent, make your best presentation 
by going yourself, rather than 
sending another company deputy 
in your place. If mistreated by 
your local agent in any manner, 
don’t hesitate to appeal immedi- 
ately to the highest official in the 
area, preferably your. regional 
commissioner. And, incidentaHy, 
those credit card receipts are not 
sufficient evidence for tax deduc- 
tion claims in the eyes of the In- 
ternal Revenue Department.” 
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Relative to credit aspects, Lewis 
laid on the line a vital considera- 
tion: 

ad 3 feel squeamish about 
tellin people how lousy their 
credit may be. Your credit privi- 
ertainly can’t be extended 
to customers generally known by 
their ability to ignore monthly 
statements.” 

Interposing momentarily, NRLDA 
President DeVille described his 
own credit policies and advised 
dealers to consider their merchan- 
dise as “dollars.” “Just as you 
don’t giving out dollars to 
every don’t offer your mer- 
chand to just anyone applying 
for cré certainly not before you 
do some pretty careful checking.” 

He continued: “As we do, you 
might msider improving your 
credit procedures by running care- 
ful credit checks on every new 
custo! — and do so periodically 
on o istomers, too; by joining a 
reput credit bureau; by col- 
lect terest on past-due ac- 
count t least one per cent; and 


leges 
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CONVENTION 


‘ 


On deck for WVLBSDA Booster Club kick- 
off party were (I to r) Mr. & Mrs. Owen 
Duncan, Mr. & Mrs. Sherman West, Paul 
DeVille, and Mr. & Mrs. Tom Williams. 


by getting customers to fill out 
company judgment notes on them- 
selves prior to a sizable credit 
transaction. 

“Educate your store personnel 
on your strict credit policies. 
Should a floor salesman grant cred- 
it to his good friend, generally 
known to be a bad risk, make it 
clear that the bad account will be 
promptly collected from the sales- 
man’s salary at the end of the 
next pay-period. Ordinarily, the 
saleman will knock himself out to 
collect the lagging account — on 
his own time and successfully!” 

Toothman, on “Accounting,” 
emphasized that maintenance of 
poor and inadequate financial rec- 
ords was currently considered the 
Number One reason for bankrupt- 
cy. He advised dealers to indicate 
in their sales journals if items 
were retail or wholesale transac- 
tions. 

“Use a perpetual inventory sys- 
tem,” he admonished. “But if you 
don’t, take an actual inventory at 
least twice a year. On custom jobs, 
use job tickets so that you’ll have 
a record on profit allowed on each 
job. Also, be sure you have one 
responsible person (preferably an 
officer) carefully examine and sign 
all checks to eliminate accidental 
slip-ups or ‘purposeful’ duplica- 
tion.” 

Andre indicated a rather active 
legal background in labor rela- 
tions. 

“In union disputes, dealers too 
often tend to over rate loyalty of 
their employees.” he observed, 
“and this more than often leads to 
a rude awakening by employers. If 
employees come to you, expressing 
dissatisfaction with a union out- 
look, don’t offer advice yourself, 
but refer them to a lawyer of their 

(Continued on page 118) 
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ROUNDUP 


The 1960 annual banquet and officer installation of Alabama Building Material Exchange at 
Birmingham’s Holiday Inn, on February 6, brought forth this enthusiastic contingent of new 
organization “brass.” In order, from front to back, are E. J. Vakakes, retiring president and 
banquet toastmaster; Paul DeMarco, vice-president; and R. E. Rector, secretary — all of 
Birmingham; W. W. Meeks, vice-president, Jasper; Paul H. Earle, president, and Mary K. 
Harless, executive secretary, both of Birmingham; J. E. Hathcock, vice-president, Dothan; 
and James M. Grayson, national director, Birmingham. Not present for the picture were C. E. 
McCrory, vice-president, Tuscaloosa; |. N. Pitts, vice-president, Florence; and Joe Hall Jr., 
treasurer, Birmingham. 


Alabama Building Material Dealers 
Install Paul Earle at Annual Soiree 


As custom has it, ABME annual banquet and officer-installation purposefully was limited to 
“good-time get-together” among members, wives, and guests. I—ABME Executive Secretary 
Mary Harless, seated, confirms record-shattering attendance with (1 to r) retiring President 
Vakakes and newly-installed President Paul Earle and Mrs. Earle. 2—Vakakes receives ABME 
appreciation golf bag gift from Past-President H. H. Caldwell, left, of Birmingham. 3—From 
head table, President Earle expresses gratitude for his election. 4—Guest Speaker Justin Wilson 
of Baton Rouge, La., regales banqueteers with rapid-fire Cajun yarns. 
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The 34th annual convention of the Virginia Building Material Assn., J. Hugh Ryan Sr., Culpeper; Robert E. Holsinger, Staunton; Thomas 
at Fort Monroe’s renowned Chamberlin Hotel, February 17-19, saw the L. Ruffin, Richmond; Ivey Holland, Appomattox; Frank W. Kellam, 
honor of presidency bestowed on attractive Miss Carolyn B. Nettle- Princess Anne; VBMA Treasurer Maurice R. Large, Farmville; R. B. 
ton of Covington, reputedly the first lady-dealer ever to achieve Johnson, West Point; and Philip R. Roper Jr., Petersburg. Directors 
top-rank position in a state building material association. As a not in the photo are W. P. Ames Jr., Arlington; G. W. Coleman, 
queen surrounded by her all-male court, above, President Carolyn Newport News; Claude A. Hodges, Roanoke; J. P. Jordan, Emporia; 
graciously poses with VBMA’s other newly-elected officers and di- and C. L. Minter, Danville. Program highlights included talks by 
rectors. Seated are (| to r) Vice-Presidents Roy C. Brown, Abingdon; Board Editor Chairman Art Hood of American Lumberman, Chicago; 
Lester E. Andrews, Farmville; George H. Burton, Norfolk; Paul F. NRLDA President Paul DeVille, Canton, Ohio; and Lee Huey, man- 
Rosenberger, Winchester; and Charles B. Robinson, Tazewell. Stand- ager, McCormick Building Materials Co., Franklin, Ind. Record at- 
ing, are (I to r) retiring-President Milton M. Maddux, Marshall; and tendance was reported to have exceeded 500, despite bad weather. 
Directors E. R. English, Altavista; James W. Golladay, Stephens City; VBMA endorsed legislation prohibiting open-businesses on Sunday. 


The President Who Is Queen-for-a- Year! 


VBMA’‘s cnnual “Why Does the Buyer Pay 
More” essay competition elicited multiple 
thought-provokers from participants. Agree- 
ment appeared unanimous, in any case, that 
dealers must try to understand buyers’ needs 
and sell quality. Winners on hand to receive 
cash prizes were (I to r) Roy C. Brown, 
Abingdon, 5th prize; John E. Wool Jr., Nor- 
folk, 4th; Ralph Wilkinson, Richmond, 3rd; 
and Lester Scott, Norfoik, Ist. Second-prize 
winner Carlton Petty, Petersburg, was not 
present, 


At initial “early bird’ breakfast, President wee Above, Hon. Albertis S. Harrison Jr., Rich- 
Carolyn, over scrambled eggs, catches up on \ : mond, attorney general, Commonwealth of 
travels of Art Hood, right, who, thereafter, 4 Virginia, regales VBMA banquet guests 
addressed conventioneers on “How to Sell : with comical political reminiscences. He, 
at a Profit.” Hood admonished dealers to ; nevertheless, struck frequent serious notes 
cost their daily sales tickets in order to : " with reference to dwindling rights of States 
uncover possible pricing errors. He like- 2 against encroaching powers of Federal gov- 
wise advised adoption of compensatory pric- : ; i ernment in everyday lives of “little” busi- 
ing policy. ; ness men 
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INDUSTRY NEWS 


CCUS Economic Researcher 
Hits Federal Intervention 


Thirty-five years ago, without 
government intervention, contrac- 
tors erected houses at a higher 
rate than in the mid-1950’s, a 
spokesman for the Chamber of 
Commerce of the United States re- 
cently pointed out to a Congres- 
sional committee. 

Dr. Emerson P. Schmidt, Cham- 
ber economic research director 
said: “Offhand, this unfavorable 
showing for the government in- 
terventionist period causes one to 
wonder whether all this Congres- 
sional concern for housing was 
justified in the past 20 or 25 years, 
and whether its continuation in 
the future is wise.” 

The Chamber’s spokesman ap- 
peared before the Joint Economic 
Committee to discuss the Presi- 
dent’s economic report to Con- 
gress, which he branded as “un- 
wittingly feeding the fires of 
inflation” by approving union 
wage raises tied to national aver- 
age productivity. The national av- 
erage could easily become a floor 
for raises, he said. 


Nat'l. Particleboard Assn. 
Is Chartered in Illinois 


Formation of the National Parti- 
cleboard Assn. as a not-for-profit 
corporation was recently under- 
taken in Illinois. 

Concerns selected to charter 
membership include: Brownsville 
Particle Board & Associated Prod- 
ucts, Inc.; Carolina Forest Prod- 
ucts, Inc.; Chapwood, Inc.; For- 
mica Corp.; Gray Products Co., 
Inc.; International Paper Co.; Na- 
tional Starch and Chemical Corp.; 
Pacqua, Ine.; Pope & Talbot, Inc.; 
Rock Island Millwood Co.; Roddis- 
craft, Inc.; Superwood Corp.; 
Swain Industries; United States 
Plywood Corp.; West. Virginia 
Pulp & Paper Co.; Weyerhaeuser 
Co.; Willamette Fiber & Chip- 
board Co,; Wood Fibreboard Co.; 
and Wynnewood Products Co. 

The wood particleboard indus- 
try is relatively new in the United 
States, with major development 
occurring since 1950. There are 
several processes used in the man- 
ufaeture of particleboard; but 
basically process involves bonding 
of wood flakes or splinters with 
resin under heat and pressure. 
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SOUTHWEST ‘FIRST’ — General Sales 
Manager George H. Reese (right) and Dis- 
tributor Sales Manager L. L. (Bo) Dorsett 
of Kelley Manufacturing Co., Houston, Texas, 
reverently fondle initial aluminum gutter 
and downspout to come off Kelley production 
lines. Firm reportedly is first manufacturer 
of aluminum rain-carrying equipment in 
Houston area, representing addition to its 
regular galvanized steel building product 
lines. 


Kaiser's Home Aluminum 
Is Set for Six Dixie Cities 


Kaiser Aluminum & Chemical 
Corp. will shortly carry its alumi- 
num residential products market- 
ing program to 16 major building 
areas across the country. 

A feature of the 1960 program 
will be a spring parade of models 
containing aluminum _ products 
patterned after the company’s suc- 
cessful program carried out in six 
cities during last fall’s national 
home week. Each of the participat- 
ing builders in the program will 
use at least 11 aluminum products 
in building their homes. Dixie 
cities selected for the company’s 
program include Atlanta, Dallas, 
New Orleans, Orlando, St. Louis, 
and Washington, D. C. These cities, 
among others, will account for ap- 
proximately 40 percent of new 
home starts during 1960. 

Kaiser Aluminum predicts that 
the average amount of aluminum 
used to construct a house will 
reach 1,000 pounds by the end of 
the present decade. 


Darling Is NAWLA Life Trustee 


Sid L. Darling, recently-retired 
executive vice-president of the Na- 
tional-American Wholesale Lum- 
ber Assn., recently was awarded 
the office of “Honorary Trustee for 
Life” in the association. The Award 
was made at the annual meeting 
of the NAWLA trustees in New 
York City during January. 


(Continued from page 18) 


‘Selling Whole Package’ 
Is Set for Texas Meet 


“Selling the Whole Package,” a 
20 minute sound slide film pro- 
duced by the National Retail Lum- 
ber Dealers Assn. and sponsored 
by Masonite Corp., will be pre- 
sented at the convention of the 
Lumbermen’s Assn. of Texas in 
Austin, April 10-12. 

Dealers who saw the film when 
it was first shown at the NRLDA 
meeting in Cleveland last year 
were enthusiastic and requested 
that it be shown at this regional 
convention. 

The film shows how a lumber 
dealer increased his volume by 
“Selling the Whole Package.” Five 
main points are stressed in the 
film: (1) Find out what the cus- 
tomer wants, and get it; (2) know 
financing plans; (3) sell the serv- 
ices of contractor customers; (4) 
tell the customer how to do it; and 
(5) control every part of the sale. 

Masonite personnel will narrate 
the full-color slide film at the con- 
vention. “Selling the Whole Pack- 
age” is the second in a series of 
six “Sales-Maker” films to be 
produced by the NRLDA. 


Largest All-Wood Building 
Soon to Loom in Arkansas 


Construction of what is believed 
to be one of the largest all-wood 
buildings is scheduled to begin 
early in 1960 at Crossett, Ark., 
involving new techniques and new 
products in “engineered wood.” 

Part of a  $l1-million plant 
modernization and expansion proj- 
ect by the Crossett Lumber Co., 
division of the Crossett Co., the 
building — 103 feet wide, 468 feet 
long, 70 feet high at roof apex, 
and 55 feet high at side walls — 
will be used for rough lumber 
storage. It will involve 48,204 
square feet of floor area. 

All lumber will be of high 
quality Southern pine, and the 
main structural elements include 
two striking innovations in “engi- 
neered wood” developed by Unit 
Structures, Inc. These will be ver- 
tical supports and curved top chord 
bow-string trusses, all of glued 
laminated lumber. 

Estimated building cost is $475,- 
000, only about $9.85 per square 
foot. 

(More INDUSTRY NEWS on page 52) 
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RING UP THOSE @ 


Sales! 





Stellar is a sparkling new cabinet hardware line, 
contemporary in design for modern interiors. It 
gives clean-lined beauty to kitchens, furniture or 


built-ins both in new construction and when M CABINET HARDWARE 
remodeling. % 

Washington traditional quality is apparent in TED) 
every knob, hinge or drawer pull. with long, 

satisfactory life built into every item. 

A handsome new store display (right) will help 
you create profitable sales of the Stellar line. 
Suggest Stellar cabinet hardware to vour builder 
customers and to remodelers .. . it will ring your 
cash register to a profitable tune! 





ee 
Washington 


DISTINCTIVE BUILDING PRODUCTS ay 


x 
nes 
WASHINGTON STEEL PRODUCTS, INC. WASHING To 

DEPT. SBS-3 TACOMA 1, WASHINGTON " STEEL PRODUCTS INC 1 


CANADA: General Sales Syndicate, 202-470 Granville Street, Vancouver, 8. C., Canada 
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Now! Over Fifty 





Every month, SPA Ads presell 
prospects on Quality 


Full-page, full-color ads every month in LOOK Magazine 
PLUS 


Full-page, full-color ads 
in all these 
highly selective magazines 


IG i BOOK OF 


UILD| eDING | 


fae PF yg 
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You sell Quality when you feature Grade Marked 
Southern Pine produced by the mills of the 


Southern Pine Association 
Stocked by better lumber dealers 


ALABAMA 


The Allison Lumber Company 

Olon Belcher Lumber Company 

S. E. Belcher, Inc. 

W. A. Belcher Lbr. Co 

W. E. Belcher Lbr. Co., Inc. 

Clancy Lumber Company, Inc 

Graham Lumber Company 

Albert Holman Lumber Co 

International Paper Co. 
(Southern Lumber Div.) 

Jackson Saw Mill Co., Inc 

Ray E. Loper Lumber Company 

McMillan Mill Company 

McShan Lumber Company 

T. R. Miller Mill Co., Inc 

Reid Brothers Lumber Company 

Scotch Lumber Company 

M. W. Smith Lumber Company 

M. W. Smith Sawmill Co. 

W. T. Smith Lumber Co., Inc 

Summerville Brothers Lbr. Co 

Thomas & Miller Lumber Company 

Horace S. Turner, Jr., inc 

W. T. Vick Lumber Company 

W. J. Word Lumber Company 


ARKANSAS 


Graydon Anthony Lbr. Co 

Arkansas-Louisiana Lumber Co 

P.E. Barnes Lbr. Co 

Bass-Clark Lumber Company 

Bearden Lumber Company 

Bradley-Southern Division 
Potlatch Forests, Inc 

Crossett Lumber Company 

Dierks Forests, Inc 

Fordyce Lumber Company 

W. S. Fox & Sons 

Fuller Lumber Company 

Gurdon Lumber Co., Inc 

Hot Spring County Lumber Co 

Murfreesboro Lumber Co 

Ozan Lumber Company 

Partee Manufacturing Company 

Reynolds & Draper Lumber Co 

Sparkman Lumber Co 

Sturgis Brothers 

H. G. Toler & Sons Lumber Co 

Urbana Lumber Company 

J. L. Williams & Sons 

B. G. Wilson Lumber Co 

Herman Wilson Lumber Co 


Bellamy 
Brent 

Green Pond 
Birmingham 
Centreville 
Grayson 
Maplesville 
Northport 
Mobile 


Jackson 
Tuscaloosa 
Brewton 
McShan 
Brewton 
Evergreen 
Fulton 
Jackson 
Camden 
Chapman 
Aliceville 
Linden 
Mobile 
Hamilton 
Scottsboro 


Hope 
Emerson 
Hamburg 
El Dorado 
Bearden 
Warren 


Crossett 
Hot Springs 
Fordyce 
Pine Bluff 
Lewisville 
Gurdon 
Malvern 
Murfreesboro 
Prescott 
Magnolia 

El Dorado 
Sparkman 
Manning 
Leola 
Urbana 
Sheridan 
Hot Springs 


Leola 


LOUISIANA. Continued 


h-Edwards, Inc 
Justries, Inc 
Co., Inc 
gg Lumber Co 
Lakeside ber Co., Inc. 
Lock-Moore & Company 
Louisiana Long Leaf Lumber Co. 
Martin Timber Company 
Roy 0. Martin Lbr. Co., Inc 
Carroll W. Maxwell Lumber Co 
Olin Mathieson Chemical Corp 
(Forest »ducts Division) 
Pace Brothers Lumber Co 
C. A. Reed ber Company 
N. D. Roberts Lumber Co 
Sabine L r Company 
Springhil ber Company 
Sturgis-Nix nber Company 
Tremont nber Company 
The Ura nber Co., Ltd 
Woodard-Walker Lumber Company 
Woodard-Walker Sawmill Company 


Hillyer-Deut 
a 


MISSISSIPPI 


Ackerma ing Mill Co. 
Bailey er Co 

Crosby Lumber & Mfg. Co. 
The L. N. Dantzler Lumber Co 
A. DeWeese nber Co., Inc 
D. L. Fa ber Company 
Hood Lun npany 

Joe N. Miles & Sons 


MISSOURI 


Dierks f 


Fleishel mpany 


NORTH CAROLINA 


turing Co 
Corporation 
ons Lumber Co 


Barrow M 
Corbett | 
L. R. Fos % 
Lumber Riv 
J. ST 


1 & Son, inc 
H. M. Walk 


nber Company 


SOUTH CAROLINA 


er Co 
ber Co., Inc 
mpany 


Oakdale 
Shreveport 
Ruston 
Alexandria 
Chatham 
Lake Charles 
Fisher 
Castor 
Alexandria 
Pollock 
Shreveport 


Minden 
Bernice 
Alexandria 
Zwolle 
Springhill 
Ruston 
Joyce 
Urania 
Taylor 
Heflin 


Ackerman 
Laurel 
Crosby 
Perkinston 
Philadelphia 
Louisville 
Hermanville 
Lumberton 


Kansas City 
St. Louis 


Ahoskie 
Wilmington 
Elizabeth City 


Manufacturing Co., Inc. Lumberton 


Weldon 
Battleboro 


Lake City 
Monck’s Corner 
Holly Hill 


ions! 


SOUTH CAROLINA—Continued 


Million Impre 


FLORIDA 


Aiger-Sullivan Sawmill Company 
Dantzler Lumber & Export Co 
W. H. & J. O. Huxford, Inc 
Mutual Lumber Co 

Neal Lumber & Mfg. Co 

Ocala Lumber Sales Co., Inc 
Perry Lumber Co., Inc 


GEORGIA 


Alexander Brothers Lumber Co 

Augusta Hardwood Co 

Balfour Lumber Co. 

Del-Cook Lumber Co 

ee Lumber Company 

A. T. Fuller Lumber Company 

Georgia-Pacific Corp 

Holly Springs Lumber Co 

The Langdale Company 
(Lumber Div.) 

McElrath-Stewart Lbr. Co 

Reynolds & Manley Lbr. Co 

Rush Lumber Company 

Shepherd Lumber Corporation 

Southern Pine Products, Inc 

L. B. Springle Lbr. Co. 

Sullivan Lumber Company 

Tolleson Lumber Company 

Union Timber Corp. 

Wade & Whittle Lumber Co 

H. & J. Williams Lbr.Co., Inc 

Willis Lumber Company 


LOUISIANA 


J. A. Bentley Lumber Company 
L. L. Brewton Lumber Company 
Ronald A. Coco, Inc 

Crowell Lumber Industries 
Farmerville Manufacturing Co. 


Century 
Jacksonville 
Perry 
Jacksonville 
Blounstown 
Ocala 

Perry 


Columbus 
Augusta 
Thomasville 
Adel 

Ellijay 
Ocilla 
Augusta 
Atlanta 
Valdosta 


Macon 
Savannah 
Hawkinsville 
McRae 
Augusta 
Gainesville 
Preston 
Perry 
Cogdeli 
Douglas 
Nashville 
Bainbridge 


Zimmerman 
Winnfield 
Baton Rouge 
Long Leaf 
Farmerville 


Lightsey Grothers 

Cari W. M br. Co 
Russellv ) 
Tilghman L r Company 
C. M. Tucker Lumber Corp 


TENNESSEE 


E. L. Bru in 
Vestal | & Manufacturing 
Cc | 


TEXAS 


Allen-Peavy ber Company 
Anderson facturing Co 
Angelina C y Lumber Company 
Atlanta Lumber Co 
Beech Creek Lumber Company 
Boettcher Lumber Company 
W. B. Cariker nber Company 
W. T. Carter & Brother 
Ealand-Wood Lumber Company 
Edens-Birch Division 

Southwest Lumber Mills, Inc 
Grogan Brothers Lumber Company 
Grogan-Cochran Lumber Company 
Lacy H. Hun n Co 

nm orp 
nber Company 

r Company 

Lumber Company 

ber Company 


VIRGINIA 


Williams L 


Barnes L er Corp 
Union Bag-Camp Paper Corporation 
The Williams & McKeithan 

Lumber 


Miley 
Lancaster 
Sumter 
Sellers 
Pageland 


Memphis 
Knoxville 


Kountze 
Tenaha 
Keltys 
Atlanta 
Warren 
Huntsville 
Kountze 
Houston 
Jasper 
Corrigan 


Conroe 
Magnolia 
Nacogdoches 
Houston 
Willis 
Livingston 
Diboll 
Cleveland 


Charlottesville 
Franklin 
Lynchburg 
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INDUSTRY NEWS 


New PFS Laboratories 
To Supervise Southern 
Component Fabricators 


To meet intensified demand for 
more quality supervision and con- 
trol from Dixie plywood compon- 
ent fabricators, the Plywood Fab- 
ricators Service, Inc. — a Douglas 
Fir Plywood Assn. affiliate — will 
open new laboratories in Atlanta, 
Ga., and Dallas, Texas. 

Announcement of the Southern 
expansion was made by W. D. 
Page, executive vice-president. 

PFS provides quality supervision 
and control, uniform specifications, 
testing, advertising, sales promo- 
tion and engineering assistance to 
fabricators of engineered plywood 
components. 

Page also is working out a test 
program that will make limited 
PFS memberships available to 
small builders, lumber dealers, and 
other smaller operations. 

Twelve fabricators originally re- 
ceived PFS services, but the first 
survey undertaken by the new 
organization indicates 1,376 of 
1,634 firms contacted are interest- 
ed in membership. 

“Our reception by the industry 
has exceeded our most optimistic 
hopes,” Page said, when expansion 
plans were announced. 

“The gap that existed before the 
formation of PFS is becoming more 
and more obvious as we reach new 
areas of the country. Builders who 
could see the advantages of com- 
ponents in cutting on-site labor 
costs were hamstrung because of 
the difficulty of finding dependable 
materials.” 

An important backstop to PFS 
expansion is accelerated research 
in the components field by DFPA 
laboratories. 

A major project has just been 
completed on stressed skin panels 
and two studies are under way 
now. One involves new types of 
box beams and the other a brand 
new development described as a 
“space plane.” 





CROFT METAL PRODUCTS, INC. 

. Promoted to executive vice- 
president and general sales man- 
ager of four divisions of Croft and 
its subsidiary companies is James 
H. Wilkinson. Wilkinson was until 
recently Southern regional man- 


ager for company’s Aluminum 


Window Division. 
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National Gypsum Begins 
5-Year Expansion Program 


National Gypsum Co. is embark- 
ing on the “most ambitious ex- 
pansion program in its history,” 
according to Melvin H. Baker, the 
firm’s top executive. 

In the five years beginning last 
January 1, the company will spend 
$125-million for new plants, ac- 
qguisitions, and increased produc- 
tion at existing facilities. Primary 
objectives of 1960-65 program are 
to expand markets and income. 

Five-year plan calls for board 
expansion of company’s gypsum, 
lime, ceramic tile, and asbestos 
plant facilities. Increased produc- 
tion of gypsum products will call 
for additional paper mills to meet 
need for paper used in wallboard, 
lath, and sheathing. 

Expansion is expected to in- 
crease sales volume from $215- 
million estimated for 1959 to $365- 
million by 1965. 


Masonite Corp. Reports 
Record One-Day Shipment 


The largest one-day shipment 
by rail from any Masonite Corp. 
production facility — 93 carloads 
of Presdwood — was made recent- 
ly from the Laurel, Miss,, plant. 

On the basis of eighth-inch 
board, there was 100,000 sq. ft. of 
Presdwood in each of the cars, or 
a total of 9,300,000 sq. ft. shipped 
on the record day. 

If all the cars had been handled 
on one train, they would have ex- 
tended for almost one mile. Three 
different railroads, however, moved 
the cars from Laurel. 

Masonite can load 36 cars under 
cover at one time at Laurel, 26 
in the new production unit, and 10 
in the old. 


US Construction Contracts 
Reach Record High in 1959 


Construction contracts in the 
United States (excluding Alaska 
and Hawaii) in 1959 set an all- 
time record of $36.3-billion, ac- 
cording to F. W. Dodge Corp., de- 
spite declines in the last five 
months of the year. 

Total for the year was three per 
cent ahead of 1958, the previous 
record year. 


(Continued from page 48) 





CONVENTION 
CALENDAR 





MARCH 8-10: Carolina Lumber 
and Building Supply Assn., Munici- 
pal Auditorium, Asheville, N. C. 
Exhibits. 


MARCH 22-24: Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans. Exhibits. 


MARCH 31 - APRIL 1: Mississippi 
Retail Lumber Dealers Assn., Buena 
Vista Hotel, Biloxi. Exhibits. 


APRIL 4-6: Southern Pine Assn., 
Roosevelt Hotel, New Orleans, La. 


APRIL 10-12: Lumbermen’s Assn. 
of Texas, Austin Municipal Auditori- 
um, Austin. Exhibits. 


APRIL 13-14: Arkansas Assn. of 
Lumber Dealers, Hotel Marion, Lit- 
tle Rock. 


APRIL 20-21: Kansas Lumber- 
men’s Assn., Lamer Hotel, Salina. 


APRIL 21-23: Florida Lumber & 
Millwork Assn., Hotel Robert Meyer, 
Jacksonville, Fla. Exhibits. 


MAY 9-11: National Building Ma- 
terial Distributors Assn., Arlington 
Hotel, Hot Springs, Ark. 


MAY 22-25: Building Material 
Merchants of Georgia, Castle-in-the- 
Clouds Hotel, Lookout Mountain, 
Tenn. 


JUNE 13-14: Southern Sash & 
Door Jobbers Assn., Hotel Peabody, 
Memphis, Tenn. 


NOVEMBER 13-15: Southern Sash 
& Door Jobbers Assn., The Green- 
brier, White Sulphur Springs, W. 
Va. 

NOVEMBER 13-16: National Re- 
tail Lumber Dealers Assn., Brooks 
Hall Annex, Civic Auditorium, San 
Francisco, Calif. Exhibits. 


NOVEMBER 16-18: National Build- 
ing Material Distributors Assn., 
Palmer House, Chicago, III. 





DEKA CORP... . Formerly vice- 
president in charge of corpora- 
tion’s Installation Division, Wil- 
liam F. Holtz will now serve as 
vice-president in charge of opera- 
tions. Holtz has been associated 
with Deka for seven years, found- 
ing its Tile Installation Div. H. B. 
Chapin, sales representative of 
Mercantile Div., becomes sales 
manager covering both mercantile 
and industrial sales. 


SOUTHERN BUILDING SUPPLIES for MARCH, 1960 





“Lion Asphalt roofs last 
longer because Lion Asphalts 
are made from specially 
selected asphalt-base crude 
oils with naturally high 
resistance to weathering.” 


“Lion Roofing Asphalts are 
made in the most modern 
asphalt processing plant 

in the country.” 


“Lion processes its asphalt 
in small batches, for close 
quality control.” 


“Lion and Monsanto's 
big research departments 
constantly work to make 
Lion Roofing Asphalts 
even better.” 


“Lion Roofing Asphalts are 
formulated to go on easily, 
whether you use hot or 
cold application.” 


> A DIVISION OF MONSANTO CHEMICAL COMPANY 
Et DORADO, ARKANSAS 


Lion Asphalt R. D. Primer 
Lion Cold Process Lap Cement 
Lion Blind Nailing Cement 
Lion Coating No. 3 


Lion Roofing Asphalt 

Lion Asphalt Roof Coating 

Lion Asbestos Asphalt Roof Coating 
Lion Asphalt Plastic Cement 


=| Member: The Asphalt Institute, College Park, Md. 
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MAIL THIS COUPON TODAY 


Asphalt Sales Section 
Lion Oil Company 
El Dorado, Arkansas 


Tell me how I can make more money selling Lion 
Asphalt Roofing Products. 


NAME 
ADDRESS 
CITY 


STATE 


For more details on above items, use Coupon on Page 101 








MOVING UP 
im the industry 





PREWAY, INC... . Named as as- 
sistant to president is Gerald I. 
Boyce. Boyce will serve in an ad- 
ministrative capacity, confining his 
activities to special project assign- 
ments. Robert T. Polzer, appointed 
sales promotion manager, has been 
with Preway for two years acting 
as sales representative in Iowa, 
Nebraska, and South Dakota. Oth- 
er appointments include: Harry G. 
Morse, contract sales manager; 
Louis P. Schanock, co-ordinator of 
sales research; and Willard John- 
son, director of utility sales. 


Polzer Boyce 


REILLY TAR & CHEMICAL 
CORP. ... Attached to Houston, 
Texas, sales office as representative 
in coal-tar enamel pipe line coat- 
ing division, Robert Gilliland has 
been appointed sales engineer for 
this tar and chemical manufactur- 
er. 


Gilliland Grimm 

ZONOLITE Co. Appointed 
manager of architectural and en- 
gineering products department is 
Clayford T. Grimm. Grimm previ- 
ously has been assistant director 
of engineering and technology at 
Structural Clay Products Institute. 
While with the Institute, he re- 
portedly became a specialist and 
noted author on construction the- 
ory and application. In addition 
to writing major portion of SCPI 
technical literature, he has con- 
tributed frequently to AIA journal. 
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Nixon Marsh 
MARSH WALL PRODUCTS, INC. 
.. . Recently made vice-president 
in charge of sales for this manu- 
facturer of Marlite paneling is 
John J. Marsh, who assumes new- 
ly-created position after serving 
as general sales manager. D. A. 
Nixon, former Eastern sales man- 
ager, has been named _ general 
sales manager to succeed Marsh. 
E. P. McCarthy, past Western sales 
manager, has been advanced to 
assistant general sales manager. 
Marsh has served in various ex- 
ecutive capacities with Marsh 
Wall, currently as director, vice- 
president, and secretary. 


DOUGLAS FIR PLYWOOD ASSN. 
... Tacoma regional field manager 
since 1958, Douglas D. Walker has 
been advanced to assistant to field 
department director. Howard Hun- 
nicutt, field representative in 
Houston-Dallas, Texas, region, will 
replace Walker as Tacoma region 
manager. 


STANLEY WORKS... Recently 
named representative in southern 
Florida territory, Raymond J. 
Wedge has been a sales represent- 
ative in metropolitan Chicago area 
since 1958. He joined hardware 
division in 1956. . . Appointed na- 
tional field sales manager of Build- 
ing Specialities of North Miami, 
Fla., is Larry L. Putzel. Past East- 
ern regional sales manager, Put- 
zel will now headquarter in North 
Miami. He joined Stanley Building 
Specialties in 1957 as Southeastern 
district sales manager. Later he 
was made manager of division’s 
Midwest division, becoming man- 
ager of Building Specialties South- 
west Co. in 1958. 


Putzel 


CELOTEX CORP... . Election of 
Ira K. Hearn Jr. as vice-president 
in charge of operations is announ- 
ced by Henry W. Collins, presi- 
dent. Hearn, located in Chicago, 
will be responsible for manufac- 
turing, engineering, purchasing, 
and traffic activities. He succeeds 
William L. Rodich, who resigned 
to become president of Continental 
Diamond Fibre Co. . . . Appoint- 
ment of Paul DeBenham as man- 
ager, roofing and siding sales of 
corporation has been announced 
by District Manager L. Jarodsky. 
DeBenham joined company 34 
years ago, serving building prod- 
ucts manufacturer in various posi- 
tions since then. Most recently, he 
was technical representative for 
St. Louis and Kansas City Dis- 
tricts. 


Hearn Elsinger 


SIGNODE STEEL STRAPPING 
Co. ... To be headquartered at 
Jacksonville, Fla., J. H. Elsinger 
has been appointed district man- 
ager of new sales district, covering 
Florida and southeast portions of 
Georgia and South Carolina 


Zanetti Trolinger 


AMERICAN SCREEN PRODUCTS 
... Formerly sales manager, Peter 
Zanetti has been chosen manager 
of new products research and de- 
velopment. Tom Trolinger, previ- 
ously assistant sales manager, re- 
places Zanetti as new manager of 
brand products sales. 


WOOD CONVERSION Co.... 
New personnel director is John R. 
Savage, who assumed his new du- 
ties on March 1. Savage will occu- 
py offices in firm’s St. Paul head- 
quarters. 

(Continued on page 58) 
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BIG NEWS in roorine From FRY! 


NOW! ALL FRY Asphalt Shingles are BONDED! 


Just Off The Press. This six-page, 4-color tert, Fr lamar 

brochure tells the complete story of FRY'S Summit (Argo P.O.), Illinois 

exciting new asphalt shingles for 1960. 14 | Sites sere sou pet aoche ane non aratabie 
beautiful new colors... new high stand- 

ards of quality .. . the only ALL-BONDED 


line. Send for your copy, today! eee 


FIRM NAME 





LLOYD A. FRY ROOFING COMPANY 


World's largest manufacturer of asphalt roofing and allied products— 
19 roofing plants strategically located coast to coast 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 
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NBDITION 


TO THE FABULOUS FONTA/NEBLEAU 







YOUR CONTRACTORS Keywall means 
PREFER stronger walls 


Huilair 


crack-resistant Du 1S 
that keep their ‘New lL 
onger! Workers appr ate 
| } 
cutting, fewer iap 








Addition to Fontainebleau Hotel, Miami Beach, Florida FACTS “ABOUT THE FONTAINEBLEAU AD DITION 


* Architect: A. Herbert Mathes, Miami, Fla The proportions of the new addition to the 
General Contractor: Taylor Construction Co., Miami, Fla Fontainebleau are immense. For example, a ball- 
‘ Masonry Contractor: Kirkland Masonry Co., Hialeah, Fla. room that-is 200. x 140 feet. the largest in the 


world. A theater-banquet room that will seat 
4,000 at a dinner. Set up for a performance, it 
will seat 6,000. A new building with 400 hotel 
rooms is going up right alongside. A little over 
three miles of Keywall is being used as a ma- 
sonry reinforcement in the new addition. 


LE ROOT 





BUILT TO STAY YOUNG WITH 


KEYWALL 


galvanized masonry reinforcement 


You can’t be leaning over the shoulder of each mason all the time to make sure he 
uses the reinforcement right. Yet proper use of the reinforcement makes the difference 
between a, building that stays young and one that ages fast. But what can you do? 

Here’s one man’s answer. Masonry Contractor Hugh Kirkland says, “Lapping 
is the key to proper masonry reinforcement. Here’s what I mean. Some masonry 
reinforcement is hard to lap. Too thick. By thick I mean an \% inch in diameter. 
Lapped, that’s a quarter inch. So, with a 5% inch mortar joint, you get little mortar 
around the wire. That means poor bond, poor embedment. So what happens? 
Most of the time reinforcement is butted, not lapped. That’s even worse. 

“We simply avoid the problem. We use Keywall. It comes in 200 foot rolls, 
not short lengths. So you very seldom have to lap it. And when you do, it’s easy 
... easier than butting it. So of course, my men lap it. And when Keywall is lapped, 


there’s still plenty of room for mortar. 

‘“*Keywall is a lot easier for my men to handle because it comes in rolls. It’s 
easier to cut, too. 

“But it’s not only a matter of my men liking it. Keywall reduces shrinkage 
very effectively. And it’s economical. What could be better than Keywall?” 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
KEYWALL + KEYMESH® - KEYCORNER - KEYDECK - WELDED WIRE FABRIC + NAILS 


Just unroll it and you're ready to 
go. Joe Kuntz, Superintendent 
for the Masonry Contractor, 
Hugh Kirkland, shows how easy 
Keywall is to work with for the 
benefit of mason Fred Kinnaird. 
Keywall is made for wall thick- 
nesses of 4”,6”,8", 10", and 12”. 





F. C. RUSSELL CO... . Named 
vice-president-director of sales and 
marketing is Robert D. Putman. 
Putman will be responsible for 
over-all marketing efforts of Rusco 
products in U. S. and Canada. 
Prior to joining Russell, Putman 
held positions as executive vice- 
president of marketing for Inter- 
national Swimming Pool Corp., 
and vice-president in charge of 
sales for Florence Stove Co... . 
Russell also announces election of 
A. A. Sommer Jr. to board of di- 
rectors, replacing the late A. H. 
Brenan. 


Putman 


HYSTER Co... . Appointed office 
manager of company’s Danville, 
Ill., plant is Robert J. Hile. Associ- 
ated with Hyster for 13 years, 
he has held positions including 
Northwestern district manager, 
and manager of company’s Chica- 
go retail store. Most recently, he 
was partner in Collier-Hile Co., 
Hyster industrial truck dealer for 
South Texas. 


DANIEL CONSTRUCTION CO... 
Previously chief engineer for this 
construction firm, George McDoug- 
all has been appointed manager of 
all South Carolina operations. 
Joining Daniei in 1947, McDougall 
started as field engineer, later be- 
coming project manager. 


Fricchione McDougall 

TOOLKRAFT CORP... . This 
manufacturer of stationary power 
tools, including radial-arm saws 
and convenient motortools, has ap- 
pointed M. Lee Fricchione as sales 
manager. Fricchione has been as- 
sociated with Toolkraft since 1955. 
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RHEEM MFG. CO... . Newly-ap- 
pointed sales manager of the Jack- 
son Miss., sales office of company’s 
Richmond Plumbing Fixtures Div. 
is Malcolm N,. Outlaw Jr. Outlaw 
joined the Richmond organization 
in 1956, in a sales capacity. Prior 
to his promotion he was a Rich- 
mond salesman in Texas territory. 
In his new position, Outlaw will 
serve sales territory including en- 
tire states of Mississippi and Loui- 
siana and parts of Arkansas, Ala- 
bama and western Florida. 


FENESTRA, INC. .. . Formerly 
executive vice-president, E. A. Mil- 
ler has been elected president and 
chief executive officer of corpora- 
tion. He succeeds H. D. Palmer, 
who has been named board chair- 
man. V. L. Hana, controller, will 
fill newly-created post of vice- 
president — finance, and treasur- 
er, replacing C. G. Bunting, secre- 
tary-treasurer, who resigned. 


FLINTKOTE Co... . Appointed 
manager of newly-formed product 
information bureau is Don L. Hol- 
mes. He assumes his new post in 
addition to continuing as advertis- 
ing manager for company’s indus- 
trial products. As advertising 


manager for industrial products, 
Holmes will continue to handle ad- 
vertising for general construction, 


building maintenance and paving 
products as well as establishing 
product information material on 
housing and many other aspects of 
Flintkote’s line of building prod- 
ucts. 


MINNESOTA & ONTARIO PAPER 
co. .. . Appointment of Thomas 
E. Snead as Insulite territory re- 
presentative at Mobile, Ala., is an- 
nounced by this manufacturer of 
insulation board products. Snead 
was transferred from New Orleans 
where he served in a similar ca- 
pacity for a year. He is succeeded 
in New Orleans by Frank A. 
Romeu. Snead previously held In- 
sulite assignments at Macon, Ga., 
and Durham, N. C. 


ORTAL, INC. ... J. H. Van Hoy 
has been elected president, general 
manager, and director of this 
Orlando, Fla., firm and its allied 
companies. Ortal operates retail 
lumber and building material 
yards in Orlando, Tallahassee, 
and Fort Myers. Van Hoy, who 
lives in Sanford, has interest in 
several lumber yards in Georgia 
and Florida. 


RIDGE TOOL CO... . Newly- 
elected executive vice-president of 
company is W. L. Parcell, who as- 
sumed his new duties January 1. 


GENERAL PORTLAND CEMENT 
CoO. . . . Named sales director of 
Florida Portland Cement Division 
is C. E. (Kurt) Hedrick. He previ- 
ously was assistant sales director 
of Florida Division in Tampa. 


NATIONAL GYPSUM CO.... 
San Antonio district will be head- 
ed by Harry W. Carter, recently 
named manager. Carter joined Na- 
tional Gypsum as sales trainee, 
centering his activities in the San 
Antonio market since 1953. He has 
also served as salesman in Waco, 
Texas, and as assistant district 
manager in San Antonio... Jay 
P. Nicely has been promoted to the 
newly-created position of dealer 
sales manager. In his new post, 
Nicely will direct all lumber and 
building material dealer sales. He 
joined National Gypsum in 1941 
in Knoxville, Tenn., as general line 
salesman. Subsequently, he was 
promoted to rock wool commodity 
manager, assistant Baltimore dis- 
trict sales manager, Washington 
district manager, general commod- 
ity manager, and Midwest divi- 
sion sales manager. 


Carter Talbert 


MASTIC TILE DIV., RUBEROID 
CoO. . . . Promoted to new Mid- 
western assistant sales manager is 
Edgar H. Talbert. He will assist 
Lowell D. Stone, Midwestern sales 
manager, in conjunction with Ken 
Kellogg, assistant sales manager. 
Prior to his promotion, Talbert 
was sales representative. He will 
direct his activities for western 
half of this territory from head- 
quarters at Kansas City, Kansas. 


PROTECTION PRODUCTS MFG. 
CoO. ... Lester I. Winebrenner has 
been appointed technical director 
of this manufacturer of chemical 
wood preservatives and water re- 
pellents, He will direct all re- 
search, produet development, qual- 
ity control, and technical service 
activities of the company. Wine- 
brenner has served the company 
since 1947 in various capacities, 
being laboratory director in charge 
of quality control, product im- 
provement, and research. 

(More MOVING UP on page 96) 
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METALANE wearnerstrir 


WILL INCREASE YOUR SALES OF 


QUALITY wxcow uns 























There are two significant reasons why the majority 
of window and exterior door units bought by home 
builders are equipped with MetaLane weatherstrip: 


First, they are potent selling feature. The 
quality of these precision-assembled units can 
be displayed as evidence to prospective home 
buyers of sound, superior construction and 
greater value 


Second, more durable, efficient weather pro- 
tection provides benefits no home buyer can 
disregard—utmost economy in heating, cool- 
ing and redecoration—more comfortable, uni- 
form temperatures all year—less dirt, dust 
and housework 


You can capture a bigger share of the window and 
door unit business in your market —with less effort 
and more profit—if you sell the QUALITY units 
equipped with MetaLane® weatherstrip. Order 
them from your Sash and Door Jobber. 


MONARCH METAL WEATHERSTRIP CORP. 


6333 ETZEL AVENVE - ST. LOUIS 33, MO. 
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DEALER NEWS 





ARKANSAS 


McGEHEE: Buren Sharpe has been 
elected president of McGehee Cham- 
ber of Commerce for 1960. Sharpe, 
a contractor, is owner of Sharpe 
Building Material Co. here. 


DISTRICT OF COLUMBIA 


WASHINGTON: Realignment of 
three store managers has been an- 
nounced by Hechinger’s, lumber and 
building equipment retailer, follow- 
ing retirement of Frank Blumer, 
manager of chain’s Fall Church 
store. Succeeding Blumer is William 
O. Lane. Robert LaMar replaces 
Lane as manager of the Alexandria 
store. Promoted from assistant man- 
ager of Rockville branch to manager, 
Georgia Ave. store, is William A. 
McGrath Jr. Joseph Miller becomes 
assistant manager of Rockville 
branch. 


FLORIDA 


FORT LAUDERDALE: Gene 
Whiddon, secretary-treasurer of 
Causeway Lumber Co., has been 
named to the national affairs com- 
mittee of the National Retail Lumber 
Dealers Assn. 


JACKSONVILLE: Formal open- 
ing of Home Builders Supply, Inc., 
here, was heid recently. Firm offers 
complete selection of building sup- 
plies. Robert Hawkins is manager; 
E. W. Sweet is president; James W. 
Sweet, sales manager; and Ewell 
Sweet, purchasing agent. Home of- 
fice of Home Builders Supply, Inc., 
is in Winter Haven. 


LAKELAND: V. J. (Vic) Benton 
has been named new manager of 
McGinnes Lumber Co., here. Benton 
has been district lumber salesman 
for a Fort Lauderdale firm for the 
past six years, prior to which he was 
affiliated with similar firm in Jack- 
sonville for about 15 years. 


ST. PETERSBURG: Eighth operat- 
ing unit of Pinellas Lumber Co. re- 
cently opened in Bay Pines area. 
Service yard and retail building ma- 
terial supply store, outlet will carry 
complete line of lumber, roofing 
materials, masonry products, gener- 
al and builders’ hardware, metal 
and wood sash and doors, concrete 
products, and other building mate- 
rial. John W. Booth Jr. has been 


Wrecking Co. has changed its name 
to Cahn-Fowler Lumber & Supply 
Co. 


ALEXANDRIA: Carroll Lumber 
Co., building supply firm serving 
central Louisiana, has expanded and 
remodeled its facilities. 


CHARTERS OF INCORPORA- 
TION: Bolick Distributors, Inc., Bat- 
on Rouge, listing authorized capital 
stock of 5,000 shares no par value; 
Cottonport Lumber Co., Inc., Cot- 
tonport, listing capital stock of $100,- 
000; Lockwood Lumber Co., DeRid- 
der, listing capital stock of $50,000; 
Gantt Nicholson Lumber Co., Inc., 
Opelousas, listing capital stock of 
$400,000; C. A. Reed Lumber Co., 
Inc., Ruston, listing capital stock of 
$500,000; and Slidell Building Sup- 
ply, Inc., Slidell, listing capital stock 
of 50,000 shares no par value. 


MISSISSIPPI 


COLUMBUS: West & Sons had 
its formal opening last year in a 
building with 12,000 sq. ft. floor 
area. In less than year, company 
has expanded into new, enlarged 
quarters, increasing its floor area to 
a total of 22,000 sq. ft. 


JACKSON: North West Lumber 
Co. has changed its name to Weir 
Lumber Co., Inc. There reportedly 
will be no change in policy, person- 
nel or product line. Company has 
appointed O. V. Cotton as its build- 
ing contractor representative. An 
experienced builder, Cotton’s serv- 
ices will be available to all custom- 
ers interested in repairing, remodel- 
ing, or building residential or com- 
mercial property. 


NORTH CAROLINA 


DURHAM: J. H. Coman Jr. has 
been elected executive vice-presi- 
dent of Coman Lumber Co. here. 
Other officers include J. H. Coman, 
president; W. T. Coman, secretary- 
treasurer; and Mrs. Pearle C. Com- 
an, assistant secretary-treasurer ... 
West Durham Lumber Co. has been 
selected as one of the finalists in the 
national Brand Name Retailer-of- 
the Year competition for 1959. Firm 
is one of 29 companies among final- 
ists in building materials dealers 
division selected from thousands of 
dealers enrolled in competition. 


HENDERSON: Alex S. Watkins 
Jr., building supply dealer, has been 
named chairman of Salvation Army 
Advisory Board. 


LINCOLNTON: Gordon L. Good- 
son has been selected “Man of the 
Year” in Lincoln County. Award 
was made on basis of civic and re- 


a 


FIRST CARLO) 9 
Restwatt Gypsuti vo. 
= ind - “uorg fn | 


—— 


A MULTIPLE-FACETED ‘FIRST’ — President John Williams of Williams Bros. Lumber Co., 


Atlanta, Ga., directs mechanical unloading of Atlanta’s first shipment of gypsum building 
products from Bestwall Gypsum Co.'s new $7.5-million plant at Brunswick, Ga. The plant, 
among largest and most modern in Southeast, is under management of Paul Orleman. It is 
expected to see import of some 300,000 tons of gypsum rock, with 250-million square feet of 
gypsum board produced and exported. R. S. French is district sales manager of Brunswick 
office, while K. A. McCaskill is district sales manager of Bestwall Atlanta office. The 
Brunswick plant marks beginning of Bestwall Gypsum Co.’s Atlantic Coast expansion program. 


named outlet manager. 


LOUISIANA 
SHREVEPORT: Caddo House 
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You, too, can make a 
BIGGER BUCK 
in 1960! 


Sell GARDNER’S 
Prepared-For-Profit”’ 
Line of ROOFING, FLOORING 
and 
WATERPROOFING COMPOUNDS 


MORE Distributors sell MORE Dealers 
MORE GARDNER PRODUCTS than any 
other ROOFING COMPOUND LINE IN 
THE ENTIRE SOUTH!.. “Dealers MAKE 
MORE!”’.. explains it best! 


Write for our FREE BOOKLET 
“ALUMINUM ROOF COATING— 
How you can BRIGHTEN your 
sales . . . Reflecting BIGGER 
PROFITS for you.” 


MANUFACTURED BY 


re¥-V dol al-) oe ASPHALT PRODUCTS CO. 


912 RUBY ST., TAMPA, FLORIDA 
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Here is your complete profit line 


‘al at 
... e 


— 


Star-pattern Nu-Wood 
acoustical tile that puts 
stars in buyers’ eyes and 
on their ceilings. Scattered 
stars in gold and gray add 
a sparkling touch, 


Your customers want ceilings that ab- 
sorb sound and yet are attractive. When ~ 
you sell Nu-Wood, you can capitalize 
on this basic need and watch your prof- 
its roll in. 

There are nine different styles of Nu- 
Wood acoustical tile, so you can offer 
builders and homeowners a wide choice 


of decorator patterns and colors as 

CONSTELLATION RANDOM 
: Distinctive yet unobtrusive A Nu-Wood acoustical tile that 
every room in every home. Wood pattern made by pinpoint per- creates an ‘‘at-leisure”’ effect. 
forations. An outstanding Nu- Random drilling of various-size 
Wood acoustical tile. holes gives casual pattern. 


well as special acoustical treatment for 


Conversion Company, First National 
Bank Building, St. Paul 1, Minnesota. 
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acoustical tile 








NEW 


Cube-patterned Nu-Wood ep sassy et Sa ig 
acoustical tile is smart, a ee Ci tr The elegant touch of rich 
modern. Cheerful and bots, eee AS ee yee been — 
charming, especially with aah tk Speen ig the fissured pattern Nu- 
contemporary decor, NEW ae a ; Wood acoustical tile. 
ey foe, Especially smart. 

Bamboo patterned Nu- . 

Wood acoustical tile is 

as warm and glowing as 

friendliness itself. Blends 

with any color scheme, 


Nu-Woeod  Balsam-Wool 


Nu-Wood TILE ae Z Nu-Wood 


NON-ACOUSTICAL TILE 
Nu-Woo 


ACOUSTICAL 


REGULAR TILE DECORATOR STA-LITE® 
Recommend this for hobby A simulated fissure A Nu-Wood non- 
and utility-type rooms. This design gives a ) acoustical tile with 
Nu-Wood acoustical tile has fashion look.Comes plain white surface 
regular pattern of perforations. in gray, be or carefully designed 
gold tones. to prevent glare. 
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THERE |S NO OTHER 
PRODUCT LIKE... 


Golta-lh 


MYLAR* protected flexible vinyl 


DO-IT-YOURSELFERS CAN 
RESURFACE COUNTERS AND 
FURNITURE WITHOUT SPECIAL TOOLS 


Most home owners do not have the tools or 
the know-how to work with hard, brittle, high 
pressure laminates. With flexible Mylar pro- 
tected Bolta-Top they can easily do their own 
resurfacing of worn, cracked, peeled and 
stained counters and furniture. Bolta-Top 
bends around corners, goes up walls and over 
edges. It cements easily . . . cuts with scissors. 
Bolta-Top is virtually stainproof, resists 
scratches and scuffs, won’t shatter or crack, 
withstands heat up to 270°. That’s why... 


Bolta-Top is the perfect marproof surface 


For Furniture 


COMPLETE MERCHANDISING PROFIT PACKAGE 


Bolta-Top is neatly packaged into one smart 
merchandising rack with pockets for sales litera- 
ture and do-it-yourself instructions. Point-of- 
purchase displays, dealer ad mats and a generous 

A PRODUCT OF =z cooperative advertising display make it easy-to- 
sell Bolta-Top. 


*MYLAR—DUPONT’S REG. T. M. FOR ITS SUPER-STRENGTH POLYESTER FILM 


THE GENERAL TIRE & RUBBER COMPANY 


BUILDING MATERIA >; DIV ON AKRON OHIO 
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ligious service outside the line of 
duty. Goodson is president of Seth 
Lumber Co. here and Seth Builders 
Supply, Mount Holly. Seth Lumber 
also operates branch in Gastonia. 


LOUISBURG: Lumber plant blaze 
at Pruitt Lumber Co. here destroyed 
stacked lumber valued at between 
$20,000 to $30,000. Blaze purportedly 
started from shavings burner. 


CHARTERS OF INCORPORA- 
TION: Building Specialties, Inc., 
Conover, $100,000, to begin business 
with $400, by Noah W. McGee, Joe 
E. Rockett, and Joseph E. McGee; 
East Park Co. and Gaston Builders 
Supply Co. merging into Superior 
Properties, Inc., Gastonia; M-W, 
Inc., Statesville, authorized capital 
$100,000, to begin business with $300, 
by Larry G. Moretz, Mrs. Zelda W. 
Wilson, and R. A. Collier Jr.; and 
Newsome’s Lumber and Building 
Supply, Inc., Whiteville, authorized 
capital $100,000, to begin business 
with $300, by Leslie E. Newsome, 
Sybil Newsome, end Clifford New- 
some. 


OKLAHOMA 


MIAMI: Fire caused estimated 
$5,000 to $7,500 damage to Miami 
Lumber Yard here. John Harrelson, 
co-owner, said blaze started in trash 
barrel, destroying most expensive 
lumber stocked and damaging a 
truck. 


CHARTERS OF INCORPORA- 
TION: Collins Lumber Co. and Col- 
lins Hi-Way Lumber Co., Ada, both 
listing capital stock of $125,000, by 
Hiram J. Collins, Ruth Collins, and 
W. T. Blackwell; and Chaffin & Son 
Lumber Co., Inc., Oklahoma City, 
listing capital stock of $15,000, by 
Burney Chaffin, David P. Chaffin Jr., 
and John J. Chaffin. 


SOUTH CAROLINA 


CHARTERS OF INCORPORA- 
TION: Metropolitan Company, Inc., 
Columbia, listing capital stock of 
$24,000, by Michael J. Mungo, presi- 
dent; Sauls Supply Co., Columbia, 
$25,000, by E. D. Sauls, president; 
Fairfax Lumber, Fairfax, $100,000, 
by R. K. Lambeth Sr., president, and 
J. C. Vaughn, secretary-treasurer; 
Tilghman Lumber Co., Sellers, $500,- 
000, by H. L. Tilghman, president, 
and Anne T. Boyce, vice-president; 
and Varina Wholesale Builders Sup- 
ply Co., Timmonsville, $50,000, by 
C. T. Betts, president. 


TENNESSEE 


CLARKSVILLE: Merritt Stave 
and Lumber Co., previously owned 
by Henry C. Merritt, has been pur- 
chased by Charles V. Runyon Jr. 


and Robert E. Thompson. Firm’s 
name will be changed to Merritt 
Building Material Co. Merritt will 
remain a member of board of di- 
rectors. 


MEMPHIS: Fire swept through 
Central Building Supplies, Inc., do- 
ing more than $10,000 damage. Cause 
of fire is not known, but Company 
Manager R. C. Wilson said it appar- 
ently broke out in wood working 
shop on yard’s east end. Besides 
burning wood working shop, blaze 
destroyed lumber, some wood and 
metal window frames, and two old- 
model trucks . . . J. G. Wood, man- 
ager of Hollywood Branch of Crown 
Lumber Co., was recently installed 
as worshipful master of Woodlawn 
Lodge No. 211, Free and Accepted 
Masons. 


TEXAS 


ENNIS: Fred Cook Jr. has been 
named manager of S. P. Bush Lum- 
ber Co. here. He succeeds W. H. 
Huffstetler, who resigned to become 
sales manager for Munn Building 
Supplies. 


HOUSTON: Jack B. Krohn has 
been appointed sales manager of 
Modern Homes Division, State-Wide 
Lumber Co. Krohn became a sales- 
man early this year in Modern 
Homes Division, which specializes 
in erection of dwellings on sites al- 
ready owned by parties desiring to 
build .. . Engraved plaque express- 
ing appreciation of his services as 
president during the past two years 
has been presented to Weldon Walk- 
er on behalf of Retail Lumber Deal- 
ers Assn. of Houston. Presentation 
was made by association’s new pres- 
ident, Bob Stahlman. Walker is one 
of few to have served two successive 
terms as president. He is also vice- 
president of Lumbermen’s Assn. of 
Texas. 


LUBBOCK: New vice-presidents 
of Cicero Smith Lumber Co. are C. 
H. Brown, Howard Buchanan, and 
Floyd Goad of yard here; and R. L. 
Patton from Hollis, Okla., yard. 


PORT ARTHUR: Tyer Lumber 
Co. was destroyed by fire. Damage 
is expected to exceed $100,000. Cause 
of fire has not been determined. 


SAN ANTONIO: C. C. Crouch 
Lumber Co. has moved all its per- 
sonnel and materials to one location 
at 925 Fredericksburg Rd., here. 
Materials are now all under cover. 
Company has own railroad spur, as 
well as a rental department and 
home sales department... In a per- 
sonal partnership affiliation with 
T. V. Bohannan, Gene Bilbrey has 
become part-owner of firm at 3031 
Culebra. He and Bohannan have re- 
cently purchased and are now oper- 
ating as B & B Lumber Co., formerly 
known as University Park Building 
Materials Co, 
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WEST VIRGINIA 


ASHLAND: Gibbs’ Hardware & 
Building Supply Co. was recently 
robbed of an estimated $4,500 in 
cash and checks. 


CHARLESTOWN: L. E. William- 
son has assumed duties as manager 
of Williamson Lumber Co. here. He 
has been asseciated previously with 
Berryville Lumber Co., in Berry- 
ville, Va. 

BLUEFIELD: A. E. Burgess & 
Son, aluminum storm door and 
window dealer, has moved to its 
new location at 2428 Princeton Ave. 





OBITUARIES 





P. D. ARMSTRONG, 59. President 
of Chickamauga Cedar Co., Steven- 
son, Ala. 


G. TOM BAILEY, 71. Owner of lum- 
ber yards in Miami, Allapattah, 
South Miami, Islamorado, and Boca 
Raton, Fla. 


CLARK ALVARADO BUCHNER, 
55. Vice-president of E] Dorado Lum- 
ber Co. of Eldorado, Ark. 


ASBURY CHALMERS (BILLY) 
CANNON, 46. President of C. L. 
Cannon and Sons, Inc., in Spartan- 
burg, S. C. 


DUDLEY COCKRUM, 69. Veteran 
lumber company operator and presi- 
dent, Broadway Mfg. Co., Knox- 
ville, Tenn. 


STEPHEN COOK, 54. Vice-president 
of Cook & Nichol Building Supplies, 
Inc., Memphis, Tenn. 


Z. W. FOWLER, 56. Sales Manager 
for Kaffie Lumber Co. of Corpus 
Christi, Texas. 


H. H. HUNTER, 67. President and 
manager of Whitmore Lumber Co. 
in Charlestown, W. Va. 


ERNEST G. JOHNSON, 71. Associ- 
ated with lumber industry in Scotts- 
ville, Kentucky. 


HARRY E. KLINE, 85. President of 
Louisville Veneer Mills and former 
director of National Hardwood Lum- 
ber Assn. and director of Fine Hard- 
wood Assn., Louisville, Ky. 


EARL PALMER, 53. Partner in 
Waynesburg Lumber Company, 
Waynesburg, Ky. 

CHARLES RANKIN, 28. Co-owner 
of Rankin Bros. Plywood Co. in Gas- 
tonia, N. C. 


EARL R. WICKS, 90. Retired presi- 
dent of Vaughn Lumber Co. of 
Houston, Tex. 





Get a bigger share of the 


All signs point to 1960 as a big year in home remodeling. 


with the all-new And the big Johns-Manville HOME RENEWAL pro- 


gram will make you Headquarters for Home Renewal 
... and sales! 


JOHNS-MA | \V VILLE Homeowners everywhere will be seeing exciting illus- 
trations like this, featuring J-M 7-Star Value Products 
in The Saturday Evening Post, Better Homes & Gardens | 
and Sunset. They’ll see the same products featured on 
| | OME RE! VE WAL the Dave Garroway, NBC-TV “Today” Show. 
we If you haven’t heard all about this BIG Johns-Manville 
program and the tremendous kit of selling aids... 


PROGRAM ACT NOW. See your Johns-Manville Representative 
for full details. 


For more details on above items, use Coupon on Page 101 SOUTHERN BUILDING SUPPLIES for MARCH, 1960 





Nationally-featured, 
this emblem marks 
Johns-Manville 7- 
Star Value Products 
—the same products 
featured by builders 
of the finest new 
homes in America. 





A TESTED TRAFFIC-BUILDER — FIRST IN ITS FIELD! 
As part of the J-M Home Renewal program, you can offer this 
Justus Roe & Sons 50-foot precision steel measuring tape—a certi- 
fied $4.95 value for only $2.00 plus a coupon that customers get 
only at YOUR HOME RENEWAL HEADQUARTERS. Every 
home mechanic can use it—every customer will want one. Watch 
it build traffic for you—traffic that means sales and profits! 


JOHNS-MANVILLE 9M — 


fa 
Wins 
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PRODUCT PARADE 





VENTILATING HOOD 


Kitchen ventilating hood — said 
easily installed in existing homes 
without remodeling or special wir- 
ing — is marketed by Stanthony 
Corp., Dept SBS, 5341 San Fernan- 
do Rd., Los Angeles, Calif. 


Designed especially for use with 
free-standing range, Cosmopolitan 
reportedly eliminates need for cab- 
inets above range, since vent pipe is 
built into hood itself extending all 


' way to ceiling. Equipped with two 





2 


speed twin blower, rated to deliver 
372 CFM at .0” static, 340 CFM at 
.1” static and 231 CFM at .35” static 
resistance. 

Features include removable fil- 
ters; built-in control switches; auto- 
matic shut-off switch; and built-in 
backdraft damper. Is heavy-gauge 
steel, finished with four coats of 
high-baked enamel. Assembled and 
prewired. 

Write Cl on reply card, page 101. 


AUTOMATIC OVEN 


‘ Automatic Master Oven with eye- 


level cooking controls, easy-set au- 


tomatic timer, and focused heat 
broiler is available from General 


Electric, Dept. SBS, Appliance Park, 
Louisville, Ky. 

Oven is 21” wide, 15” high, and 
18” deep. Can be installed in wall 
or in 27” wide cabinet at desired 
height. Comes in four mix-or-match 
colors — petal pink, canary yellow, 
turquoise green and woodtone brown 
— plus white, satin chrome and cop- 
pertone. Four-unit cooktops offered 
with integral pushbuttons or remote 
control panel, manufactured in four 
colors, white and stainless steel. 
Two-unit cooktop available in stain- 
less steel. 

Write C2 on reply card, page 101. 


REVOLVING CORNER SHELF 


Pivot hardware has made revolving 
corner shelves extremely easy to in- 
stall in new or existing cabinets, re- 
ports Washington Steele Products, 
Inc., Dept. SBS, 1940 East 11th St., 
Tacoma, Wash. 

Revolving shelves said to bring 
usually dead corner space to life by 
making storage items easily accessi- 
ble. Template is provided with each 
set of hardware illustrating installa- 


tion of bottom bearing plate. Upper 
pivot is located by using chrome- 
plated post supplied and level. Third 
step is sliding shelves up over post 
and tilting entire unit in place. 

Shelves finished in coppertone, 
coming in 20” and 34” sizes for cor- 
ner shelf units and in 18”, 20”, 24,” 
and 27” for full circle shelf revolv- 
ing units. 

Write C3 on reply card, page 101. 


BUILT-IN CHAR-BROILER 


Large capacity, twin unit version of 
Electramic char-broiler is announc- 
ed by Stanthony Corp., Dept. SBS, 
5341 San Fernando Rd., Los Angeles, 
Calif. 

Stack-on 110/220 volt model fea- 
tures two electramic elements over 


ceramic Cerra-Coals to give out- 
door-flavored char-broiling, in- 
doors, by controlled radiant heat. 
Twin, 110-volt units reportedly may 
be used independently or simultane- 
ously with single or dual, motorized 
rotisserie units mounted lengthwise 
or crosswise over one or both ele- 


ments, Said to handle up to 24 Ibs. 
of meat. 

Mounts on 24” x 24” base. Stain- 
less steel top measures 25” x 24”. 
Grill size is 15” x 20”. One rotisse- 
rie motor and spit supplied with 
char-broiler as standard equipment. 

Write C4 on reply card, page 101. 


ELECTRIC DOUBLE OVEN 


Electric double oven model — said 
completely interchangeable with 
double oven gas built-in — is of- 
fered by Modern Maid, Tennessee 
Stove Works, Dept. SBS, Chattanoo- 
ga 1, Tenn. 

Model fits standard 24” oven cab- 
inet, each oven being 18” wide. Up- 
per oven equipped with roastender 
and triple rotisserie. Is fully auto- 
matic clock controlled oven. Lower 
unit has own broil and bake ele- 
ments. When bake unit is on, broil 


unit is at one-quarter heat, giving 
perfect heat distribution in oven. 
Write C5 on reply card, page 101. 
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Dexter's automatic door tests dependability of Dexter locks 9 


: Deg DEXLOCK 
Dexter’s dependability is proven by continuous testing — y DEXTER 


and even more significantly by the millions of Dexter Life- 


ime locks giving dependable service throughout the world. 
time locks giving depe e service throug the worlc nmsaemm Lote: meds 


his d labili sb 7 ey ee ee ae Dexter Indu Inc. — Grand Rapids, Mich. 
This dependability is made possible by Dexters close i ecieilies ock Conede td. Golt, Ontario. 


attention to proper mechanical design, careful craftsmanship In Mexico: ocks, Plata Elegante, S.A. De C.V. 
Monterrey. De ks are also manufactured in Sydney, 


and quality materials in every Dexter Lifetime lock. Australia and taly 


BUY DEXTER 











FIBERGLASS SKYLIGHTS 


Skylight unit produced from rein- 
forced fiberglass in choice of curb 
mounting or economical self-flash- 


ing models is manufactured by Con- 
solidated General Products, Inc., 
Dept. SBS, 24th and Nicholson Sts., 
Houston 8, Tex. 

Choice of six decorator pasteltone 
colors — yellow, blue, pink, green, 
mist white and semi-clear — said to 
blend sunlight to harmonize with 
interior color scheme. Consolite 
self-flashing models are reportedly 
equally suitable for low-pitched 
roofs or flat roofs. 

Ventilating skylight said to an- 
swer need for space-saving econo- 
my. Powered by built-in squirrel 
cage blower which does not inter- 
fere with light entering through 
low-silhouette fiberglass dome, unit 
is available in choice of style, size 
and color. 

Write C6 on reply card, page 101. 


KITCHEN VENTILATOR HOOD 


Classically-styled ventilating hood 
designed for budget priced kitchen 
is introduced by Trade-Wind Div., 


Robbins & Myers, Inc., Dept. SBS, 
7755 Paramount Blvd., Riviera, 
Calif. 

Named Kent, hood features axial 
flow ventilator with aluminum fil- 
ter. Fabricated of heavy gauge steel 
with baked enamel copper finish for 
long lasting good looks. Two stand- 
ard lengths available — 36” and 42”. 

Hood construction includes pre- 
wiring of ventilator, light and 
switches. Hood top is one piece of 
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metal for protection from grease and 
for easy cleaning. Cut-out for venti- 
lator is located in hood center. Duct- 
ing for ventilator is standard 8” 
round pipe. Transition for convert- 
ing from 8” to 7” duct available as 
well as backdraft damper for 7” 
duct. 

Write C7 on reply card, page 101. 


TOP-BURNER GAS RANGE 


Built-in top-burner gas range is 
introduced by Caloric Appliance 
Corp., Dept. SBS, Jenkintown, Pa. 

Features of unit, called Model 
DR4, styled to combine attractive 
appearance with efficient operation, 
include: countertop controls; color- 


code burners; hinged top; increased 
cabinet space with ample room for 
drawer between top burner and 
storage compartment; easier instal- 
lation, eliminating cut-out for con- 
trols; and thermo-set burners. 
Write C8 on reply card, page 101. 


KITCHEN CABINET LINE 


Reportedly only complete line of 
kitchen cabinets surfaced inside and 
out with high-pressure plastic lami- 
nates has been developed by Neva- 
mar Carefree Kitchens, Inc., Dept. 
SBS, Odenton, Md. 

Claimed virtually stainproof — 
dirt, dust, and grime literally slide 
off. Food stains, grease and oils 
cannot penetrate super-hard, non- 
porous surface. Painting and refin- 
ishing said never necessary. 

Available in seven popular wood 
grains, featuring drawers suspended 
on ball bearing glides with nylon 
rollers, magnetic door catches, con- 
cealed hinges, and adjustable shelv- 
es 


Write C9 on reply card, page 10T. 


MOLDED KITCHEN DRAWERS 


Molded drawers of high impact Lus- 
trex styrene for built-ins and kitch- 
ens are available from Monsanto 
Chemical Co., Plastics Div., Dept. 
SBS, Springfield, Mass. 

Come in six basic sizes: 1644” x 
15%” x 6”; 221%” x 1514” x 6”; 22%” 
x 151%” x 41%”; 344%” x 15%” x 6"; 
20” x 18” x 41%” and 20” x 10” x 6”. 
Features stressed are: drawers will 
not warp or swell in any climate; 
lightweight to glide smoothly and 
quietly; and rounded corners make 
them easy-to-clean. 

Write C10 on reply card, page 101. 


GARBAGE DISPOSAL UNITS 


Four major innovations affecting 
three garbage disposer models and 
their cartons have been announced 
by In-Sink-Erator Mfg. Co., Dept. 
SBS, Racine, Wis. 

Model 27 has been renamed Mark 
Two-Seven. Brightly-colored band 
affixed to Models 17 and 77 and to 
Mark Two-Seven. Redesigned ship- 
ping cartons bear same colors as 
bands on units. 


Apache tan is color used on Mark 
Two-Seven. Plastic band and carton 
for Model 17 are bachelor-button 
blue. Casino green has been chosen 
for Model 77. 

Write Cll on reply card, page 101. 


GREASEPROOF TILE LINE 


Greaseproof asbestos tile for indus- 
trial use — said to withstand grease, 
oils is marketed by Flooring and 
Adhesives Div., Flintkote Co., Dept. 
SBS, 30 Rockefeller Plaza, New 
York, New York. 

Designated as Super Tuff-Tex, 
closely textured surface has been 
designed to make maintenance easy 
and more economical. Higher sur- 
face density reportedly minimizes 
dirt pick up experienced in older 
style tile flooring. Available in eight 
colors in standard size 9” x 9” in %” 
and 3/16” thicknesses. One-fourth 
inch thickness and solid colors a- 
vailable on special order. Purport- 
edly can be used above and below 
grade over wood or concrete. 

Write C12 on reply card, page 101. 
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Kitchen Kompact Cabinets score 
high in a recent survey conducted 
by Kitchen Business regarding 

trends and features most wanted in 


wood kitchen cabinets. 


Check the features shown here! 
You'll see why more dealers (and 


consumers) want Kitchen Kompact. 


Inquire for choice distribution areas still open 


KITCHEN 


KOMPACT 


911 E. 11th St., Jeffersonville, Indiana 
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ELECTRIC RANGE DESIGN 


One-piece built-in electric range, 
combining four surface units and 
oven in single unit, is offered by 
General Electric, Dept. SBS, Appli- 
ance Park, Louisville, Ky. 


High style of Mark 27 said to 
make it appropriate in any kitchen 
setup. Requires only 27 inches of 
wall space, saving up to five square 
feet and about $100 over cost of 
building in separate oven and sur- 
face units. Set into countertop, it 
can be flanked by standard base 
cabinets or custom cabinets. Remote 
control panel includes surface unit 
controls and automatic oven timer. 

Available in four mix-or-match 
colors and white. 

Write C13 on reply card, page 101. 


RUSTIC REDWOOD SIDING 


One and one-half inch rabbet groove 
to give redwood siding reverse board- 
and-batten effect in one piece is 
now featured in Channel redwood 
siding by California Redwood Assn., 
Dept. SBS, 576 Sacramento St., San 
Francisco 11, Calif. 

It is reportedly self-aligning so 
that it can be nailed rapidly and 
easily. Siding can be ordered with 
either smooth planed or saw-textur- 
ed face. 

Saw-textured face said to hold 
finishes twice as long, to be visually 
pleasing, to have extremely good 
natural weathering qualities, and to 
sustain more abuse without visible 
effects. In vertical grain, it serves 
as double inventory with saw-tex- 
tured channel rustic pattern on one 
side and flush or V-joint shiplap on 
other. 

Write C14 on reply card, page 101. 


SLIDING PATIO DOOR 


Sliding patio doors made of Tem- 
par-Glas — heat strengthened glass 
said five to eight times stronger 
than ordinary glass — are introduc- 
ed by Virginia Glass Products Corp., 
Dept. SBS, Martinsville, Va. 

Doors reportedly open and close 
smoothly, easily. Sealed, pregreased 
ball bearing rollers support max- 
imum panel size with 100% safety 
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overload factor. Wheels and jambs 
are adjustable, assuring perfect 
alignment. Latches constructed for 
extra safety when bolted. Weather- 
stripping said not affected by panel 
misalignment or variations in open- 
ing width up to minus one inch and 
beyond plus two inches. 

Write C15 on reply card, page 101. 


NO-DUCT RANGE HOOD 


No-duct range hood — said to elim- 
inate all three cooking problems 
(smoke, grease, and odors) — is 
announced by NuTone, Inc., Dept. 
SBS, Madison & Red Bank Roads, 
Cincinnati 27, Ohio. 

Four-speed fan in Triple-Aire 
hood pulls grease-laden air into 
large aluminum mesh filter directly 
above range. After being freed of 
grease, air passes next through 
special micro-flo filter to remove 
smoke, and then through activated 
charcoal filter to eliminate odors. 


Triple-Aire reportedly combines 
perfected air cleaning with greatest 
range coverage. Extends 21 inches 
from wall completely covering front 
burners. 

Available in 30”, 36” and 42” 
widths in satin anodized aluminum, 
copper anodized aluminum, copper 
enamel, antique copper enamel and 
stainless steel. Attachable to cab- 
inets or wall shelf. Wiring can be 
plug-in or concealed. 

Write C16 on reply card, page 101. 


PLASTIC BUILDING PANELS 


Panels in 19 decorator colors, 21 
configurations and flat, and_ six 
weights to satisfy reportedly wide- 
spread demand are announced by 
Filon Plastics Corp., Dept. SBS, 333 
N. Van Ness Ave., Hawthorne, Calif. 

Line changes include introduction 
of panels in shiplap and 5-V crimp 
shapes in six-ounce-per-square-foot 
weight and broadening of color 
range to provide 19 choices. Come 
in finished weights ranging from 
four to 12 ounces per square foot. 

Shatterproof and weatherproof 
panels, said not to warp, shrink, 
buckle or sag, can be used for patio 
roofs, carports, etc. 

Write C17 on reply card, page 101. 


HOLLOW-CORE PANELING 


Marlite Korelock, rigid hollow-core 
paneling with decorative baked 
plastic surface, is available in six 
Trendwood finishes by Marsh Wall 
Products, Inc., Dept. SBS, Dover, 
Ohio. 

Tongue and grooved woodgrained 
Korelock available only in 2’ x 8’ 
panels. Panels with plain color fin- 
ish may be obtained in 2’ x 4 and 
2’ x 8’ sizes. Each panel combines 
two tempered hardboard sheets and 
interlocking wood core. Panel face 
has permanent Marlite finish, while 
back is sealed, baked. 

Rigid and reportedly self-align- 
ing, Korelock applied directly over 
open framing or furring. Is said va- 
por-balanced for stability. 

Write C18 on reply card, page 101. 


CHAIN DOOR GUARD 


Chain door guard and magnetic door 
stop have been added to hardware 
line of Yale & Towne, Lock and 
Hardware Div., Dept. SBS, Chrysler 
Bldg., New York 17, N. Y. 

Chain door guard has heavily 
brass-plated welded chain, surface 
applied to either wood or metal 
doors. Door stop, designated Magna- 
Stop, said self-aligning and requir- 
ing no adjustments or attention after 
installation. Reportedly ideal for 
use on hinged windows as well as 
doors. 

Write C19 on reply card, page 101. 


GLAMOUR DISPLAY KITCHEN 


Glamorous display kitchen, even if 
space is limited, is possible, reports 
Marsh Wall Products, Inc., Dept. 
SBS, Dover, Ohio. 


Kitchen should feature unusual 
design or new appliances to be at- 
tention-getter. Open hearth, with 
large rotisserie, makes it possible to 
barbecue all year around. Mainte- 
nance is reportedly major selling 
point in kitchen, whose main wall 
around fireplace is covered with 
Marlite Random Plank. Plastic-sur- 
faced hardboard in star pattern used 
in food preparation area to provide 
attractive decor. 

Write C20 on reply card, page 101. 
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BUILT-UP ROOF FASTENER 


Squarehed cap nails — fasteners for 
built-up roofing and applications 
involving paper, felt, canvas or oth- 
er similar materials — are announ- 
ced by Independent Nail & Packing 
Co., Dept. SBS, Bridgewater, Mass. 

Larger bearing surface of head 
said to give firmer fastening with 
fewer nails. Heads won’t curl at 
edges, won’t cut roofing felt or other 
material. Corners are rounded, re- 
portedly no fussing with nails and 
tins. Nails purportedly won’t loosen, 
engineered threads locking with 
wood fibers. 

Write C21 on reply card, page 101. 


ELECTRIC DUCT HEATING 


All electric duct heating system for 
use in residences in connection with 
central air conditioning unit is an- 
nounced by York Div., Borg-War- 
ner Corp., Dept. SBS, York, Pa. 

System consists of electric duct 
heating units installed directly in 
air distribution system using air 
moving equipment of self-contained 
or remote air conditioner for heated 
air distribution. 

In addition to clean, flameless 
heating, product reportedly has 
these other advantages: individual 
room control, low voltage thermo- 
stat system, air circulated and fil- 
tered for maximum comfort and 
health, low duct heat loss with units 
near outlet diffusers, and single 
model for requirements from 530 
BTUH to 8,530 BTUH. 

Write C22 on reply card, page 101. 


THIN GAS GRIDDLE UNIT 


Super thin single griddle top unit 
is announced by Modern Maid, Ten- 
nessee Stove Works, Dept. SBS, 
Chattanooga 1, Tenn. 

Complete unit is only 3” deep, re- 
quiring no front cutout. Unit con- 
tains griddle of 143 sq. in. Griddle 
cover furnished so that space can 
be used as work area when griddle 
is not in use. 

To aid in cleaning, there are no 
exposed bolts in top. Heavy rim 
formed around outside edge so that 
spill-overs do not run onto counter 


top. Thermal-eye available on unit, 
which is interchangeable with simi- 
lar electric drop-in unit. 

Write C23 on reply card, page 101. 


PUSHBUTTON DISHWASHER 


Small, whirling device resembling 
miniature boomerang — said to pro- 
vide extremely efficient washing ac- 
tion in dishwashers — has been de- 
veloped by General Electric, Major 
Appliance Div., Dept. SBS, Appli- 
ance Park, Louisville, Ky. 

Called Power Shower, device is 
located at top of dishwasher. In ac- 
tion, it swirls stream of hot water 
down over dishes. Rotating impeller 
at bottom shoots water up at high 
velocity. Dishes reportedly caught 
in cross fire that produces “top and 
bottom” washing action. 


Power Shower is included in five 
new models for 1960 — three custom 
three-cycle Mobile Maids; and two 
undercounter models, custom Prin- 
cess 24 and custom four-cycle dish- 
washer. 

Write C24 on reply card, page 101. 


ALUMINUM SHUTTER LINE 


Aluminum shutter, said to be only 
shutter on market with all features 
builders and home-owners want, is 
offered by Louver Mfg. Co., Dept. 
SBS, 3601 Wooddale Ave., Minneap- 
olis 16, Minn. 

Called LoManCo beauty-line shut- 
ters, they reportedly have appear- 
ance of wood shutters, plus advan- 
tage of all-aluminum construction. 
Purportedly never rot, warp, crack 
or split. Heavy gauge one piece alu- 
minum slats anchored securely in 
continuous aluminum frame to make 
shutter strong and durable, yet light- 
weight. 

Painted white and assembled. 
Available in full range of 16 sizes 
from 14” x 3514” to 17” x 79%”, fit- 
ting all standard windows. 

Write C25 on reply card, page 101. 
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BUILT-IN DISHWASHER 


One telephone-type dial controls all 
operations of undercounter dish- 
washer manufactured by Whirlpool 


Corp., Dept. SBS, St. Joseph, Mich. 
Fingertip dialing selects any one 
of four different cycles: normal 
cycle for washing and drying heavi- 
ly soiled dishes; short cycle for 
lightly soiled dishes; one for rinsing 
and drying “cupboard-dirty” dishes; 
and one for warming plates. 
Available in white, pink, yellow, 
copper or brushed chrome—plus se- 
lect-a-door trim kits to permit fin- 
ishing of door and service panel 
with material up to %” thick. 
Write C26 on reply card, page 101. 


DEALER SWIM POOL PLAN 


Deferred payment inventory plan — 
to permit dealers to pre-stock in 
preparation for coming season with- 
out tying-up operation capital — is 
offered by Paddock of Texas, Dept. 
SBS, 3727 Atwell, Dallas, Texas. 

Plans, which permit dealers to 
return unsold merchandise or ex- 
change it, will put product in field, 
ready for delivery when spring rush 
orders begin. 

Merchandise inventoried on con- 
signment with payment deferred 
until goods are sold or for ninety- 
day period. 

Write C27 on reply card, page 101. 


ENAMEL GLOSS DEADENER 


Kwik Deglos, product to eliminate 
need for sanding by deadening gloss 
of enamel and varnished surfaces to 
be refinished, is manufactured by 
Chemical Products Co., Inc., Dept. 
SBS, Aberdeen, Md. 

Deglos said to create tack on old 
surface so that bond is formed be- 
teen old and new finish. New finish 
then spreads evenly, holding fast to 
surface. Packaged in gallons, pints, 
quarts, and half-pints, it is uncon- 
ditionally guaranteed. 

Write C28 on reply card, page 101. 
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a REFRIGERATOR PANELS 


Changeable door panels for 1960 re- 
frigerator-freezers to offer new dec- 
orating possibilities have been de- 
veloped by General Electric, Dept. 
SBS, Major Appliance Div., Appli- 
ance Park, Louisville, Ky. 


Changing door panels blends or 
matches refrigerator with rest of 
kitchen. Available in four mix-or- 
match colors—turquoise green, cana- 
ry yellow, woodtone brown, and 
petal pink—as well as brushed alu- 
minum, coppertone, and simulated 
wood grain. 

Write C29 on reply card, page 101. 


ALUMINUM BUILDING PANEL 


Enamel-coated aluminum building 
panels, reportedly adaptable to al- 
most limitless number of uses on 
residential, farm, and light mercan- 
tile structures, are introduced by 
Aluminum Co. of America, Dept. 
SBS, 722 Alcoa Bldg., Pittsburgh 19, 
Pa. 

Called Alcoa colorib panels, build- 
ing components available in seven 
baked-on colors, featuring trape- 
zoidal corrugations and diamond 




















embossed finish. Formed from roll- 
er-coated enameled sheet, panels 
said ideal for farm buildings, boat 
houses, carports, patio coverings, 
etc. Lightweight (35 lbs. per 100 sq. 
ft.), they are corrosion-resistant and 
said not to chip, crack, flake, peel or 


f blister. 


Offered in standard 8’, 10’, and 12’ 
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lengths, panels have width of 50%” 
providing 48” of coverage after 
overlapping. 

Write C30 on reply card, page 101. 


DUCT-FREE HOOD 


Sixty-series duct-free hood — said 
to provide excellent filtering per- 
formance in applications where ex- 
haust type ventilation is impractical 
— is marketed by Fasco Industries, 
Inc., Dept. SBS, 255 N. Union St., 
Rochester 2, N. Y. 

Featuring slim-trim styling (only 
7%” high), compact series reported- 
ly complements progressive lines of 
today’s major kitchen appliances. 
Unique scientifically designed air 
flow purportedly passes air over ac- 


tivated charcoal filter at right 
rate for maximum odor absorption. 
Fresh, clean air discharged up and 
away from face and cabinets. Ideal 
for apartments or interior walls far 
from exterior outlets. 

Available in three standard lengths 
of 30”, 36”, 42”. Two smart fin- 
ishes — N-Copper and SC-Satin 
Chrome. 

Write C31 on reply card, page 101. 


ELECTRIC CURRENT PROBE 


All-purpose, one-hand operated test- 
er — to test any current source by 
direct contact — is offered by Hahn 
Co., Dept. SBS, 2311 Fox Hill Dr., 
Los Angeles 64, Calif. 

Said to be safe, sure, instant way 
to prevent shock. If outlet, appli- 
ance, switch, spark plug, ignition 
coil is “live,” tester purportedly 
lights up. Indicates which side of 


(% 


vy) 


outlet is “live,” which is ground- 
ed. Tests from 110 to 550 volts, AC 
or DC. 

Write C32 on reply card, page 101. 


PRE-FORMED RIB SIDING 


Sunline siding with pre-formed ribs 
at 8” intervals is available from Ma- 
sonite Corp., Dept. SBS, 111 West 
Washington, Chicago, III. 
Four-foot-wide panels with 8” rib 


spacing in lengths of 8’, 9’, and 10’ 
are being produced. All panels are 
5/16” thick, with %” thickness at 
ribs, raising them 3/16” above board 
surface. Each rib is 2” wide. 
Completely hidden joints fall ad- 
jacent to ribs and shiplap to pro- 
vide weather-tight joint. Inside rib 
corners have small fillet, while out- 
side corners are slightly rounded. 
Siding reportedly may be applied 
directly to studs on 24” centers, 
and vertically or horizontally over 
sheathing or directly to open studs. 
Write C33 on reply card, page 101. 


STRIATED CLAPBOARD 


Ceramo striated clapboard has been 
developed by Philip Carey Mfg. Co., 
Dept. SBS, 320 S. Wayne Ave., 
Lockland, Cincinnati 15, Ohio. 


Striated clapboard available in 
white and three home-styled colors 
— colonial yellow, birch gray, and 
sage green. Ceramic finish is baked 
on to assure freedom from costly 
maintenance. Said to be easily wash- 
ed with household detergents as 
well as being fire-, termite-, and 
rot-resistant. 

Weighs approximately 186 lbs. per 
square, siding is 9 1/3” by 48” with 
exposure of 8 1/3”. Numbers 36 
pieces per square. 

Write C34 on reply card, page 101. 
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Pace-setting PREWAY Bilt-In Appliances 


bring the Yook of luxury to kitchens 
the opportunity of better sales to you 


@ Only Preway can provide what you see above — THE 
LOOK OF LUXURY customed elegance without 


the customed cost. 


Here is a line that puts a housewife into action, a products 
merchandiser into selling, and a profit into business . . . for 
nobody can put you into money-making kitchens today as 
Preway Bilt-Ins can. These are strong, but proven, words. 


@ Only Preway has the full line that includes both fuels — 
gas and electric. 


Only Preway has a complete line — ovens, surface units, 
ventilating and duct-free range hoods, refrigerator- 
freezer, automatic dishwasher... and all of these Bilt-Ins 
are feature packed. 


Only Preway has all five appliances coordinated in de- 
sign and matched in decorator colors. 


INC. | Established 1917 


Member of Brand Names Foundation 





Think what all of these advantages can mean to you, 
think how they will win re contractor accounts, more 
sales to homemakers if you are merchandising direct. Hun- 
dreds of dealers everywhere already know about Preway 
profits. Full details are yours for the asking with full-color 
specification bulletins. In interest of saving time, and 
your convenience, please address your inquiry to the south- 


ern regional office. 


Southern Regional Office 
3121 Maple Drive, N. E. 
Atlanta, Georgia 
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SANDWICH PANELS 


Sandwich building panels with cores 
of expanded Dylite polystyrene are 
now in commercial production by 


Plastics Div., Koppers Co., Inc., 
| Dept. SBS, Koppers Bldg., Pitts- 
i burgh 19, Pa. 

Dylite expandable polystyrene 
used for sandwich panel core. Build- 
ing materials used for exterior-in- 
terior facings, or “skins,” bonded to 
foam core for complete panel. In 
addition to strength and lightweight, 
which make for construction ease, 
panels said to have high moisture 
resistance and provide superior in- 
sulation against heat, cold. 

Write C35 on reply card, page 101. 


AIR-FRESH FILTER VENT 


| Ductless kitchen ventilation — com- 

bining all features of standard ven- 
tilating hoods with convenience of 
no-duct installation — is possible 
with use of air-fresh filter-vent 
conversion kit developed by Stan- 
thony Corp., Dept. SBS, 5431 San 
Fernando Rd:, Los Angeles, Calif. 


~ 


Unit designed to fit all ventilating 
hoods in line, attachable to top of 
hood as integral part of ventilating 
unit or above regular hood with fil- 
ter-vent placed in soffit above hood 
area. 

Blowers and filters of standard 


’ ; : ventilating hood combined with two 


additional filters in filter-vent it- 
| self. One filter is heavy-duty grease 
and smoke trap, while other is acti- 
vated charcoal filter to deodorize 
and trap smoke and grease not cap- 
tured by preceding filter system. 
Write C36 on reply card, page 101. 


BI-FOLD DOOR HARDWARE 
Bi-folding door hardware for clos- 


et openings is offered by Stan- 
ley Hardware Div., Stanley Works, 
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Dept. SBS-PD, 195 Lake Street, New 
Britain, Conn. 

Surfaset surface mounted bi-fold 
door hardware said to allow doors 
to completely cover open archway 
when doors are in closed position. 
When doors are opened, they fold 
back, flat against wall, leaving entire 
closet archway clear of all doors 
with easy access to interior. Hard- 
ware purportedly may be used on 
any height door. 


Two hardware sets available—one 
for doors %” to one inch thick, other 
for doors one inch to 1 %” thick. 
Decorative wooden pull packed with 
set. 

Write C37 on reply card, page 101. 


CLOSET FRONT ASSEMBLY 


Precision deluxe “20-minute” closet 
front assembly coming completely 
assembled with jambs and header— 
braced and ready to set—is offered 
by Precision Parts Corp., Dept. SBS, 
400 N. First St., Nashville, Tenn. 
Reportedly can be installed in 20 
minutes by driving four nails through 
factory-attached cleats, plumbing 
front, wedging and nailing jambs to 
studs and removing factory braces. 
Features top folding doors for ad- 
ditional storage space and easy ac- 
cess to closet area. Design spring- 


loaded pivot brackets purportedly 
eliminate gaps between doors. 
Available in eight sizes in birch, 
Lauan, and paint grade veneer. 
Overall height including header, 
7’9”. 
Write C38 on reply card, page 101. 


BASEMENT WINDOW 


Basement windows — also usable 
in bathrooms, bedrooms, kitchens, 
and attics — are announced by Reg- 
al Products Corp., Dept. SBS, 6720 
Allentown Blvd., Harrisburg, Pa. 
Individually cartoned jalousie 
units reportedly sell at price of or- 
dinary basement windows. Carton 
contains fully weatherstripped, as- 
sembled window with heavy-duty 
glass louvers, aluminum screen in- 
sert, automatic control operator, plus 
all necessary hardware. Manufac- 
turer states windows are completely 


draft-free, rust-, corrosion-, and rot- 
resistant. Never needs painting. 
Write C39 on reply card, page 101. 


WINDOW HARDWARE 


Hardware and weatherstrip for line 
of windows, including Lee-Bow win- 
dow, are introduced by Lee Millwork 
Corp., Dept. SBS, P. O. Box 506, Fair 
Lawn, N. J. 

Specially designed push bar is an- 
odized in gold for durability and 
attractiveness. Hinges heavily plated 
with zine “Perma-Brite” finish. De- 
tachable swivel arm allows easy re- 
moval and cleaning of windows. 
Positive seal is assured with use of 
plastic weatherstrip. 

Write C40 on reply card, page 101. 


ECONOMY RANGE HOOD 


Range hood series 5400 is marketed 
by Leigh Bldg. Products Div., Air 
Control Products, Inc., Dept. SBS, 
Coopersville, Mich. 

Finish is coppertone, baked-on in 
infra-red ovens. Reportedly has no 
rough flanges or sharp corners to 


catch dirt and grease. Comes in 30” 
on 5430, 36” on 5436, and 42” on 5442. 
Write C41 on reply card, page 101. 
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Santiam’s New Plywood Grade Stamp 


Guarantees Consistent Quality 


gineering Co., Washes 
ae " | Testing Agency. The 
SAN | iA dhs Teco Grade Stamp means that plywood carryi! iis stamp has under- 
a ; gone production line inspection and testing by a technician employed by 

Timber Engineering Co. What this means to you is that this technician is 

LU a 5 & ie C0 on duty every day watching and checking every step of the manufacturing 
Be process. He knows what goes between the two outer plys—the core ma- 

Sweet Home, Oregon terial, the kind and type of glue, patching, in fact the whole operation from 
Phone EMpire 7-2121, TWX 315-U log to finished product. Only when plywood meets Teco’s rigid require 
ments is it given the Teco grade stamp of approval. This is your guarantee 
ofaconsistent supply of superior quality plywood n you insist on TECO, 


The Teco Grade Stamp is backed by the Timber | 
ington, D.C. It is an independent FHA-Accredit 


For more details on above items, use Coupon on Page 101 
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CHAR-BROILER CART 


Electramic char-broiler, consisting of 
58-D char-broiler mounted in red- 
wood patio cart, is available from 
Stanthony Corp., Dept. SBS, 5341 
San Fernando Rd., Los Angeles, 
Calif. 

Mobile unit char-broils meats and 
poultry with controlled radiant heat 
from underneath. Electramic ele- 
ment above bed of ceramic Cerra- 
coals said to produce true outdoor 
flavor—without charcoal. 

Appliance has continuous temper- 
ature control, and tilting grill mech- 
anism with crank adjustment for 
efficient grease run-off and flare-up 


control. Reflector and grill lift out 
for washing and drip pan slides out 
for easy emptying. Baked enamel 
top is 20%” x 16” and grill size is 
11%” x 15%”. 

Write C42 on reply card, page 101. 


PREFINISHED MOLDING 


Prefinished molding to match any 
wood paneling is now manufactured 
by Welsh Plywood Corp., Dept. SBS, 
1218 N. Hollywood, Memphis, Tenn. 

PlyWelsh prefinished molding 
available in eight finishes and ten 
basic patterns. Wide range of color 
and style said to make it possible to 
match molding with any type of 
wood paneling, prefinished or un- 
finished. 

Installation itself reportedly sim- 
ply amounts to choosing proper fin- 
ish and pattern, measuring, cutting 
to length, and nailing in place. 

Write C43 on reply card, page 101. 


NO-MORTISE DOOR HINGE 


Home owners reportedly can save 
time and labor when _ installing 
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doors by using heavy-duty No- 
Mortise Fastinge by Edward Leeds 
& Co., Dept. SBS, 413 Eagle Ave., 
Lakeview, L. I., New York. 

With no-mortise hinge manufac- 
turer claims danger of error is elim- 
inated. Heavy-duty hinge, 14-gauge 
prime steel, features five-knuckle 
loose-pin construction, with single- 
button type pin. Reversible, they 
purportedly have full 180° swing. 
Four sizes, to cover needs from cup- 
board and cabinet doors to screen 
and heavy house-entrance doors, 
available. 

Write C44 on reply card, page 101. 


ALUMINUM BUILDING 


Aluminum buildings — which re- 
portedly can be erected in one hour 
— have been developed by Magic 
Industries, Dept. SBS, 2855 S. Holt 
Rd., Indianapolis, Ind. 

Aluminum said to allow buildings 
to be maintenance-free, lightweight 
and portable, 12’ x 20’ basic unit 
weighing only 650 lbs. Panels pur- 
portedly slide and lock in place with 
simple fasteners, requiring no nuts, 
bolts or screws. Ladder, pliers and 
square level are only tools needed. 
Unit usable in variety of ways — 
tool storage, carport, boat house, etc. 


Come in standard widths of 12, 16, 
and 24 feet with heights of 7 and 
12 feet. Expandable lengths avail- 
able in 4-foot sections. Total erec- 
tion time is stated to be 60 minutes; 
dismantling, 30 minutes. 

Write C45 on reply card, page 101. 


RADIAL DRILL PRESS 


Radial drill press — reportedly do- 
ing job easier and better and pre- 
viously available only in industrial 
models — is introduced by Delta 
Power Tool Div., Rockwell Mfg. Co., 
Dept. SBS, 465 N. Lexington Ave., 
Pittsburgh 8, Pa. 

Large capacity, adaptability to all 
types of drilling, and versatility are 
major advantages claimed for tool. 
Drill head, mounted on horizontal 
ram, can be moved outward to reach 
32” panel center. Head tilts so that 
drilling can be done at any angle, 
swiveling on supporting column so 
that drill bit instead of work is 


positioned. Purportedly can sand, 
shape, and rout. Four speeds 700, 
1250, 2400 and 4700 rpm — available. 

Write C46 on reply card, page 101. 


STRIPED LINEN VINYL 


Latest Bolta-Wall tile pattern, 
three-dimensional Striped Linen, is 


announced by General Tire & Rub- 
ber Co., Building Materials Div., 
Dept. SBS, Englewood Ave., Akron 
9, Ohio. 

Available in eight colors, Striped 
Linen manufactured from _ tough, 
wear-resistant vinyl. The 8” x 8” 
tiles reportedly bend easily on cor- 
ners and curves. Said applicable to 
virtually any wall surface. Custom 
wall effect created for every interi- 
or — tile purportedly ideal for eith- 
er do-it-yourselfer or contractor ap- 
plication. 

Write C47 on reply card, page 101. 
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PREFAB STORAGE RACKS 


Material storage rack that comes in 
prefabricated form — affording sav- 
ings in space and reducing loss from 
damage in warehousing of lumber, 
sheeting, and many other building 
materials—has been developed by 
Storage Products Corp., Dept. SBS, 
4418 Oakton St., Skokie, III. 


Materials reportedly may be stack- 
ed three and four tiers high on 
speedrack, greatly increasing capac- 
ity of valuable warehouse space. 
Materials stored on any tier purport- 
edly may be loaded and unloaded 
without disturbing materials stored 
above or below. Protects lower tiers 
of stock from weight of stock stored 
above. All elements of rack con- 
structed from rolled steel and fin- 
ished in baked enamel. 

Write C48 on reply card, page 101. 


WASTEBASKET RACK 


Disappearing wastebasket rack is 
introduced by Knape & Vogt Mfg. 
Co., Dept. SBS, 658 Richmond, N. W., 
Grand Rapids, Mich. 

Wastebasket rack can be installed 
easily and quickly with four screws 
to underside of cabinet or cupboard 
shelf. Rack glides smoothly on ball 


bearing carrier so that it is always 
within easy reach, but conveniently 
out of sight. 

Measures 20” closed, 8” wide. Bas- 
ket retaining hoop measures 744” by 
11%” inside, holding standard size 
polyethylene wastebaskets. Bright 
chrome finish rack is packed one to 
carton, including screws. 

Write C49 on reply card, page 101. 


PORTABLE JIG SAW 
Portable jig saw with rip guide 


attachment is offered by SpeedWay 
Div., Thor Power Tool Co., Dept. 
SBS, LaGrange Park, II. 

Development said to enable port- 
able Model 442 jig saw to make 
long, straight rip cuts while doing 
job of hand or power saw in wood 
up to 2” thick. Rip guide has circle- 
cutting provision to assure perfect 
circular cuts with jig saw. 

Jig saw powered by 3.l-amp uni- 
versal series-wound motor that at- 
tains speed of 3,400 strokes per min- 
ute. Saw equipped with top-grip 
handle, usable as keyhole, rip, hack, 
scroll, crosscut, or coping saw. Has 
4%” cutting capacity in steel, 4” 
in aluminum, and can be used for 
working with other metals, plastics, 
and wood. 


Rip guide can be tilted to 45° eith- 
er side of line of cut. Saw has push- 
through, positive slide switch, 10’ 
three-conductor lead cord and adap- 
tor. 

Write C50 on reply card, page 101. 


ROCK HARD WATER PUTTY 


Rock Hard Water Putty, a modern 
plastic powder, is said to make last- 
ing repairs on tile, wood, or plaster 
and not to shrink. It is a product of 
the Donald Durham Co., Dept. SBS, 
Box 804-0, Des Moines, Iowa, now 
in its 25th year of production. 

Rock Hard Water Putty, described 
as that which covers up nature’s 
mistakes as well as the woodwork- 
er’s, reportedly handles with ease 
and finishes with a velvet-smooth- 
ness. 

Write C51 on reply card, page 101. 


CARVED REDWOOD SHELF 


Line of carved redwood, ready-to- 
paint shelves is introduced by 
Woodart Products Corp., Dept. SBS, 
261 Fifth Ave., New York, N. Y. 

Line features clear redwood con- 
struction accented by detailed carv- 
ing on both shelves and vertical 
supports. Units available in 24” to 
72” widths, measuring 7%” deep, 
%” thick. Units shipped knocked- 
down, complete with brackets, sup- 
ports, and mollie screws. 

Write C52 on reply card, page 101. 


PINE PANELING TRIM 


Different uses for standard lumber 
items are shown in below entrance- 
way, utilizing products by Southern 
Pine Assn., Dept. SBS, National 
Bank of Commerce Bldg., P. O. Box 
1170, New Orleans 4, La. 


Siding, left, panels interior walls. 
Exposed studs frame door, glass 
panels. Structural Southern Pine, at 
top, provides light trough, while 
items of wood trim, wood block 
flooring, complete setting without 
need for artificial adornment. 

Write C53 on reply card, page 101. 


NON-ELECTRIC CHIME 


Viewer door chime is introduced by 
NuTone, Inc., Dept. SBS, Madison 
& Red Bank Roads, Cincinnati 27, 
Ohio. 

Wide-angle, optical-type lens said 
to permit check of entire doorway 
area without being seen. Reportedly 


impossible for caller to see through 
viewer from outside. Pre-vue chime 
is non-electric; no wiring necessary. 
Outside plate is gold anodized alu- 
minum with space for name and 
apartment number. 

Unit mounted inside door avail- 
able in oyster white or walnut 
finishes. Touch of black pushbutton 
sounds two chime notes. 

Write C54 on reply card, page 101. 
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SLIDING WOOD SHADE 


Veni-Flex folding door, which opens 
and closes like vertical drapery on 
nylon wheels on overhead track, is 
marketed by Consolidated General 
Products, Inc., Dept. SBS, 24th and 
Nicholson Sts., Houston 8, Tex. 


Unlike conventional hinged doors 
which require wall and floor space 
to be opened, Veni-Flex reportedly 
folds neatly against side of opening. 
Closes securely with recessed mag- 
netic lock. 

Constructed of top-grade basswood 
slats woven with heavy seine twine 
and equipped with heavy-duty 
hardware. Available in choice of 
modern decorator colors or natural 
finish. 

Write C55 on reply card, page 101. 


RABBET PLANE 


Duplex rabbet plane and _ fillester, 
the RP-8, has been introduced by 
Great Neck Saw Mfgrs., Inc., Dept. 
SBS, Mineola, N. Y. 

RP-8, has two cutter seats: one 
for regular work; the other for bull- 
nose work. Adjustable fence which 
can be used on either side of plane 
regulates width of cut. Depth gauge 
also is included to regulate depth. 

Rabbet plane can cut with or 
across grain. Blade is made of 
special chrome alloy tool steel. 
Handle and body are cast in one 
piece. The body is black Japan 
finished and parts are plated 


) against rust. Overall length is 8%”; 


cutter is 1%”. 
Write C56 on reply card, page 101. 


EPOXY ADHESIVES 


Fix’n Patch, super-strength epoxy 
adhesive used in aircraft, automo- 
tive and missile construction, is now 
available from Specialty Plastics 
Co., Epoxy Div., Dept. SBS, 4010 
Glengyle Ave., Baltimore 15, Md. 
Packaged in two self-measuring 
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tubes. Proper mixing proportions ob- 
tained by merely dispensing equal 
length beads of material from each 
tube. For permanent repairs, Fix’n 
Patch is reportedly waterproof, gas- 
oline proof, non-flammable and re- 
sistant to chemical attack. Off-white 
in color, it purportedly can be print- 
ed, drilled and sanded, bonding to 
metal, glass, wood, rubber, ceramics, 
plastic and fabric. Two sizes avail- 
able. 

Write C57 on reply card, page 101. 


VERSATILE BELT SANDERS 


Two versatile all-new belt sanders 
to round out line of professional 
quality portable electric tools has 
been added by Millers Falls Co., 
Dept. SBS, Greenfield, Mass. 
Advanced new features claimed 
include MF drive mechanism to 
eliminate drive wheel wobble; long 


life ball and needle bearing con- 
struction; slip-proof timing belt to 
insure efficient trouble-free opera- 
tion; fine-thread tracking adjust- 
ment and quick, lever action belt 
changer; anti-gouge back rest, con- 
tour-grip handles and out-of-way 
cord location. Said compact, light- 
weight and perfectly balanced, they 
reportedly are easy to use in any 
position — horizontal, vertical or 
overhead. 

Write C58 on reply card, page 101. 


MASONRY LEAK REPAIR 


Waterproof Hydro-Plug — reported- 
ly stopping leaks in masonry walls 
or floors immediately — is offered 
by Camp Co., Dept. SBS, 9300 S. 
Sangamon St., Chicago 20, Il. 

Easy to use — no need to chip or 
chisel. Purportedly begins to set as 
soon as mixed, approximately three 
minutes. Simply form cone-shaped 
plug of mixed material, ramming it 
into hole. Hold in place for about 
five minutes. Applied with putty 
knife or trowel and even paint 
brush, when mixed to brushing con- 
sistency. 

Write C59 on reply card, page 101. 


METAL CUTTING FILES 


Addition of American pattern and 
milled curved-tooth files to Star 
brand line of quality metal cutting 
tools is announced by Clemson Bros., 
Inc., Dept. SBS, Middletown, N. Y. 

Each file is said precision-cut, 
scientifically heat-treated, and in- 
dividually checked and tested. Amer- 
ican pattern files used for lathe 
filing and saw sharpening. Available 
for cleaning rough castings and cut- 
ting hard metals, as well as soft 
materials such as _ lead, babbitt, 
aluminum, brass and wood. 

Write C60 on reply card, page 101. 


POWER TOOL LINE 


Power tool group, called Snap/Lock 
line, is announced by Skil Corp., 
Dept. SBS, 5033 Elston Ave., Chicago 
30, Ill. 

One-fourth-inch drill that serves 
as power unit for these tools pur- 
portedly can be snapped off one and 
onto another in three seconds with 
simple twist of wrist. Four Snap/Lock 
tools have been announced initially 
— 5” saw, jigsaw, orbital sander, and 
hedge trimmer. 

Self-demonstrating permanent dis- 
play available free to dealers who 
purchase one each. 

Write C61 on reply card, page 101. 


FOLDING DOOR 


Pantograph folding door is announc- 
ed by Curtition Corp., Dept. SBS, 
Hawthorne, Calif. 

Pantograph door is especially de- 
signed for churches, schools, offices, 
banquet rooms, restaurants, and re- 
sidential use where rigidity and less 
sway is desirable. 

Benefits stressed by manufacturer 
are smoother, quieter operation; 
self-lubricating nylon wheels; anti- 
chatter I Beam aluminum track; 


super-strength channel hinge; pan- 
tograph frame construction for 
greater rigidity; fabric covering snap 
locked to steel frame; and laminated 
nylon tape heat sealed to covering 
to eliminate puckering and wrink- 
les. 

Write C62 on reply card, page 101. 
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CABINET HARDWARE 


Nine cabinet hardware assortments 
have been created for distribution 
to lumber and hardware dealers. 
Cabinet catch and continuous hinge 
groupings have been assembled to 
augment complete line. 


Cabinet hardware display boards 
available free, measuring 11” x 14” 
in size, with exception of period dis- 
play board which is 11” x 17”. Vari- 
ed colors, shapes, and wood finishes 
said to enhance boards’ drawing 
power. 

Six assortments available in both 
select-a-pak and contract-pak pack- 
aging. Others furnished in select-a- 
pak only. 

Contact: Medalist Hardware Div., 
National Lock Co., Dept. SBS, Rock- 
ford, Ill. 


SALES AID PACKAGE 


Package of sales aids — including 
displays, folders, brochures and ad 
reprints — available for line of Roy- 
alcote cherry panels. Die-cut display 
frame designed for use on 15%” x 
16” samples, supported by wire 
holder. Pressure-sensitized backing 


reportedly enables dealers to quick- 
ly attach attractive frames to samp- 


les, larger display panels or walls 
in model homes. 

Another die-cut display may be 
used on counter, floor, window or 
wall. Designed so 5” x 7” samples of 
natura, frosted and colonial cherry 
panels can be slipped easily into die- 
cut openings, display has cardboard 
easel for support. 

Contact: Masonite Corp., Dept. 
SBS, 111 W. Washington, Chicago 
90, Ill. 


POLYETHYLENE RACK 


Self-service display rack, complete 
with Durethene products including 
drop cloths, dust-covers and tarpau- 
lins, is offered as merchandising aid 
to retailers. 

Red, white and black display 
racks unfold for setting up. Stands 
said to require only two square feet 
of floor space, being 42%” high. Sign 
topping it illustrates variety of uses 
for versatile polyethylene film. 

Completely self-service, rack re- 
portedly make it easy for customer 
to select size, color and gauge of 


ii n=] Plastic 


plastic needed for specific purposes. 
This eliminates cutting, folding and 
packaging. 

Contact: Plastics Div., Koppers 
Co. Inc., Dept. SBS, Koppers Bldg., 
Pittsburg 19, Pa. 


WOOD PUTTY PENCIL UNIT 


Permanent plastic counter display 
for promoting Woodblend putty pen- 
cils reportedly occupies less than 
one square foot of space when fully 
loaded. Holds 72 pencils in 12 as- 
sorted shades. 

Twelve colors in display said to 
fill nail and screw holes and remedy 
defects, deep scratches and small 
cracks in any shade wood after finish 
has been applied. Beveled at both 
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easy use, they provide non- 
staining filler that purportedly will 
not shrink, crack or dry out. 

Offered free to all dealers who 
order No. 150 Woodblend assortment 
of six dozen assorted putty pencils. 

Contact: Magic Iron Cement Co., 
Co., In Dept. SBS, 5403 Bower 
Ave., Cleveland 27, Ohio. 


ends for 


VINYL FLOOR PACKAGE 


Mercha 
vinyl fl 
faster i 
strong Cork 

Package has two eight-page book- 
lets designed for home builders. First 
contains comprehensive  specifica- 
tions and data on all types of vinyl 
flooring, along with price informa- 
tion and full-color illustrations. 

Second booklet describes how to 
select 1 merchandise vinyl floors 
in new homes. Also illustrates spe- 
cial merchandising assistance to 
home builder through retailers and 
contract 

Contact: Armstrong Cork Com- 
pany, Dept. SBS, Lancaster, Pa. 


lising package showing how 
ors can be used to sell homes 


VENTILATING FAN DISPLAY 


Portable 
chand 


operating display mer- 
s No. 5508 ceiling-type ven- 
tilating fan. Display is known as 
V-5, featuring easy-carry chrome 
handle, maroon and turquoise wood 
overall dimensions — 

19” wide, 8” deep. 
1id lightweight, too — ideal 
salesmen or on counter- 


‘ompletely wired for quick, 4 


1emonstration. 


Contact: Leigh Building Products 
Div., Air Control Products, Inc., 
Dept. SBS, Coopersville, Mich. 
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Sell the modern beauty of block!—and Dur-o-wal to make it 


more than twice as strong! 


When reinforced every second 
course with Standard Dur-o-wal, 
the flexural strength of a masonry 
wall increases 71 per cent—com- 
parable to other types of rein- 
forcement used every course. But 
Dur-o-wal can do even better. 
When Extra Heavy Dur-o-wal is 
used every course with Class A 
mortar, flexural strength increases 
a mighty 261 per cent! 

Those are solid facts—facts you 


can use to sell a load of Dur-o-wal 
with every load of block, for im- 
portant extra earnings. 

Builders everywhere are turn- 
ing to Dur-o-wal’s trussed design, 
butt-welded construction, scien- 
tifically deformed rods, to give 


good-looking modern masonry 
extra years of life. Wherever 
you’re located, Dur-o-wal means 
business! Tell your customers to 
see us in Sweet’s Catalog. 


DuR-O-waL 
Masonry Wall Reinforcement and Rapid Control Joint 


RIGID BACKBONE OF STEEL FOR EVERY MASONRY WALL 


Dur-O-waL Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., Inc., Box 628, 
SYRACUSE, N.Y. Dur-O-walL Div., Frontier Mfg. Co., Box 49, PHOENIX, ARIZ. Dur-O-wal Prod., 
Inc., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal of Iil., 119 N. River St., AURORA, ILL. 
Dur-O-waL Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal of Colorado, 29th and 
Court St., PUEBLO, COLO. Dur-O-wal Inc., 165 Utah Street, TOLEDO, OHIO 


Two engineered products that meet a need. 
Dur-o-wal reinforcement, shown above, and Rapid 
Control Joints, below. Weatherproof neoprene 
flanges on the latter flex with the joint, simplify 
the caulking problem. 








SHELF FOLDER KIT 


Dennix kit folder describes number 
of bookcase, wall shelf, and room 
divider units which have been made 
even handier for handyman by as- 
sembly into kits. 

Various groupings and sizes of 
wood spacers, metal brackets, tri- 
shelf units, and adjustable brackets 
and channels in combination with 
furniture shelves are listed and il- 
lustrated. Not long on market, Den- 
nix pre-cut shelves have reportedly 
already been acclaimed for beauty 
and labor-saving qualities. 

Come in seven standard lengths, 
squared six sides. Finished in wal- 
nut or blonde; or sanded smooth, 
unfinished. Where kit is sold as 
package, all necessary shelf holes 
pre-drilled. 

Contact: Dennix Products Co., 
Dept. SBS, 33-10 Downing St., Flush- 
ing 54, N. Y. 


SLIDING DOOR DISPLAY 


Counter display and demonstrator 
shows off Sterling line of Thriftee 
hardware. Compact and miniature 
working model complete with doors, 
track, hangers, guides and pulls — 
all parts required for installing set 
of by-passing slides doors. 

Display is 3%” x 11%” with frame 
painted in hard finished speckled 


dark green and doors in speckled 
gray and gold. Complete selling sto- 
ry about hardware printed on doors. 

Contact: John Sterling Corp., Dept. 
SBS, Richmond, III. 


PLASTIC-FINISH PANELING 


Portable display is available con- 
taining samples, ad proofs and des- 
criptive literature for use at sales 
meetings, model homes, and other 
special promotions. 

Display lined with Marlite peg- 
board, whose perforations are said 
to make it easy to hang samples, lit- 


erature racks and ad reprints. Out- 
side surfaces of hinged case covered 
with marble-patterned Marlite panel 
on one side, while other surface is 


eye-catching star motif pattern. 

Assembled and opened to full 
width, display is 72” wide and 66” 
high. When closed, with legs and 
top signs removed, unit is 36” wide, 
42” long and 7” thick. 

Contact: Marsh Wall Products, Inc., 
Dept. SBS, Dover, Ohio. 


ACOUSTICAL TILE BOOK 


Booklet entitled “Quiet Please” de- 
scribes sound conditioning ceiling 
tiles available today. Also featured 
are the product’s. characteristics, 
usage in decorative schemes, as well 
as its role in modern life. 

Contact: Armstrong Cork Co., 
Dept. SBS, Lancaster, Pa. 


BUILT-IN RANGE DISPLAY 


Corrugated shipping carton con- 
verts into display unit for Universal 
built-in ranges. Dealer can display 
all color ranges in model homes and 
showrooms without expensive cab- 
inetry. 


Contact: Cribben & Sexton Co., 
Dept. SBS, 700 N. Sacramento Boule- 
vard, Chicago 12, Ill. 
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MASONRY FILL FILM 


Color sound slide film describes 
water-repellent masonry fill insula- 
tion and its use, for showing to 
architects, builders, and others in- 
terested in construction techniques. 

Zonolite water-repellent masonry 
insulation purportedly has received 
widespread acceptance as insulating 
material. Slide film includes applica- 
tion sequences, technical data on 
insulation and water-shedding capa- 
bilities, and ideas for architects and 
builders on wall construction types. 

Contact: Zonolite Co., Dept. SBS, 
135 S. LaSalle St., Chicago Il. 


THREADED ROD LINE 


Threaded rod, tubing and angles 
available in pre-cut assortment or 
in bulk. “Mr. Build-It Display” said 
to give dealer attractive stock easily 
rolled to other locations. 

Display provides needed material 
from which chairs, tables, bookcases, 
magazine racks, lamps, can be as- 
sembled, providing ease and econo- 
my in repair and maintenance work 
Roll-around merchandiser included 
free with each assortment, which in- 
cludes total of 354’ of material. 

Threaded rod is cold rolled from 
mild carbon steel, supplied in any 
diameter or pitch of thread required 
by industrial accounts. 


Contact: Action Products Co., Dept. 
SBS, 2nd & Dryden Sts., Odessa, Mo. 


WOOD FURNITURE LEGS 


Compact display package available 
to retail outlets contains wood furni- 
ture legs. Smoothly sanded ready 
for finishing or finished in ebony 
black, legs encased in polyethylene, 
with two-color header. 

Three holes permit hanging of dis- 
play on walls or racks. Display also 
said ideally suited for pegboard 
display use and for counters and 
shelves. Front side displays wood 
furniture legs, illustrating sugges- 
tions for do-it-yourself use. Clearly 
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“Insulite has helped my 
keeps my customers 


Joe Hoida greets a customer outside the new, enlarged in local newspapers and on radio and TV, tying-in with 
showrooms and warehouse. Hoida consistently advertises Insulite national promotions. 








business grow, 
coming back...’ 


9 


... Says Mr. Joe Hoida, Owner, 
Hoida Lumber Co., Green Bay, Wis. 


“T’ve been handling Insulite building products—Sheath- 
ing, Insulating Wool, and Insulite Tileboard—ever since 
I started business, about twelve years ago,” Mr. Hoida 
reports. “‘And I’ve been impressed all along with the 
way the new Insulite products meet my customers’ 
needs—and build my sales. Insulite Primed Siding, for 
example, went over with the builders right from the 
start. It cuts their costs, handles well. It has been a real 
business builder for us. 

“I like Insulite service, too,’’ Mr. Hoida continues. 
“The Insulite Representative and wholesaler give me on- 
the-spot service and assistance. Insulite holds meetings 


Insulite Sheathing has real weatherability, can be stock- 
piled outdoors to save valuable space, to expedite order- 
filling, cut handling costs. Exceptionally strong, it saws 
quickly and cleanly. 


lly boosts my business. In- 
s and builders helps pre- 


with the contractors and re: 
sulite advertising to archit 
sell the entire line.” 

More and more progressive lumber dealers like Mr. 
Hoida are finding out that Insulite product acceptance 
is the key to increased sales. Builders quickly learn that 
Insulite structural boards, sheathing and other products 
have extra strength, save on-the-job work. And the 
dealers find that Insulite is easy to handle, fast-turning, 
free from waste, returns, breakage and mark-down losses. 
Want more facts on building your business with Insulite? 
Write Insulite, Minneapolis 2, Minnesota. 


Insulite Primed Siding is a favorite with builders every- 
where, builds a steady repeat business. High-density, resin- 
impregnated siding can’t crack or split from nailing. Prime- 
coated for fast, easy finish painting. 


sells easy...sells fast...stays sold 


INSULITE 


Insullite Division, Minnesota and Ontario Paper Company, Minneapolis 2 


> As 
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visible are legs, brass ferrules and 
glide assemblies, dual purpose plates, 


| and wood screws. 


Contact: Emco Specialities, Inc., 
Dept. SBS, 300 New York Ave., Des 
Moines, Iowa. 


PLYWALL SAMPLE CENTER 


Completely self-contained floor dis- 
play — Poly-Clad plywall sample 
center — is designed for use even 
in limited space. Sample center in- 
cludes 12” x 24” sample panels of 
each finish available, as well as 
samples of each of nine prefinished 
molding styles. 

In addition literature racks pro- 
vided. Overall dimensions are 4’ 


| wide x 7’ high. 


Contact: Plywall Products Co., 
Dept. SBS, P. O. Box 625, Fort 
Wayne, Ind. 


BATHROOM ACCESSORIES 


Counter merchandising board for 


| Yaie line of bathroom accessories is 
=» available free to dealers with pur- 
' chase of stock. Compact display, de- 
= signed to show line to best advan- 
| tage, holds one each of every sur- 

face mounted and recessed accessory. 


Soap holders, tumblers, and tooth- 


; | brush holders are each furnished for 


display in different color to show 
complete range of high impact poly- 
styrene plastic used. 

Contact: Yale & Towne Mfg. Co., 


Dept. SBS, Chrysler Bldg., New. 


York 17, N. Y. 


FLOOR TILE CARTONS 


Red, white, and blue cartons for 
entire line of vinyl asbestos floor tile 
are stocked as aids for wholesale 
distributors and dealers’ stores. 

All Vina-Lux styles shipped in 
cartons. Attractive in-store displays 
arranged with cartons, facilitating 
handling and warehousing. Each 
carton printed with blue triangle 
showing name of style in white. 
Vina-Lux spelled in red script let- 


tering. Cartons marked, showing 
number, size, and thickness of tile. 
Contact: Azrock Products Div., 
Uvalde Rock Asphalt Co., Dept. 
SBS, Box 531, San Antonio, Tex. 


SHELF COUNTER DISPLAY 


Free counter display offered with 
each order for two dozen packaged 
sets of M-D adjustable shelf stand- 
ards and brackets. Each set contains 


two 24” shelf standards with mount- 
ing screws, plus four 6” or 8” shelf 
brackets, 

Standard assortment comes pack- 
ed with one dozen 6” bracket sets 
and one dozen 8” bracket sets. Dis- 
play also available with two dozen 
6” bracket sets or with two dozen 
8” bracket sets when specified. 

Contact: Macklanburg-Duncan Co., 
Dept. SBS, Box 1197, Oklahoma 
City, Okla. 


RADIO-INTERCOM UNIT 


Three-color counter display which 


doubles as wall card for model home 
merchandising is available for show- 
ing Rangaire AM-FM high fidelity 
radio-intercom. 

Display piece reportedly sets up 
in minutes and is available free to 
distributors, dealers, and builders. 

Contact: Roberts Mfg. Co., Dept. 
SBS, P. O. Box 177, Cleburne, Tex. 


PLYWOOD FACT BOOK 


Fir Plywood Facts booklet as funda- 
mental sales tool for salesmen and 
all employees reportedly contains 
complete product information. New 
uses for Fir plywood is reason for 
again offering this booklet, issued 
in 1955. 

Contact: Douglas Fir Plywood 
Assn., Dept. SBS, 1119 A St., Taco- 
ma 2, Washington. 


POLYETHYLENE DISPENSER 


Colorful dispenser package allows 
builders to obtain precisely-measur- 
ed sheet of polyethylene roll sheet- 
ing reportedly as easily as housewife 
can tear off wax paper sheet. 
Dispenser package features self- 
selling exterior illustrating various 
uses of polyethylene sheeting. Edges 
of rolls marked every foot for 
easy measurement. Compact pack- 
ages with multi-folded sheeting de- 
signed to take less warehouse space 
and reduce transportation problems. 


For example, 16-foot widths come in 
4-foot package. 

Contact: Kordite Corp., Dept. SBS, 
Macedon, N. Y. 
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"In Kitchen Business! Survey *” 
You Asked For 


¢ Faster Delivery 


¢ Better Uniformity 
of Finish 


<. ¢ A Wider Variety of 
Long -Bel|l Special Purpose Cabinets 


proc you , 


4 (and has for “a ~~ 
~ 
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Fast, Fast Delivery Is Yours when you plied to all Long-Bell Natural Wood Kitch- 
order your Kitchen Cabinets from Long- en Cabinets (set up or knocked down). 
Bell. This revolutionary factory-finishing pro- 
Because Long-Bell ships direct from com- CeSs gives cabinets the true luster of 
pletely stocked distribution points ... and-rubbed wood ... yet saves you 75% 
strategically located so close to you it’s Of the completed finishing job. Low-Cost 
almost like having stock in your own ware- Super Microseal gives Long-Bell Cabinets 
house. that Super Satin Surface ® ... needs no 
A Perfect Finish . . . Everytime! The new ReRaE eT rene: ahelbeliin:. 
Super Microseal® process is now ap- ® General Plywood Corp 


These Special Purpose Long-Bell Cabinets can help you plan better kitchens for better profits. 





Condiment Cabinet 


Handy Uti lity Cabine Kitchen Desks 
f ni-plane doo 


Produced in Volume for Lower Unit Costs 
a Ne eee 
animnigiiabes Us 


\TERNATIONAL PAPE 


—, =f E PANY 
, = Ion ELL 


<i — mde, 
r ; DIVISION 
City, Mo. L 


evated Ov en Cabi inets 3ar Food Grinder a 


Long-Bell Natural Wood Kitchen Cabinets are available in units to fit any kitchen (in 3” modules) 
. . Ready to Install or Knocked Down . . . Birch or Rift grain Fir. 
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ANTIQUE HARDWARE BOARD 


Woodback display board 10” x 16”, 
featuring line of antique copper em- 
bossed hardware, is now available 











to all Allison dealers, free of charge. 
Allison also produces complete 
lines in colonial, modern, contem- 
porary, lines of hinges, pulls, and 
catches and period designs. 
Contact: David Allison Co., Dept. 
SBS, Roosevelt, N. Y. 


CEILING TILE FRAME 


Wood Conversion Co. has introduced 
its 1960 model ceiling tile frame 
display for Nu-Wood Constellation 
and Micro-Perf acoustical tiles. The 
blue and white unit, which creates 
a dimensional shadow box effect, 
holds four squares of either Con- 
stellation or Micro-Perf tile. Inter- 
changeable identifying signs for 
each of these tiles are provided. 

Display construction permits easy 
set-up for window, wall, counter and 
island display areas. 


Contact: Wood Conversion Co., 
Dept. SBS, First National Bank 
Building, St. Paul 1, Minn. 
PANELING MERCHANDISER 


Colorful, eye-stopper island display 
is Offered for line of Harbor prefin- 


90 


ished hardwood paneling. Double 
faced display stands on sturdy iron 
legs securely bolted to vertical pan- 
el, featuring revolving panel. 

Revolving panel shows 10 samples 
of paneling including one of econ- 
omy Empire line. In addition to four 
full color illustrations of Harbor 
paneled rooms and offices, attention 
is also reportedly attracted by illum- 
inated plastic Harbor big “H” at 
top of display. 


Contact: Harbor Plywood Corp., 
Dept. SBS, Aberdeen, Wash. 


ADVERTISING SERVICE 


Complete advertising and promotion 
service provides Armstrong lumber 
dealers with materials and ideas for 
complete, integrated advertising- 
promotion program. 

Materials available include pre- 
decorated TV and radio commercials, 
newspaper ad mats, direct mail 
pieces, and point-of-sale promotional 
matter. Twelve different areas cov- 


ered include promoting product de- 
sign, selling complete room pack- 
age, and promotion of ceiling in- 
stallation service. 

Contact: Armstrong Cork Co., 
Dept. SBS, Lancaster, Pa. 


TILE DISPLAY UNIT 


A compact Excelon tile display unit, 
which holds 24 cartons of tile plus 
three cartons of adhesive, is intro- 


duced by Armstrong Cork along with 
six new Styletone patterns in Ex- 
celon vinyl-asbestos flooring. 

Excelon dealers also are offered 
ad-mats and copy for radio commer- 
cials to promote the new patterns 
and a large display banner. The 
34” x 22%” banner ties in with na- 
tional television advertising, an- 
nounces the new Styletone series, 
and reminds customers that they can 
install Excelon tile themselves. 

Contact: Armstrong Cork Co., 
Dept. SBS, Lancaster, Pa. 


POLYETHYLENE DISPENSER 


Dispensing carton provides easy pull- 
out of plastic sheeting. Polyethylene 
available in seamless widths from 3’ 
to 40. Film printed every foot with 
marker giving footage, width, and 
gauge. 

Contact: Kordite Corp., Dept. SBS, 
Macedon, N. Y. 


CEILING TILE DISPLAY 
Point-of-sale consumer pricing sign, 


20” x 18”, promotes do-it-yourself 
ceiling tileboard application. 


rae 


hy 


Sign said easily to fit into opened 
carton of tile to make effective sell- 
ing display on dealer’s showroom 
floor. Consumers can examine samp- 
les, quickly noting price which ap- 
pears on card. Available without 
charge. 

Contact: Insulite, Dept. SBS, 500 
Investors Bldg., Minneapolis 2, Minn. 


SOUTHERN BUILDING SUPPLIES for MARCH, 1960 





Sa eee oe 


RUBEROID FLOOR TILE 


The RUBEROID Co. 


500 Fifth Ave., New York 36, N.Y. 


Gentlemen: Please send me the name of your nearest distributor. 
I am interested in hearing of the profits to be made handling 


NAME 





COMPANY 





ADDRESS 





CITY 


ZONE__ 





| 
| 
| 
| 
| 
: the new Ruberoid Floor Tile line. 
| 
| 
| 
| 
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WHY MAILING THIS COUPON CAN BE 
THE SMARTEST THING YOU DID TODAY 





If you like profit, you owe it to yourself to find 
out about the money you can make with the 
great new Ruberoid floor tile line. Look at what 
you have working for you all during 1960: 
ADVERTISING IMPACT — Big, interesting ads in 
Saturday Evening Post and 10 other important 
consumer magazines . . . 50,000,000 readers. 
INGENIOUS SALES TOOLS — 16 of them, from 
sparkling ad mats, ad reprints and samples, to 
compelling point-of-sale displays. 

A BIG MARKET —the do-it-yourself customers 
and local new home builders whom you’re already 


serving in volume. Ruberoid floor tile is sold only 
through building material wholesalers. 

A FULL LINE —asphalt and vinyl-asbestos, in all 
popular styles (marbleized, cork, confetti and 
tweed) in a wide variety of 1960 Trend Colors. 
FAST SERVICE — from the nearest of our four 
plants in New York, Illinois, Texas and Calif. 


Ruberoid’s constant growth during 70 years of 
leadership in building materials has resulted 
largely from Ruberoid’s ability to help building 
materials dealers make extra sales and profits. 
Mail the coupon above and find out how— 


® 


RUBEROID 
HELPS YOU BUILD...FLOORING BUSINESS 
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FLOOR TILE DISPLAY 


Dealer Vina-Lux wood tones display 
is available to all Azrock retail 
dealers, 

Display background printed in 
rich autumn green to accent two 9” 
x 9” samples of wood tones mounted 
on display. 

Usable as counter, floor, or window 
attention-getter. Attached easel back 
reportedly makes it easy to set up. 

Contact: Azrock Floor Products, 
Uvalde Rock Asphalt Co., Dept. 
SBS, Box 531, San Antonio 6, Tex. 


CARPET TONES DISPLAY 


Vina-Lux Carpet Tones display is 
designed for store windows. 
Display is printed in three colors 
— beige, brown, and white, with 
fluorescent orange accents. Mounted 
on display are four 9” x 9” samples 


of Carpet Tones. Merchandiser fit- 
ted with grommets at top for wall 
display. Attached easel back makes 
it easy to set up. 

Comes packed flat, one per carton. 

Contact: Azrock Products Div., 
Uvalde Rock Asphalt Co., Dept. 
SBS, Box 531, San Antonio, Tex. 
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Promote Tile Underlayment 
To Increase Dealer Profit 


It is a good idea for lumber dealers 


to sell mine-run products, which 
many customers buy anyway. They 
are apt to be surprised at the re- 
sults from promotion, for example, 
of a product such as hardboard 
underlayment. 

Whenever a dealer has a remod- 
eling sale involving bathroom, 
kitchen, or attic, floor covering 
most likely will be linoleum, as- 
phalt, or vinyl] tiles. Unfortunately, 
some customers lay such floor di- 
rectly over the old one, with dis- 
appointing results. 

Earl W. Hadland, general mer- 
chandise manager for Masonite 
Corp., comments: “Cover all bases 
on a remodeling job. This will 
mean more business for you and 
a better-satisfied customer. With- 
out underlayment, uneven boards 
will ‘mirror’ through the floor cov- 
ering, and when that happens, the 
appearance is marred and eventu- 
ally boards will wear right through 
to the surface.” 

Best insurance against such trou- 
ble, Hadland says, is for the dealer 
to point out advantages of using 
hardboard underlayment. Ideally 
suited for the purpose, it comes 
with an even caliper — .215 inches 
— and in handy 4’x4’ or 4’x3’ sizes 
that customer or carpenter can put 
down readily, assuring a long-last- 


ing flooring job. 

Selling of this sort can increase 
the total remodeling package and 
dealer profits. 


Lumber dealers who sell safety also 
sell products. Good example is shown 
here, with ventilated dutch door sit- 
uated in doorway to prevent toddler 
from tumbling downstairs. It can be 
installed in any doorway by hinging 
piece of Masonite %4” Peg-Board 
paneling to auxiliary doorstop, mount- 
ed as shown. Use small bolts to attach 
hinges to Peg-Board. Latch on stair 
side is out of baby’s way, but within 
easy reach of adult. 
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Contact Your Nearest 
Dierks Representative: 


ARKANSAS 


EL DORADO 
Gordon Couch 
2207 Helena 

FT. SMITH 
Bill Chisholm 
P. O. Box 744 

LITTLE ROCK 
Ray Glover 
P.O. Box 2098 
Guy F. Landes 
P.O. Box 2098 


GEORGIA 


Mos 267 
667 Greenwood Ave. N.E. 


LOUISIANA 

ALEXANDRIA 

Lloyd Click 

#6 Caroline Drive 
NEW ORLEANS 

Doyne Smelser 

242 Little Farms Avenue 
SHREVEPORT 

Buddy Neai 

P. O. Box 631 

413 Louisiana Bank Bidg 


MISSISSIPPI 


CRYSTAL SPRINGS 
C. E. Kiumb Lumber Co 
P.O. Box 391 


MISSOURI 


KANSAS CITY 
Luck L. Cox 
1006 Grand Ave 


W.-M. Hall 

481 E. Kansas St 
SPRINGFIELD 

Jack C. Carter 

National Station 

P.O. Box 2047 


NORTH CAROLINA 


CHARLOTTE 
Fred Carder, Jr. 
3139 Willow Oak Road 


OKLAHOMA 
ADA 
F. W. Nims, Jr 
P. O. Box 823 
LAWTON 
John G. Burnett 
1622 No. 24th St 
OKLAHOMA CITY 
F. K. Duncan 
P.O. Box 3672 
2201 Classen Blvd 
TULSA 
W. B. Campbell 
P.O. Box 253 


TENNESSEE 


MEMPHIS 
Duke Forest Products, Inc 
P.O. Box 6251 
213 Plaza Building 
3387 Poplar 


TEXAS 
ABILENE 
J. Hunter Lamb 
Wooten Hotel 
AMARILLO 
R. H. Kelly 
P.O. Box 214 
DALLAS 
Clay Burnett 
Burnett Forest Prod. Sales 


°. 

Meadows Bidg. 
HOUSTON 

D. J. Saunders 

P.O. Box 1654 
SAN ANTONIO 

J. P. Hart 

P.O. Box 2165 

Gibbs Building 
TYLER 

Morris C. Wells 

P. O. Box 46 

105 £. Hillsboro 
WICHITA FALLS 

Clarence L. Moore 

P.O. Box 982 
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END-MATCHED 


STRONG 


ATTRACTIVE 


ECONOMICAL 


nis 


To help you sell, this folder is 
available for mailing with statements 
or over-counter distribution. 


DIERKS 
PINE FLOORING 


Dierks End-Matched Pine Flooring is scientifically 
kiln-dried in the rough and run to pattern to insure 
uniformity in width and thickness. The bright 
amber-tone color of this flooring adds to its eye appeal, 
making it easy to sell. 


There is real economy when using Dierks End-Matched 
Pine Flooring. The shorter lengths cost less than 
standard lengths, yet they make just as good a job. 
Because the ends as well as the sides are matched, 
practically no sawing is required. Each piece fits 

snugly against the adjoining pieces, giving a smooth, 
virtually “one-piece” floor. And waste is eliminated—even 
the small piece cut off at the end of a 

string may be used to start the next string. 


Available in 4 ft. bundles, 18 inch average; 6 ft. bundles, 
length 20 inches to 6 ft.; or in 8 ft. bundles, lengths 

20 inches to 8 ft—all in 3 or 4 inch width and standard 
thickness. Also offered as “Coverall” flooring in 

9/16 inch thickness. There is a wide range of grades, 
from B&Btr. Edge Grain or Flat, to No. 3 Flat for 

use in attics or out-of-the-way places. 


Your stock is not complete unless it includes 
Dierks End-Matched Flooring for jobs which require 
initially low-cost flooring which can be laid with a 
minimum of labor and no waste. 


For complete information and name of your nearest Dierks representative, 


write direct to... 


Dierks Forests, Inc. 


810 Whittington Ave. 


Phone NAtional 3-7766 


Hot Springs, Arkansas 


For more details on above items, use Coupon on Page 101 





WHY BUY FROM DEALERS? 





a 


(30” x 54”) SUPER 
SIMPLEX 


QUALITY PRODUCTS 
FOR 20 YEARS 


NATION'S LEADING FOLDING STAIR- 

WAY MANUFACTURER TELLS WHY. 
| Because the dealer is a local business 
man, he is directly responsible to you, 


the builder. 





15 MODELS 


| Contact your local 
| dealer to help you | 


| choose from 15 diff- 


| erent Precision and 
| Simplex Attic Fold- | 
| ing Stairway models | 
with wide variations | 


| in size and price | he must have full 
range for all types of | 


| residential and com- 


| 


Your local dealer | 
knows that Precision | 


Parts has built its | 
QUALITY folding | 
stairway business on 
20 years of standing 
behind all products 
100%, and giving 
builders a depend- 


—— 





ADVANCED “PUSH 
BUTTON” ELEC- 
TRIC STAIRWAY 


able product. All 
models are guaran- 
teed and are manu- 
factured in Pre- 
cision’s modern plant 
from the best avail- 
able materials. Pre- 
cision Parts Corpora- | 
tion is a family cor- 
poration of highest 
integrity — backing 
up dealers through- 
out the country with | 
dependable products, 
parts and _ service. 
The nationally-adver- 
tised brand-names, 
PRECISION & SIM- 
PLEX mean quality 
to your prospective | 
home buyer as well | 
as your local dealer. | 


mercial buildings. 


ECONOMICAL 
SIMPLEX “85” 


TRUSS TYPE ROOF 
NO LONGER 
STORAGE PROBLEM 


Your dealer can now 
supply you with the 
NEW SIMPLEX 2’ 
O.C. Folding Stair- 


| way for truss con- 
| struction. Roof sup- 


ports no longer pre- 
vent the use of an 
attic stairway to 
make valuable stor- 
age space accessable. 
Storage space helps 


| to sell houses. 


SIMPLEX SPECIAL 
FOR 2’ O.C. TRUSS 
ROOF 


His business is built on 


| your satisfaction and 


| 
| 
| 
| 
| 


| 


| he must be able to 


the 
To 


stand behind 
product he sells. 


| do business on this 


| plier. 


basis (and this is the 
only way he can 
afford to do business) 


confidence in his 
manufacturer - sup- 
He, therefore, 


handles a manufac- 








turer’s product on 
the basis of the 
manufacturer’s reli- 
ability. We, at Pre- 
cision Parts Corpora- 
tion, stand behind 
the dealer even after 
the sale is made. Pre- 
cision Parts’ Stair- 
ways feature high 
quality materials, ex- 
pert workmanship, 
plus 20 years of en- 
gineering experience. 
These things are of 
direct concern to the 
dealer if he is to 
recommend one 
product over an- 
other, therefore, the 
dealer is as invalu- 
able to you as he is 
to us. He backs up 
sales, deals with re- 
liable manufacturers, 
offers his services, 


| parts and quality 


products, and, in 
many cases, helps 
you to finance your 
building needs. The 
dealer’s future suc- 
cess in the com- 
munity depends on 
satisfying you. 


PLY 7" Uae 


| Paul V.Harmon, Pres. 


Precision and Simplex Stairways stocked for your convenience by more than 200 Jobbers in leading cities of the U.S. 


PRECISION PARTS CORPORATION 


400 NORTH FIRST ST., NASHVILLE 7, TENNESSEE 
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SOUTHERN 


INFORMATIVE 
LITERATURE 





FLEXIBLE METAL HOSE. Cobra 
catalog No. 658 provides illustra- 
tions, descriptions, and prices, spec- 
ifications, and installation instruc- 
tions for the line of flexible metal 
hose of Cobra Metai Hose, Dept. 
SBS, 5059 S. Kedzie Avenue, Chi- 
cago 32, Ill. The recently-introduced 
line of wet heat connectors is also 
included. The prices listed are for 
bronze items, but all models are 
available in steel, stainless steel, 
monel, and nickel. 


RIGID PLASTIC PIPE. Specifica- 
tions and advantages of Kralastic 
resin plastic pipe — used for natural 
gas, chemical, deep well piping, and 
lawn sprinkler systems — are set 
forth in a six-page, illustrated bulle- 
tin offered by Carlon Products Corp., 
Dept. SBS, Aurora, Ohio. Bulletin 
HT-100 also provides tables and 
charts of working pressures and re- 
sistance to common corrosive fluids. 


KITCHEN CABINETS. A file fold- 
er gives specifications for the Winn- 
Maid line of kitchen cabinets. Stand- 
ard units are illustrated. The cabinets 
reportedly are designed to meet 
builder requirements. Additional in- 
formation is available from Nevamar 
Carefree Kitchens, Dept. SBS, Winn- 
Maid Kitchens, Odenton, Md. 


ROOF DECKS. Fiberglas Form 
Board for poured-in-place roof decks 
is described and illustrated in an 
eight-page publication. Specification 
tables for heat transmission coeffi- 
cients, painting and ventilating in- 
structions, drawings of gypsum roof 
deck sections, and sub-purlin design 
table are included. Installation meth- 
ods are illustrated. Owens-Corning 
Fiberglas Corp., Dept. SBS, Toledo 
1, Ohio. 


SHINGLE PRODUCTS. K & M roof- 
ing and siding shingles, corrugated 
flat sheets, and decorative panels are 
highlighted in a four-page folder 
giving information about color, di- 
mensions, and other specifications 
of the asbestos-cement products. 
Folder 8C also reports specifications 
of K & M building sewer pipe. Keas- 
bey & Mattison Co., Dept. SBS, 
Ambler, Pa. 


VAPORTIGHT FIXTURE. The 
Stonco line of vaportight fixtures 
is described in a 12-page catalog 
outlining specifications, dimensional 
data, and application information for 
all components and assemblies of 
the interchangeable pendant, ceil- 
ing, and wall fixtures. Cut-away 
photographs illustrate die-castings, 
“air-conditioned” reflectors, and oth- 
er design features. Stonco Electric 
Products Co., Dept. SBS, Kenil- 
worth, N. J. 
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FOR OPEN WALL SHELVES No. 80 Standard (1 
1” Adjustment. No. 180 Braekets (4” to ; 
atin ar hrome, brassS Or ebony bla 


K-V Shelf 
Hardware 


FOR BUILT-IN SHELVES No. 255 Standard (24” to easily installed, 


144” lengths) ’%” Adjustment. No. 256 Support (%” 
long, %«" wide.) Nickel, zinc or bronze finish. 


easily adjusted! 


For low cost, decorative effects or storage facilities wherever 
they’re needed. Easily installed, ea adjusted. Lasts. the life- 
time of the home. Always keeps shelves straight, strong and sag- 
free. Ask for complete catalog. 


KNAPE & VOGT 
MANUFACTURING CO. 
Grand Rapids, Michigan 


Manufacturers of drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated 
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RUBEROID ... Promotion of Jo- 
seph G. Hall to general sales man- 
ager, and Rhys L. Stanger to as- 
sistant general sales manager, 
recently occurred. Hall joined Rub- 
eroid in 1950, being appointed 
manager of company’s Southwest 
district in Dallas, Tex., in 1954, 
and assistant general sales man- 
ager year later. Stanger joined 
company in 1950, becoming sales 
manager at St. Louis in 1956... 
E. J. O’Leary, president and chair- 
man of Ruberoid, has been elected 
a director of Cumberland Chemical 
Corp., jointly-owned by Ruberoid 
and Air Reduction. 





Hall Hurley 


MASONITE CORP... . Appointed 
advertising and sales promotion 
manager is James H. Hurley. Hur- 
ley joined the advertising depart- 


The vast new housing of the nation is populated with 


families who need to buy 


speed White! 





POOLS 


BENCHES & 


SEATS 


DECORATIVE 


EASY-TO-BUILD 
STEPS 
FOR OUTDOOR LIVING 
PATIOS 
GAME 
COURTS 
TERRAZZO 


FLOORS 


POOLS FOR 


PORTLAND CEMENT 


STUCCO 





























the left shows why. 
been built. They need improvements that call for 
Trinity White. 

Trinity White is no longer a “specialty item.” 
It is in regular and growing demand. Continuously 
advertised since 1941. Write Trinity White, 111 
W. Monroe St., Chicago 3, Illinois. 


Pinal White. 


. Se 


Se, a 


The sale of Trinity White has doubled and re- 
doubled in the last few years. The list of items at 


Millions of new homes have 


—the whitest 
white cement 


product of GENERAL PORTLAND CEMENT COMPANY 


SAFETY 


ITEMS 


Chicago 
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* Chattanooga * Dallas * Fort Worth * 


Fredonia, Kansas * Jackson, Michigan * Tampa * Miami 


Houston 
* Los Angeles 
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ment in 1948, being made adver- 
tising manager in 1954. Since 
1958, he has been building prod- 
ucts salesman in Chicago area. 
George A. Parenti, of company’s 
sales engineering department, will 
succeed Hurley in Chicago sales 
territory. 


SOLITE CORP. . Appointed 
Southern regional sales manager 
for firm, known formerly as South- 
ern Lightweight Aggregate Corp., 
is Charles B. Laws. His territory 
will include North Carolina, South 
Carolina, Georgia and Florida. 
Laws was previously district sales 
manager for Carolina Solite Corp. 
He is a member of the board 
of directors, Carolina Ready Mix 
Assn., and North Carolina Con- 
crete Masonry Assn. Laws will 
headquarter at home offices in 
Richmond, Va. 


Cuneo 


SCHLAGE LOCK CoO. . This 
manufacturer of locksets has nam- 
ed Joseph D. Cuneo as assistant 
sales manager. Operations of sales 
services branches will be consoli- 
dated under his supervision im- 
mediately. New duties will include 
supervision of sales-service opera- 
tion in these areas: customer serv- 
ice, order service, repair and mas- 
terkey, and warehouse operations 
in New York, Miami and Chicago. 


PITTSBURGH PLATE GLASS CoO. 

. Previously manager of safety 
glass sales in the Merchandising 
Division, Paul A. Ketchum has 
been promoted to vice-president 
in charge of glass sales for Mer- 
chandising Division. Howard J. 
Mather has been named vice-presi- 
dent of industrial sales for paint 
division. Earlier Ketchum served 
as assistant to the company presi- 
dent. 


CAMERON & BARKLEY CO.... 
Board of directors has elected 
Rufus C. Barkley Jr., president; 
and Matthew B. Barkley and 
George H. Barkley, vice - presi- 
dents. Rufus Barkley will assume 
active leadership of company, re- 
locating headquarters office in 
Charleston, S. C., where firm was 
originally established in 1865. 
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Now sell all your builders 
this new way P-B Components 


[+2 = cut costs for everyone 


P-B Components are Precision-Built by your building 
materials distributor sold by you, as the retail 
lumber dealer. You sell these parts to the builder or 
the owner. You save better than 25% of the cost of 
doing your own Precision-Building or any other type 
of prefabrication. You invest no money in expensive 
equipment; you do not require a large staff of skilled 
labor. Yet you and your builders are fully equipped to 
compete profitably with every type of prefabricated 
housing. 


There is no standardization required on the component 
parts you sell. They are custom-built in a centralized 
plant to fit each individual plan for any size or type of 
house. The finished parts go direct from the distributor’s 
plant to the builder’s site 


Your margin of 25% or better is due in part to the 
elimination of many unnecessary handling and rehan- 
dling costs. And partly to the fact that you are sharing 
in the distributor’s far larger volume discounts. 


With P-B Components enable the builder to supply 
homes that are easier to sell—top-quality, custom-built 
houses—ready for occupancy in three to four weeks. 


We are telling the story of Homasote P-B Components 
(through our advertis to home owners in your 
territory and to all the builders and architects in your 
territory. We would like to send you two different, 
fully-illustrated, 8-page folders. One is addressed to 
you. The other presents the story as you want to tell it 
to home owners (and r architects and builders). 














You don’t have to guess about this new merchandising 
plan. Make us prove it to you. Your letter or telegram 
will bring you a copy ach of 
these two books. And a Homasote 
Representative will be ready to 


call on you on very short notice. 
If your distributor cannot furnish 
you with P-B Components, please 
let us know; we should both bring 


Floor, wall, ceiling, this to his attention. Write or wire 

roof and gable components— Se 

custom-built foranysize@ = HOM ASOTE 
COMPANY 


or type of house. ~ Trenton 3, New Jersey 


Homasote of Canada, Ltd t Merton Street, Toronto 7, Ontario 
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To Survive, Wood Industry Must Create 


Better Frame House Wall, Reno Asserts 


In answer to a dealer’s question 
at a meeting held recently in Chi- 
cago, John Reno, utilization direc- 
tor, Palco Redwood, stated that a 
change is needed in the FHA Mini- 
mum Property Standards to per- 
mit construction of a frame house 
wall that would be practically im- 


mune to the type of moisture prob- 
lems that cause paint blistering, 
peeling and staining. 

Reno went on to say that the 
salvation of the lumber industry’s 
stake in the housing market is the 
introduction of practices that result 
in better frame houses at lower 


pase 


Winite Pig 


White Fir lumber is soaring to new heights 
of popularity in residential construction 
and industrial use nationwide. 


The building trade is rapidly recognizing 
this specie as an economical material that 
more than meets the requirements of 
durability, strength and workability. 


To meet the demand, TW&J sawmills 
manufacture premium quality, uniformly 
graded, kiln dried, high altitude White 
Fir dimension in all grades and sizes from 
2x4 to 2x12, 


ASK YOUR WHOLESALER FOR TW&J 
PREMIUM WHITE FIR DIMENSION 


1960 is TW&J's 50th Year in the Lumber Business 


TarTEeR, WEBSTER & JOHNSON, INC. 


P.O. BOX 3498 
Son Francisco 19, California 
PRospect 6-4200 Teletype SF 211 


For more details on above items, use Coupon on Page 101 
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cost. 

“Sensational improvements are 
always welcome, but in the mean- 
time, let us take advantage of 
seemingly simple refinements 
whose import becomes apparent 
only when careful thought is given 
to them, and let us not be ham- 
strung by antiquated requirements 
whose significance has been lost 
in the dim past,” he said. 

“One such requirement is that 
all types of wood wall sheathing 
must be covered with sheathing 
paper. This adds to the cost and 
actually results in a less satisfacto- 
ry and a troublesome wall under 
some conditions of use and con- 
struction. Most builders have for- 
gotten the original reasons for the 
application of sheathing paper 
between the sheathing and siding. 
Let an old man recall them for 
you. 

“1. To prevent wind drafts in 
the house. 

“2. To prevent entrance of dust 
into the house. 

“3. To prevent entrance of wind- 
blown rain through the wall. 

“These annoyances can be pre- 
vented by a simple frame wall 
construction to be proposed. 

“Now, for the trouble caused by 
sheathing paper. In a report made 
by Professor F. A. Joy on work 
done at Pennsylvania State College 
for the Housing and Home Finance 
Agency, it was disclosed that great 
advantages are gained if wood, 
with its ability to safely store win- 
ter moisture, is used for sheathing 
in place of substitute sheathing. 
The moisture to which Joy refer- 
red is that which moves in the 
form of water vapor from inside 
the house through the wall to 
a locus of condensation on the 
sheathing surface. The small mois- 
ture storage capacity of substitute 
sheathing materials results in this 
moisture continuing on its way 
until it soaks into the siding, 
often subsequently causing paint 
blistering, peeling, and staining. 
(If aluminum or other substitute 
siding materials are used, the con- 
densed moisture causes a multitude 
of other troubles including a moldy 
smell in the house. The high safe 
moisture storage capacity of wood 
sheathing protects the siding 
against moisture absorption.” 
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Sm-o-o-o-th: Formica Flakeboard 
easily passes this test for smoothness 
without any splinters or abrasions, \\ { 
Balanced 3-layer construction — %, eal 
with fine flakes on the outside 5 
— produces a hard, smooth, 
non-telegraphing surface. 

Formica Flakeboard is the 
finest underlayment for decorative 
laminates because: (1) It’s made 
of fresh-cut, debarked timber and 
impregnated with Cyanamid 
resins developed by the world’s 
most renowned resin scientists. 

(2) It's engineered by Formica 
Corporation, for over 47 years the 
leading manufacturer of 
laminated plastics. (3) It has 
been especially designed and 
manufactured for use with 
Formica decorative laminates 
and adhesives. 

Formica Corporation, 
a subsidiary of American 
Cyanamid, 4654 Spring 
Grove Ave., Cincinnati 


32, Ohio 


NOTE: Formica 

Flakeboard is not 

available west of the 
i Mississippi River. 


SS REA = 


<|free demonstration and samples 
Write for both. Check the other outstanding 
properties of Formica Flakeboard before beginning 
your next decorative laminate installation. 





a product of —~E¥ANaANsI DD 








DUIFAST 
DEALERS ;/ 


sell more because 





they have 
more to sell 





More quality, more features, 
more profit, and close-to-home 
service. Yes, sir, you do have 
more to sell when you’re a 
Duo-Fast Dealer. 


Duo-Fast Tackers are man- 
size tools, built to do a man- 
size job! Duo-Fast Staples 
team up with Duo-FastT 
Tackers for customer service. 


More than that, Duo-Fast 
gives you a Free Service 
Guarantee which insures 
Duo-Fast Dealers against 
costly repair charges. 


DUO-FAST DEALER AIDS 


Sure we have ’em. Counter cards, display 


Lumber 
Dealer 
Favorite! 


The DUO-FAST GUN TACKER 


An all purpose tacker. Drives short 
staples for insulation and building papers; 
and long staples for ceiling tile. It’s a 
real speed demon, too! 


" Builders Like This One! 
The DUO-FAST HAMMER TACKER 


Great for the bigger insulation and build- 
ing paper jobs. Good for metal lathe, 
too. You just swing it—the staples feed 
and drive automatically. 


Packed the Way You 
Like ’em! 


In handy 1M packs, or in 
boxes of 5M. Chisel or di- 
vergent points. Rosin coated 
if desired. 


boxes, wall signs, envelope stuffers, to 


help you sell. 


If you operate a sash and millwork shop, or if you do prefabrication work, you will 
want to check into the DUO-FasT Staple Nailer and Duo-FAasTt Brad Gun. 


Write for the name of the DUO-FAST office in your area. They will be happy to give 
you the complete DUO-F AST story, and demonstrate the DUO-FAST Tackers for you. 


FASTENER CORPORATION 3754-70 River Road, Franklin Park, Illinois | 


DUO-FAST ::: 


Everything you 
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How Live Display 
Of Door Hardware 
Increased Volume 


By T. W. SHIFLET 
President, Lambert Mfg. Co., Inc. 
Waynesboro, Va. 


Displaying a rack of finish hard- 
ware in the showroom facing our 
store entrance transformed our 
sales volume from approximately 
$2,500 a year to $3,500. Within 
two years we had a 50 per cent 
rise. 

Everyone knew we carried finish 
hardware — even before the open 
display rack was set up — but it 
was out of sight. Serving a trade 
that comprises 95 per cent con- 


tractor and 5 per cent retailer, we 
discussed finish hardware over the 
counter. But it required the sight 
of attractive brass, chrome, and 
antique bronze finish hardware 
for contractor - builder to send 
prospective home-owners to the 
store to select it, and also to buy 
it himself. 

A live display sells qualities that 
no amount of diseussion can cover 
over a counter. This finish hard- 
ware is uniformly priced for brass, 
chrome, and antique bronze. It is 
guaranteed against defects and 
workmanship. Medium-priced, it 
is a good value and has lots of 
eye appeal. 

Open display which allows peo- 
ple to see, handle, and discover 
value is the key to sales. 
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102 Screen Components, Hardware 
— In addition to its A.A. Home- 
shield Bulletin No. 35-P-12 on screen 
and storm sash components, Ameri- 
can Screen offers Bulletin HS-2 on 
Homeshield screen components for 
patio, oe and pool enclosures, 
and ALA. F 


. File No. 27-A on Har- 
Vey sliding and folding door hard- 
ware. Each folder includes features, 
specifications, and construction in- 
formation. American Screen Prod- 
ucts Co., Dept. SBS, 61 E. North 
Avenue, Northlake, II. 


105 Western Pine — 101 Home Ideas 
— Full-color booklet shows 24 pages 
of provocative ideas for building 
and remodeling with the ten species 
of western pine. Single copies free; 
—_— rates available from the 
estern Pine Assn., Dept. SBS, Yeon 
Building, Portland 4, Ore. 


107 Redwood Paneling — Practical 
technical booklet prepared by John 
Reno, “Proper Specs for Redwood 
Paneling,” tells how to specify, in- 
stall, and finish interior paneling for 
trouble-free service. Pacific Lumber 
Co., Dept. SBS, 35 E. Wacker Dr., 
Chicago 1, Ill. 


108 Aluminum Siding — Folder de- 
scribes and gives sales pointers on 
Tripl-Tite painted aluminum siding. 
Also shows new and _ remodeled 
homes sided with Tripl-Tite alumi- 
num. National Metal Products Co., 
Dept. SBS, 2 Gateway Center, Pitts- 
burgh 22, Pa. 


109 Window Sash Balances — The 
Spiralflex weatherstrip-sash balance 
is described in a catalog sheet. The 
unit does not need individual part- 
ing bead and assures plumb installa- 
tion. It has spiral balances. Caldwell 
Manufacturing Co., Dept. SBS, 64 
6 ~ pug Street, Rochester 14, 


110 Ready-Mix Concrete Equipment 
— Details are available on the Wins- 
low Ready-Mix plant installation 
with specific reference to the cost, 
operation, and return on investment 
of the Binanbatch. Winslow Scale 
Co., Dept. SBS, 25 & Haythorne, 
Terre Haute, Ind. 


112 Home Buyer’s Guide — Booklet 
gives helpful information on house- 
buying, including such considera- 
tions as neighborhood, lot, roofing, 
insulation, kitchen, hot water, bath- 
room, plumbing, electrical system, 
basement, attic, heating, cooling, and 
financing. Southern Pine Assn., Dept. 
SBS, Box 1170, New Orleans 4, La. 


113 Decorative Door Lights — Cata- 
log describes and gives specifications 
for Royalite packaged, glazed flush 
door inserts, decorative moldings and 
lights, Royalouvers, and oak thresh- 
olds. Southern Door Lite Co., Dept. 
SBS, 46 Westland Boulevard, S. W., 
Atlanta 10, Ga. 


114 Polyethylene Sheeting — Cata- 
logs, prices, and samples of pure 
polyethylene sheeting in three thick- 
nesses, widths from 3’ to 10’, are 
available from Warp Bros., Dept. 
SBS, Chicago 51, Il. 


117 Plaster Reinforcement — A 20- 
page research booklet reports “The 
Crack Resistant Properties of Gyp- 
sum Lath and Plaster Angles Form- 
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ed by the Intersection of Walls and 
Walls with Ceilings Reinforced with 
Various Types of Metal Reinforce- 
ment.” It shows the superior per- 
formance of Keycorner wire mesh. 
Keystone Steel & Wire Co., Dept. 
SBS, Peoria 7, Il. 


118 Aluminum Siding — Literature 
describes and shows Reynolds alu- 
minum Lifeguard weatherboard sid- 
ing. Siding is available in horizontal 
and vertical panels and finished in 
ten baked enamel colors. Reynolds 
Aluminum Supply Co., Dept. SBS, 
P. O. Box 1367, Atlanta 1, Ga. 


119 Plastic-Finished Panels — Full- 
color catalog covers Marlite’s line of 
plastic-finished hardboard wall and 
ceiling panels. It shows a full varie- 
ty of colors and patterns — Hi- 
Gloss, Marble Panel, Woodpanel, 
plank, block, and Korelock. Marsh 
Wall Products, Inc., Dept. SBS, 
Dover, Ohio. 


120 Asphalt Roofing Materials — 
Four-page catalog insert gives com- 
plete specifications, descriptions of 
uses, and directions for both cold 
and hot applications. It covers as- 
phalt roofing and coatings and ce- 
ments. Lion Oil Co., Asphalt Sales, 
Dept. SBS, El Dorado, Ark. 


121 Fir Plywood Facts — Available 
to dealers and their employees is a 
48-page pocket-size fir plywood guide 
which includes basic grade-use data, 
advantages, and much “know-how.” 
Douglas Fir Plywood Assn., Dept. 
SBS, 1119 A Street, Tacoma 2, Wash. 


122 Plastic Water Putty — Catalog 
sheet shows home uses for Durham’s 
Rock-Hard water putty, explains 
how to color it, and lists types of 
customers who find it “indispens- 
able.” Donald Durham Co., Dept. 
SBS, Box 804-0, Des Moines, Iowa. 


123 Recessed Oven and Range Units 
— A full-color brochure gives in- 
formation and specifications for Mod- 
ern Maid built-in ovens and top 
units. It includes distributor proposi- 
tions to dealers of sales display space 
and salesmen to call on builder trade. 
Tennessee Stove Works, Dept. SBS, 
Chattanooga 1, Tenn. 


125 Masonry Wall Reinforcement — 
Bulletin gives specifications and 
shows Dur-O-waL masonry wall 
reinforcement with cavity, bonded. 
coursed, or stacked course masonry 
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wall, and wall with plaster. Dur-O- 
waL Products of Alabama, Inc., 
Dept. SBS, P. O. Box 5446, Bir- 
mingham 7, Ala. 


126 Hardwood Flooring — “The 
Hardwood Flooring Handbook,” a 
manual for retail lumber dealer 
salesmen, and “How to Install Hard- 
wood Strip Floors Over Concrete 
Slabs” contain essential information 
on hardwood flooring. The Atlanta 
Oak Flooring Co., Dept. SBS, 920 
Glenwood Avenue, S. E., Atlanta, 
Ga. 


129 Wood Window Designs — Folder 
is available on M W Distributors’ 
new D-Lite window with diamond- 
shaped light areas. Another folder, 
entitled “Does Your Home Have 
Curb Appeal?” shows different styl- 
ing of the complete line of R-O-W 
removable wood windows with Lift- 
T-Lox balance springs. M W Distrib- 
utors, Dept. SBS, Rocky Mount, Va. 


130 Sash Balance and Metal Weath- 
erstrips — Southern Metal’s one- 
piece sash balance and weatherstrip 
is described and illustrated in Cata- 
log 57J. Catalog 57B has pictures 
and specifications for a complete 
line of thresholds and weatherstrips. 
Southern Metal Products Corp., Dept. 
SBS, 1775 Airways Blvd., Memphis 
14, Tenn 


131 Pressure-Treated Lumber — 
“Safeguard Building Dollars With 
Wolmanized Pressure-Treated Lum- 
ber” is a 16-page brochure illus- 
trating applications of lumber treated 
against deterioration from rot-pro- 
ducing fungi and termites. Koppers 
Co., Inc., Dept. SBS, 750 Koppers 
Building, Pittsburgh 19, Pa. 


132 Aluminum Jalousies — Conven- 
tional and unusual uses for Truscon 
jalousies are illustrated in a colorful 
16-page folder. Detail drawings show 
how installations are made in wood 
frame, brick veneer, solid masonry, 
and concrete block. Truscon Steel 
Div., Republic Steel, Dept. SBS, 1050 
Albert Street, Youngstown 1, Ohio. 


133 Hardboard Panels — A 24-page 
catalog entitled “Guide for Builders” 
describes and illustrates exterior 
and interior uses of Masonite hard- 
board panels. Physical properties of 
the panels, proper methods of work- 
ing with them, and recommended 
application procedures also are cov- 
ered. The Masonite Corp., Dept. 
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SBS, Suite 2037, 111 W. Washington 
Street, Chicago 2, IIL 


134 Aluminum Windows — Twenty 
Ualco aluminum windows and four 
Ualco aluminum curtain wall sys- 
tems are shown and described in a 
new 40-page catalog, which includes 
a sizes, and installation 
etails. Also available are individual 
brochures on windows and curtain 
wall. Southern Sash Sales & Supply 
Co., Inc., Dept. SBS, Sheffield, Ala. 


135 Asbestos Cement Products — 
Several brochures and folders show 
Century No. 5 sonny Sines, Apac 
all-purpose board, Linabestos and 
Sheetflextos wallboards for interior 
and exterior use, and lightweight 
corrugated asbestos sheet. Keasbey 
and Mattison Co., Dept. SBS, Am- 
bler, Pa. 


136 Wood Windowalls — Catalog No. 
601 covers complete line of Ander- 
sen wood window units for resi- 
dences, institutional, and light com- 
mercial buildings. Strutwall, Flexi- 
vent, Beauty-Line, Pressure Seal 
double-hung, gliding, casement, and 
basement units. ndersen Corp., 
Dept. SBS, Bayport, Minn. 


137 Builder Products — Fully-illus- 
trated 32-page booklet describes 
complete line of Inswite building 
materials, including sheathing, prim- 
ed siding, roof deck, shingle backer, 
ceiling tiles, interior wallboards, 
hardboards, and insulating wool. 
Also, handy application tips are of- 
fered. Insulite Division, Minnesota 
& Ontario Paper Co., Dept. SBS, 500 
— Building, Minneapolis 2, 
inn. 


138 Steel Farm Products — “Farmers 
and Ranchers Handbook” supplies 
76 pages of data on specifications 
and plans for the use of steel ma- 
terials for fencing and roofing on 
farms. It also includes meat-cut 
charts, household helps, teen-ager 
tips. Tennessee Coal & Iron Division 
of U. S. Steel Corp., Dept. SBS, 
Fairfield, Ala. 


139 Steel Frame Buildings — Eight- 
page brochure shows standard sizes, 
etails, accessories, and varied uses 
of Dixisteel rigid-frame buildings. 
It also presents all-steel triangular 
or bow-string truss roof systems. 
Atlantic Steel Co., Dept. SBS, Ware- 
house Division, P. O. Box 1714, At- 
lanta 1, Ga. 


140 Vitrified Clay Products — Bro- 
chure describes W. S. Dickey’s cou- 
pling. Booklets are also available 
on Dickey Perma-Line (R) Clay 
fittings, 
e, wall coping, and flue lin- 


coupling/pipe, and on 


drain 
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ing. W. S. Dickey Clay Manufactur- 
ing Co., Dept. SBS, P. O. Box 2028, 
Kansas City 42, Mo. 


141 Wood Window Units — Three 
folders describe, list full specifica- 
tions, and illustrate Dierks Snap- 
Tite removable window units, stack 
awning, and Light-Lift, double-hung 
window units. Dierks Forests, Inc., 
Dept. SBS, 810 Whittington Avenue, 
Hot Springs, Ark. 


143 Bonded Asphalt Roofing — An 
eight-page color-illustrated booklet 
contains 22 questions and answers on 
Lloyd A. Fry roofing, including its 
durability, full-value bond —. 
tee, cost, fire protection, weather and 
wind resistance, and colors. Fry’s new 
3-tab, 290-pound Shado-Bilt strip 
shingles also are described and shown 
in 13 colors and white. Lloyd A. Fry 
Roofing Co., Dept. SBS, 5818 Archer 
Road, Summit (P. O. Argo), Ill. 


144 Self-Sealing Asphalt Shingles — 
Color folder describes and illustrates 
Ruberoid’s self-sealing asphalt strip 
shingles. Special sealing agent re- 
portedly is factory fused to each 
shingle, with sun’s heat activating 
sealant and securely sealing each 
shingle. Written wind-warranty 
against blow-offs. Ruberoid Co., 
Dept. SBS, 500 Fifth Ave. New 
York 36, N. Y. 


145 Western Lumber Sources — A 
48-page booklet gives mill person- 
nel, capacity, and facility informa- 
tion on mills producing Douglas fir 
West Coast hemlock, western red 
cedar, and Sitka spruce lumber. 
West Coast Lumbermen’s Assn., 
Dept. SBS, 1410 S. W. Morrison 
Street, Portland 5, Ore. 


146 Wood Windows — Catalogs give 
specifications, construction, and ap- 
plication details for Curtis wood 
windows, doors, and cabinets. Curtis 
Companies Service Bureau, Dept. 
SBS, Clinton, Iowa. 


147 Ceiling Tile—A 16-page booklet 
features Celotex’s Hush-Tone and 
Designer ceiling tile in three “idea” 
rooms. It also covers other Celotex 
residential materials. The Celotex 
Corp., Dept. SBS, 120 S. LaSalle 
Street, Chicago 3, Il. 


148 Removable Horizontal Windows 
— A four-page folder describes the 
Rimco Slide removable horizontal- 
sliding wood window unit. It em- 
phasizes its styling, economy, weath- 
ertightness, and easy maintenance. 
Rock Island Millwork Co., Factory 
Dept. SBS, Rock Island, Ill. 


149 Prefinished Paneling — Full- 
color 24-page booklet shows line of 
prefinished Weldwood paneling, its 
installation in interiors, plus com- 
plete details for installing in new 
or old construction, over furring, 
a and masonry. United States 
lywood yg = Dept. SBS, 55 West 
44th Street, New York 36, N. Y. 


150 Fiber Roof Coating — “The Easy 
and Low Cost Way to Repair and 
Renew Roofs” is a folder covering 
the uses of Gardner asphalt-asbestos 
roof coating. Gardner Asphalt Prod- 
ucts Co., Dept. SBS, P. O. Box 5776, 
Tampa, Fla. 


151 Wood Shutters and Doors — 
Descriptive catalog shows beauty, 
oy, and outlines profits on Wing- 

ine Fit ‘n’ Finish shutters, Wing- 
Crest interior shutters, and Wing- 
Line Shutterfold doors. Sam A. Wing 
Co., Inc., Dept. SBS, 5035 Willis 
Avenue, Dallas 6, Texas. 


152 Wood Paneling — Full-color 
brochures and a folder illustrate and 
describe plywood, Ripplewood, and 
California redwood wall paneling. 
Georgia-Pacific Corp., Dept. SBS, 
Equitable Building, Portland 4, Ore. 


153 Stock Millwork — The “Ideal 
Millwork” catalog contains pictures, 
sizes and specifications of Ideal All- 
Wethr double-hung window units, 
stack window units, panel doors, 
Glide-and-Fold closet door units, 
sliding door units, screen doors, lou- 
ver doors, window screens, kitchen 
cabinets. Ideal Co., Dept. SBS, Box 
889, Waco, Tex. 


154 Metal Building Products — Cata- 
log 57 gives specifications and shows 
uses of Vestal fireplace circulators, 
dampers, accessories, steel lintels, 
bridging, wall ties, mortar boxes, 
garbage receivers and access doors. 
Vestal Manufacturing Co. Dept. 
SBS, Sweetwater, Tenn. 


157 Aluminum Screen Doors — Fold- 
ers are available on Vulco aluminum 
window screens, rolled formed and 
extruded aluminum screen doors, 
sliding aluminum screen doors, and 
aluminum screen porch enclosures. 
Vulco catalog of components parts 
for above products also is available. 
Vulcan Metal Products, Inc., Dept. 
SBS, 2801 Sixth Avenue, South, 
Birmingham, Ala. 


158 Incinerators — Donley incinera- 
tors for homes, apartments, and 
other buildings are shown in a new 
catalog. Complete technical data are 
given for flue-fed, floor-fed garden, 
and prefabricated steel models. Don- 
ley Brothers Co., Dept. SBS, 13905 
Miles Avenue, Cleveland 5, Ohio. 


159 Aluminum Nails — Colorful 
folder includes A.LA. file giving 
specifications on Nichols Never-Stain 
aluminum nails in the complete line 
of 24 types. Packing data and indiv- 
idual use applications also are in- 
cluded. Nichols Wire & Aluminum 
Co., Dept. SBS, 1725 Rockingham 
Road, Davenport, Iowa. 


160 Builders Hardware — Colorful 
“All Through the House” brochure 
features Dexter locksets for every 
door in the house, plus screen and 
combination door locks, door closers, 
and matching cabinet hardware. 
Dexter Lock Div., Dexter Industries, 
Inc., Dept. SBS, 1601 Madison Ave., 
Grand Rapids, Mich. 


162 Carded Hardware — Two-page 
booklet shows 23 carded items of 
do-it-yourself, handy Hager hard- 
ware in the three most popular fin- 
ishes. Also illustrated are the bin- 
ned merchandiser and hardware rack 
for displaying transparent plastic 
skin-pack packages. C. Hager & Sons 
—e Manufacturing Co., Dept. SBS, 
139 Victor Street, St. Louis 4, Mo. 
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164 Plyclips—Cleveland Plyclips, to 
eliminate wood blocking on plywood 
roof construction, are prominent in a 
new eight-page catalog. Complete 
specifications are also given on tim- 
ber rings, framing anchors, shear 
plates, aluminum windows, area 
walls, screed and bar supports, and 
other products manufactured by the 
company. Cleveland Steel Specialty 
Co., Inc., Dept. SBS, 3761 East 91st 
Street, Cleveland 5, Ohio. 


165 Asphalt Shingles — Color-illus- 
trated catalog gives descriptions and 
specifications for Barrett asphalt 
shingles, asbestos-cement sidings, 
prepared roofing, protective prod- 
ucts, and insulation products. In- 
dividual folders are available on 
Ever-Fast shingles and wide-tab 
Ranchline asphalt shingles. Barrett 
Division, Allied Chemical Corp., 
Dept. SBS, 40 Rector Street, New 
York 6, N. Y. 


168 Wood Specialty Products — Lit- 
erature containing information about 
Bradley-Southern wood products is 
now available. Trim, moldings, thres- 
holds, panels, stair treads, and floor- 
ing in oak and pine are covered. 
Unit wood blocks in beech and pecan 
are also produced by the company. 
Bradley-Southern Division, Potlatch 
— Inc., Dept. SBS, Warren, 
Ark. 


171 Machine-Made Screens — Liter- 
ature is available on Rudiger-Lang 
Tru-Frame, Tension-tite and Roll- 
Away window screens. The auto- 
matic machine production is said 
to afford the advantages of greater 
uniformity, better quality control, 
and lower cost. Rudiger-Lang Co., 
Dept. SBS, 2701 Eighth Street, Ber- 
keley 10, Calif. 


173 Vitrified Clay Pipe — Circular 
describes the Oconee wedge lock, 
a factory-made plastic joint that 
reportedly snaps together instantly. 
Information also is available on 
Oconee’s line of burned clay prod- 
ucts, including vitrified clay pipe, 
vitrified clay fittings, vitrified flue 
liners, drain tile, and face brick, 
Oconee Clay Products, Dept. SBS, 
Milledgeville, Ga. 


174 Aluminum Weatherstrip — Lit- 
erature is available describing the 
efficiency and durability of Meta- 
Lane weatherstrip on window units. 
MetaLane reportedly never loses its 
resilient weather-tightness, will not 
corrode or wear, will not discolor 
masonry or woodwork, and always 
keeps windows operating freely. 
Monarch Metal Weatherstrip Corp., 
— SBS, 6343 Etzel, St. Louis 4, 
oO. 


175 Fiberglass Panels — Promotion 
material, including newspaper mats, 
displays, booklets, folders, posters, 
and streamers for plasticoated panels 
and Barclite fiberglass panels are 
now available from Barclay Manu- 
facturing Co., Inc., Barclite Corp. 
of America, Dept. SBS, Barclay 
Building, New York 51, N. Y. 


176 Gypsum Wallboard — Descrip- 
tion of Bestwall fireproof gypsum 
wallboard — reinforced with glass 
fibers for simpler application, clean 
scoring and snapping, and crack re- 
sistance — is included in material 


offered by Bestwall Gypsum Co., 
Dept. SBS, Ardmore, Pa. 


177 Drawer Slides — Information 
regarding KV drawer slides is avail- 
able. Five slides, ranging from the 
lightweight extension slide to the 
extra heavy-duty model, are de- 
scribed. The slides are said to be so 
constructed as to prevent drawers 
from sagging or sticking. Knape & 
Vogt Manufacturing Co., Dept., SBS, 
Grand Rapids, Mich. 


178 Roofing —— — Based on 
just ten colors, t “Color-Tuned” 
line of roofing shingles is the subject 
of informative material offered by 
the manufacturer. Such advantages 
as reduced inventory, freeing capi- 
tal, and faster sales are pointed out. 
Certain - teed Building Products 
Corp., Dept. SBS, Ardmore, Pa. 


179 Redwood Lumber Products — 
Dealers may obtain informative lit- 
erature concerning Noyo redwood 
sidings and moldings. The company 
prides itself on careful milling, ship- 
ping, and high bow maintenance 
of its certified KD, treated, or nat- 
ural redwood. Union Lumber Co., 
Dept. SBS, Fort Bragg, Calif. 


180 White Fir Lumber — Details on 
kiln dried TW&J white fir lumber 
are available, covering its qualities, 
uses, sizes, and delivery information. 
Information also covers TW&J white 
fir lineal moldings and flush door 
cut stock. Tarter, Webster & John- 
son, Inc., Dept. SBS, P. O. Box 3498, 
San Francisco 19, Calif. 


183 Fireplace Units — Construction 
information is available for five 
Heatform models of various sizes 
— each reported to accommodate 
any design of single or multiple 
opening fireplace. Also available at 
nominal cost is a 52-page book con- 
paca information about 88 Heat- 
form fireplace designs selected from 
national competitions. Superior Fire- 
place Co., Dept. SBS, 4325 Artesia 
Avenue, Fullerton, Calif. 


185 Extra-White Cement — Informa- 
tion on uses, advantages, and spec- 
ifications of Trinity White portland 
cement — claimed to be the whitest 
of all cements — is available from 
Trinity White Division, General 
Portland Cement Co., Dept. SBS, 
Chicago, Ill. 


186 Millwork Products — Informa- 
tion concerning manufacture, treat- 
ment, finger jointing, and shipping 
of its standard items, plus mold- 
ings, interior trim, and glued panels, 
is available from the Ralph L. Smith 
—- Co., Dept. SBS, Anderson, 
alif. 


187 Removable Window — Informa- 
tion concerning 1866 Curtis Wood- 
work products is available from this 
Atlanta wholesaler and jobber of 
building materials. Particular atten- 
tion is paid to the Curtis Style-trend 
removable window, a product said 
to be weathertight, easy to paint, 
to install, and to operate. Other fea- 
tures include new outside casing 
design for masonry, brick veneer, or 
frame construction without mitered 
corners. Zuber Lumber Co., Dept. 
SBS, P. O. Box 964, Atlanta 1, 
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188 Cedar Shakes and Natural Stone 
— Twenty-page book shows how 
Shakertown cedar shakes and sil- 
vara natural stone add beauty and 
charm to any architectural style. 
Shows various applications of cedar 
sidewall shakes, genuine silvara 
stone, handsplit cedar roof shakes. 
Stone can be used on interiors or 
exteriors. Shakertown Corp., Dept. 
SBS, 20310 Chagrin Blvd., Cleve- 
land 22, Ohio. 


190 Adjustable Louvers — Descrip- 
tive folders are available on Leslie 
Adjust-A-Pitch series LX king-size 
louvers, fixed triangular louvers, and 
Leslie’s rotary turbine ventilators, 
stationary-type, or revolving head- 
type ventilators. Literature includes 
illustrations, specifications, sizes, and 
dimensions. Leslie Welding Co., 
Dept. SBS, 2943 W. Carroll Avenue, 
Chicago 12, II. 


191 Shellac and Primer — Folder 
gives de scription and simple _in- 
structions for using Fulton Pure 
Shellac to finish new or scraped 
floors, to finish unpainted furniture, 
cabinets, paneling, shelving, and to 
prime and seal walls and woodwork. 
It also describes Fulton Q-Dee Prim- 
er — said to prime, seal, and kill 
stains on any type surface. Fulton 
ee 11 Co., Dept. SBS, Sumter, 
S. C. 


192 Window, Door Screen Frames — 
“Manufacturing Methods and As- 
sembly Order Manual” gives step- 
by-step illustrated information on 
Aluma-Fab window and door screen 
frames. Detailed specification sheets 
are included on aluminum window 
and screen door frame and acces- 
sories, aluminum combination storm 
window materials, triple-track and 
triple-tilt storm window materials, 
and aluminum storm door frames 
and accessories of the Southeastern 
Tool & Die Co., Dept. SBS, P. O. 
Box 26, Powderly Station, Birming- 
ham 11, Ala. 


193 Metal Building Products — Cat- 
alog describes complete line of 
Quaker State metal building prod- 
ucts for farm, home, and industry. 
Separate pages are available on such 
items as aluminum soffit material 
in rolls, galvanized re-usable footer 
forms, and pre-formed aluminum 
and galvanized termite shield. Quak- 
er State Metals Co., Dept. SBS, 
Lancaster, Pa. 


195 Builders’ Lock Information — 
A new eight-page “Builders Book- 
let” No. 688 illustrates beauty, con- 
venience, and dependability of 
Schlage locks. It includes complete 
selection of lock and escutcheon de- 
signs, exploded views of lock assem- 
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blies, and concise installation in- 
structions. Schlage Lock Co., Dept. 
SBS, P. O. Box 3324, San Francisco 
19, Calif. 


198 Plywood Sales Aids — Willam- 
ette Valley Lumber Co. offers folders 
describing dependability and other 
features of Teco-tested plywood. One 
folder shows all Teco grade stamps, 
giving uses. Additional folders fea- 
ture other Willamette products. Wil- 
lamette Valley Lumber Co., Dept. 
SBS, Dallas, Ore. 


199 Hardboard Finishing — Six-page 
A.LA. booklet No. 23-L gives gen- 
eral finishing tips and detailed finish- 
ing suggestions for Evanite hard- 
boards, with flat wall paints, enam- 
els, colored stains, clear or natural 
finishes and exterior painting. Hard- 
board Division, Evans Products Co., 
Dept. SBS, Corvallis, Ore. 


200 Door Lites and Louvers — A 20 
page illustrated catalog featuring 
Visador prefabricated door louvers 
and lites will be mailed free in reply 
to inquiries. Catalog contains num- 
erous designs, as well as architec- 
tural specifications and molding de- 
tails. Visador Co., Dept. SBS, 940 
Visador Rd., Jasper, Tex. 


201 Poly-Clad Plywall — Descrip- 
tive folders are available on Poly- 
Clad Plywall, with information on 
installation, care, and maintenance. 
Literature includes illustrations, spe- 
cifications, sizes and dimensions. 
Plywall Products Company, Inc., 
Dept. SBS, P. O. Box 625, Fort 
Wayne, Indiana. 


202 Aluminum Windows — Details 
on Ware residential aluminum win- 
dows are available in an illustrated 
booklet, containing qualities, sizes, 
specifications, and full size details 
on installation. Ware Laboratories, 
Inc., Dept. SBS, 3700 N.W. 25th St., 
Miami, Fla. 


203 Block Anchor Bolts — Catalog 

sheet describes Stepco concrete an- 

hor bolts, with photographs show- 

ing application. Steel Products Mfg. 

me Dept. SBS, P. O. Box 25, Toccoa, 
a. 


204 Moisture Register — Technical 
data is offered on electronic instru- 
ments. Model 5 can be used on hard 
and soft woods, from peeled logs to 
finished product. Moisture Register 
Co., Dept. SBS, P. O. Box 910, Al- 
hambra, Calif. 


205 Sash Hardware — Illustrated 
catalog available to dealers includes 
basic material on sash hardware. 
Grand Rapids Hardware Co., Dept. 
SBS, 560 llth St., N. W., Grand 
Rapids 2, Mich. 
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207 Aluminum Louvers — Details 
contain specifications on complete 
line of aluminum and galvanized 
LoManCo louvers. Catalog also con- 
tains information on aluminum win- 
dow shutters, adjustable closet rods, 
and exhaust fan vent hoods. Louver 
Mfg. Co., Dept. SBS, 3603-SB, Wood- 
dale Ave., Minneapolis, Minn. 


208 Hardware Brochure — Fourteen 
page brochure features eye-catching 
exterior and interior hardware in- 
stallations to help home-owner- 
builder select proper decorative and 
functional pieces. Full-color illustra- 
tions simplify selection of correct 
hardware for various architecture. 
Medalist Hardware Div., National 
Lock Co., Dept. SBS, Rockford, II. 


209 Roof Truss Hardware — Ad- 
vantages available in United Truss 
hardware are outlined in a booklet, 
furnished on request, detailing all 
popular-size trusses. United Trussed 
Roof Co., Dept. SBS, 7000 Coral 
Way, Miami 55, Fla. 


210 Iron Column Railing — Bro- 
chure shows application of iron col- 
umn railing as decorative device 
for porches, as well as interior house 
design. Complete folder features il- 
lustrations of column designs, speci- 
fications, installation procedures, and 
mail-order prices. R. G. Coffman Co., 
Inc., Dept. SBS, Orlando, Fla. 


211 Sliding Door Hanger — Catalog 
sheet describes firm’s revolutionary 
Micro-Cam hanger for sliding doors, 
said to be first and only low cost 
sliding door hanger to provide easy 
adjustment for plumbing or level- 
ing sliding doors. John Sterling 
Corp., Dept. SBS, Richmond, I. 


212 Home Insulation — Eight-page 
booklet tells what to look for in 
insulation, giving coverage, proper- 
ties, and installation suggestions on 
three types of Zonolite; Masonry 
Fill, Insulating Fill, and Glass Fiber. 
Zonolite Co., Dept. SBS, 135 S. La- 
Salle, Chicago 3, Il. 


213 Fiber Pipe — Three booklets are 
offered, one each on bituminized fi- 
ber pipe, fiber duct, and fiber forms. 
Sizes, weights, plus pictures and 
blueprints for installations, give 
complete information on products 
applicable to farm, industrial, or 
residential usage. Sonoco Products 
Co., Dept. SBS, Hartsville, S. C. 


214 Polyethylene Film — Brochure 
features barrier film of virgin poly- 
ethylene — said to be tough, light- 
weight, durable, resistant to tearing, 
permanently flexible, and resistant 
to chemical attack. Reportedly it can 
be used for dust partition over sub- 
flooring, heat loss barrier, water- 
proof wrapping, drop cloths, protec- 
tive canopies, closing-in breezeways, 
and winterizing porches. Also con- 
tains specifications and application 
information. Gering Plastics Div., 
Studebaker - Packard Corp., Dept. 
SBS, Kenilworth, N. J. 


215 Aluminum Screen Doors — Lit- 
erature and prices available describ- 
ing low-priced all-aluminum screen 
door, Jayhawker Model 50. Door 
complete with kickplate, two push- 
bars, hinges with oilite bushings, and 
top-quality knob latch. Most impor- 


tant feature is ease of installation. 
Anyone reportedly can hang Model 
50 Jayhawker in short time, whether 
experienced or not. Modern Prod- 
ucts, Inc., Dept. SBS, 1031 W. Kan- 
sas Ave., McPherson, Kan. 


216 Ornamental Iron — Complete 
catalog shows both custom design 
and stock railing and design in 
wrought iron work. Illustrated in 
detail to show intricate designs in 
lacy “—. friezes, etc. Practical 
charts for builders give support 
loads, specifications, and other per- 
tinent data. Excellent for smaller 
companies who cannot stock supply 
of ornamental wrought iron. Davis 
Iron Works, Dept. SBS, P. O. Box 
7335, Waco, Tex. 


217 Fiberglass Panels — Free kit 
contains complete outline of “dol- 
lars-to-dealers” advertising program 
for Filon fiberglass panels. Describes 
Filon’s dealer promotional plans, 
available sales literature, and dis- 
play material. Complete guide to 
Filon “Class A” dealer profits. Filon 
Plastics Corp., Dept. SBS, 2051 E. 
Maple Ave., El Segundo, Calif. 


218 Closet Fronts — Brochure gives 
various closet front designs, speci- 
fications, and other information per 
tinent to installation. One man re- 
portedly can set assembly in place 
by driving four nails through at at- 
tached cleats into studs. Plumbs 
front, wedges and nails jambs to 
studs. Removes factory braces. Pre- 
cision Parts Corp., Dept. SBS, 400 
N. First St., Nashville 7, Tenn. 


219 Wood Bow Window — Window 
fully described in booklet, with com- 
plete construction details and Sim- 
plified Selector Chart included. Ten 
standard sizes usable in all types of 
construction. Standardization, mass 
production, and exclusive Marvel- 
Lok joint makes this window easy 
to install and inexpensive to buy. 
Lee Millwork Corp., Dept. SBS, P. O. 
Box 506, Fairlawn, N. J. 


220 Polyethylene Film — Folders 
describe and illustrate varied con- 
struction and farm uses of Dure- 
thene polyethylene film. Durethene 
is available in three thicknesses, up 
to 40’ in width. Koppers Co., Inc., 
Durethene Plant, Dept. SBS, 7001 
W. 60th St., Chicago 38, II. 


221 Indoor-Outdoor Particleboard — 
“Par-Wood” interior particleboard 
is described as versatile, new indoor 
work horse in illustrated brochures. 
Shows uses for finished or unfinish- 
ed products. Literature also available 
on wood flooring tile, wood floor 
underlayment, all-weather exterior 
board, and duo-faced paneling. Pac- 
qua, Inc., Dept. SBS, P. O. Box 78, 
Dillard, Ore. 


222 Cabinet Hardware — Matched 
sets of cabinet hardware shown in 
full color in No. 215 catalog. As- 
sortment of knobs, pulls, hinges, and 
catches shown in variety of finishes. 
Catalog arranged so that hardware 
is grouped by function. Also includ- 
ed is convenience hardware, such as 
bottom mounting, center mounting, 
side mounting drawer slides, disap- 
pearing and revolving shelf hard- 
ware. Amerock Corp., Dept. SBS, 
Rockford, Il. 


SOUTHERN BUILDING SUPPRIES for MARCH, 1960 





STRICTLY 
WHOLESALE 





KNOXVILLE, TENN.: William S. 
(Bill) Arnett, manager of Dealers 
Warehouse Corp., wholesale building 
materials firm, has been named 
Knoxville’s Young Man of the Year 
by that city’s Junior Chamber of 
Commerce. 


WINSTON-SALEM, N.C.: W. Hes- 
ton Martin is joining Bagnal Lum- 
ber Co., dimension lumber broker- 
age firm, as a vice-president. He was 
former sales manager of Mengel 
Co.’s wood products division. 


LOUISVILLE, KY.: Jacob Levy & 
Bros. has been named distributor of 
Ply-Gems prefinished genuine hard- 
wood panels, manufactured by In- 
dustrial Plywood Co., Inc. 


MIAMI, FLA.: Dade Wholesale 
Co., new distribution center for Mas- 
tic Tile Div., Ruberoid Co., will 
handle Matico asphalt, vinyl-asbes- 
tos, and plastic wall tile, and Mas- 
tic solid vinyl and Sofstep rubber 
tile. 


AMARILLO, TEX.: George B. 
Smith Chemical Works, Inc., has ap- 
pointed Crowe-Gulde Cement Co. as 
its exclusive distributor in Texas 
and Oklahoma Panhandles for its 
complete line of cement, mortar, and 
plaster colors, surface hardeners and 
other products for use in masonry 
trades. Other appointments made by 
Smith include: Don C. Hall Co., 
Hendersonville, N. C., in North and 
South Carolina; Matthew F. Donnel- 
ly, Pompano Beach, Fla., in Florida. 


NATCHITOCHES, LA.: Howard 
Lumber Co. has been appointed dis- 
tributor for sales and service by 
Chambers Built-ins, Inc., manufac- 
turer of nationally known “match- 
ed” kitchen appliances. 


HATTIESBURG, MISS.: Jones 
Supply Co. has been appointed 
“Class A” dealer for translucent 
fiberglass reinforced plastic panels, 
manufactured by Filon Plastics 
Corp., El Segundo, Calif. Company 
is stocking substantial inventory of 
versatile building material in most 
popular colors for immediate deliv- 
ery. 

LYNCHBURG, VA.: Newly-organ- 
ized business, Modern Buildings, 
Inc., went into operation here re- 
cently. It is a distributor for Stran- 
Steel pre-engineered steel buildings. 
Roger Thornhill is president of the 
new firm. 


FORT WORTH, TEX.: Jack Rich 
Associates is Kenco Pump sales re- 
presentative in Texas and Okla- 
homa, directing sales and promo- 
tion in area. 
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you have the advantage 
when you fabricate with 


No. 702 
Box Frame with 
-160 Plastic Spline 


Groove, 7/16x3/4" 


Z 4) 


No. 501 
Screen Door Frame 
3/4” x 2-1/8" 





Recessed Box 
Screen Frame 
7/16” x 13/16” 


Yulco 


SHAPES 


This is an exploded view of 

the parts and simple assembly 

of a VULCO Aluminum Window 
_ Screen. 


No. PE-11 
1” Squere 


102 
Grooved Screen Box Screen Frame 
7/16“ x 13/16" 


Frome 
3/8” x 15/16” 


No. DE-6 
Extruded 
Combination 
Door Frame 
9/16” x 1-3/4" 





Frame 
x= 2.197" 


VULCO’S newest component parts for screens and screen doors give 
you a decided advantage over competitors in ease of fabrica- 
tion, small inventories and lower tooling costs which all add up to 
lower costs and larger profits for you. Fabricate as you sell, and 
remember you'll not be bidding against your supplier because 
VULCO sells only component parts and never competes with its 


NEVER gout COMPETITOR 


METAL PRODUCTS, Inc.1 


2801 6th Avenue, South, f 
Birmingham, Ala. f§ 


SALES OFFICES: Atlanta Ga,; Birmingham, Ala.; Liberty, Mo.; Los Angeles, Calif.; i 
Mountainside, N. J.; New Smyrna Beach, Fic.; New York City; 
Plymouth, Ind.; Tyler, Tex. 


To: Vulcan Metal Products, Inc. 


Dept. SBS 


280! 6th Avenue, South, 
Birmingham, Alabama 


Please send me complete information 
about VULCAN Quality Products and 


VULCAN Service. No obligation. 
SEZ SSB SS SO Se ee oo 


CHECK IT 


EMS OF PARTICULAR INTEREST TO YOU 





SCREENS 


‘DOORS ] wINOOws | ENCLOSURES ] 





NAME 





ADDRESS 
city 





STATE 
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| MANUFACTURER 


> "okt © amt: » « —1_ eo} © NEWS 
p=< OTOP? SD Ow Ss S 
se we | —— x iD x NN G SEATTLE, WASH.: Simpson Tim- 
-” ber Co, will establish a forest prod- 
wart i i , p= pi IVE Ee ucts research and development lab- 
oratory on a ten-acre tract in Over- 
lake Park, near Bellevue, Wash. 
Groundbreaking will take place this 
spring with operation planned for 
late fall. Laboratory services at 
Overlake Park will be available to 
all branches of company in Wash- 
ington, Oregon, and California .. . 
Company has also completed major 
expansion to improve production and 
to increase redwood handling and 
storage capacities. Improvements in- 
clude redwood processing installa- 
tion to produce and package factory- 
treated product. Expansion program 
has increased redwood dry storage 
space by 64,000 sq. ft. at Arcata, 
Calif., remanufacturing plant; and 
added 119,000 sq. ft. of storage and 
handling area at Korbel mill. 


TORRANCE, CALIF.: Special 
award for technical service has been 
presented to Harvey Aluminum by 
Sliding Glass Door & Window Insti- 
tute. Plaque was given in recogni- 
tion of company’s research and com- 
pilation of specification’s report for 
technical committee of the national 





... with Cana CG association. 


DALLAS, TEX.: Walter T. Smith 
has been appointed gypsum prod- 
“C and C”’ means Certain-teed and Color. ucts manager for new Southwest 


Certain-teed is helping your customers merchandise Sales Division of Kaiser Gypsum Co. 
Formerly gypsum products manager 


color to new-home buyers through “‘Our Wonderful World for company’s sales in southern 
of Color and Comfort”’ builder program. California, Smith will headquarter 


ive, sales-pr ing features are com- in Dallas. Formation of Southwestern 
Three exclusive, sales-producing a Sales Div. is termed by Kaiser of- 


bined in this new promotion—and here’s how you can profit ficials as step to accommodate prod- 

from them: uction from firm’s New Mexico gyp- 

1. Provide your customers with free exterior home sum products plant. New Mexico in- 

; . stallation will serve building indus- 

color styling by Beatrice West, noted color con- tries in Texas, New Mexico, Colora- 
sultant. do, and parts of Oklahoma. 


. Provide your customers with a free complete mer- CHATSWORTH, ILL.: Jack Ka- 

chandising program. labza has been appointed manufac- 

a turer’s representative for Homeshield 

; Promote Color and Comfort-Conditioned products, tine of ‘abesitien ‘Gensia Petieate 

including Certain-teed’s full line of Color Tuned Company. Territory to be covered 

asphalt shingles and insulating and asbestos by Kalabza will include Maryland, 

apes Delaware, Washington, D. C., and 
Sidings. i Fairfax County, Va. 

Get full details from your Certain-teed representative. TACOMA. WASH.: Record $5.5. 


million budget for 1960 — up a full 

million from 1959 — has been ap- 

: be proved by Douglas Fir Plywood 
! Certain-teed ‘ Assn., along with projects expected 
| to broaden industry’s markets and 


BUILDING PRODUCTS t 
carry plywood into areas that have 


a A 
Cortain-teed: * Superior Products through Creative Research been border-line in past sales years. 
>, \\\/_ MIAMI, FLA.: S. H. Vuncannon is 
sp new vice-president and general man- 
ager of Miami Window Corp. He was 
CERTAIN-TEED PRODUCTS CORPORATION i a 
Ardmore, Pennsylvania dows, Inc., and director of F. C. Rus- 


7 ‘ T . ic . » PO r 
Plants and offices throughout the United States sell Co. Vuncannon is also currently 
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ROY J. WILSON, Chattanooga, Tenn., has 
been named sales representative for W. S. 
Dickey Clay Co., serving five-state area with 
Dickey vitrified salt-glazed clay pipe and 
related clay products. His territory includes 
northern Georgia, eastern Tennessee, western 
North Carolina, western South Carolina, and 
southwestern Virginia. Wilson was sales rep- 
resentative for Glidden Paint Co. and DeVoe 
Paint Company for eight years. 


president of the Florida Aluminum 
Window and Door Manufacturers 
Assn., being chiefly responsible for 
its creation in July, 1959. 


ST. LOUIS, MO.: Unit Structures, 
Inc., Peshtigo, Wis., manufacturer 
and distributor of laminated struc- 
tural building elements, has appoint- 
ed Verne Garrison as manager of its 
district sales office here. Garrison 
previously was sales engineer in Dal- 
las and Houston sales districts and 
prior to joining Unit Structures was 
associated with Southern Pine Assn. 
as field representative. 

CINCINNATI, OHIO: Formica 
Corp. has reorganized its national 
sales force into two units, establish- 
ing sales specialists for both its 
industrial and decorative product 
lines. Formica’s decorative sales force 
will handle company’s newest prod- 
uct, Flakeboard, decorative lamin- 
nate product line, including 85 
standard patterns, colors and wood- 
grains; Formica wall tile; adhesives; 
and other service items for use with 
decorative laminates. Industrial sales 
specialists will concentrate on more 
than 60 industrial grades, copper- 
clad materials and molded parts for 
mechanical, chemical and electronic 
applications. 


LANCASTER, PA.: Armstrong 
Cork Co.’s Architectural - Builder 
Consultant program has been ex- 
panded. Consultants are special 
group of reportedly experienced 
Armstrong representatives who work 
directly with architects, decorators, 
builders and other specialists on 
flooring problems. C. R. Churn Jr., 
ABC representative in Dallas and 
Fort Worth, will move to Los An- 
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(plus CCE) 


“C and C’’ means Certain-teed and Comfort. 

Certain-teed is helping your customers merchandise 
comfort to new-home buyers through ‘“‘Our Wonderful 
World of Color and Comfort’’ builder program. 

You can profit from this program by promoting 
Certain-teed Fiberglas* Building Insulation, one of the 
proven, nationally-known products to be featured. 

You'll also profit from ‘“‘CCH’’—the Comfort Condi- 
tioned Home program sponsored by Owens-Corning. 
Through it, Certain-teed provides many free builder mer- 
chandising services to your customers to help them sell 
more new homes. 

Tie in with this combined program and see your 
sales climb. 


*TM Owens-Corning 





Ceortain-teed’ | Faw 


~ | CONDITIONED 
, HOME 


CERTAIN-TEED PRODUCTS CORPORATION 


Ardmore, Pennsylvania 
Plants and offices throughout the United States 
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a full line of modern patterns 


This is it! Now at last .. . a one-source supply 
in the Southeast for a complete line of wall board 
featuring the most wanted patterns in easy-to-sell 
decorator colors. It is available from stock for 
immediate shipment. 

New Deka Bord with HSC (Hard Seal Color) 
seals in brilliant color with an extra hard finish 
that assures lasting protection and permanent 
finish. 

Write today for details about the hottest wall 
covering you can sell. The price is right... less 
freight (only plant in Southeast). 


She Deka Corporation 


Manufacturers of Prefinished Wall Panels 


P. 0. BOX 8026, STATION F / TRinity 5-0341 / ATLANTA 6, GEORGIA 
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DRAMATIC ALUMINUM TOUCHES — This 
is how artist foresees Reynolds Metals Co.’s 
new Atlanta, Ga., office building, a two-story 
structure now under construction just north 
of famed Peachtree Road. Most dramatic 
touch will be a 29’-long aluminum-clad pylon 
rising above an entrance courtyard, which 
features an ornamental screen of aluminum 
tubing, interlaced with pattern of formed 
aluminum sheet. Building said to be designed 
to illustrate adaptability of standard alu- 
minum building products to traditional build- 
ing practices. 


geles post. J. R. Hubbard, resident 
sales representative in Birmingham 
in the Atlagta District office, as- 
sumes Churn’s responsibilities in 
Dallas and Fort Worth. C. J. Carroll, 
resident sales representative in San 
Antonio, will be ABC representative 
in Buffalo; and H. E. Christenson, 
resident sale representative in Far- 
go, N. D., will be ABC representative 
in Kansas City. 


FORDYCE, ARK.: Fordyce Lum- 
ber Co. has donated $10,000 for con- 
struction of a new home for the Dal- 
las County library. E. C. Gates, pres- 
ident of the lumber firm, said the 
money would be turned over to the 
Library Board if construction begins 
within two years. 


LODI, OHIO: Oscar Martin, Woos- 
ter, Ohio, has joined Easyfit Co., 
here, as national salesman for com- 
pany’s line of adjustable T-bar rail- 
ings and columns. Martin was for- 
merly president and general manag- 
er of Curry Lumber Co., Wooster. 


ROCKFORD, ILL.: Lloyd Ander- 
son has accepted a position with 
Amerock Corp., where he will aug- 
ment company’s staff engaged in 
product design and development. 
Anderson was associated with Jer- 
vis Corp., Grandville, Mich., as vice- 
president and director of engineer- 
ing. Prior to that, he served National 
Lock Co. for 15 years in hardware 
development. 


NEW YORK, N. Y.: Union Carbide 
Plastics Co. has moved its Texas 
district sales office to 6300 N. Cen- 
tral Expressway, Dallas. Office will 
handle sales of all plastic products 
marketed by company, including 
polyethylene, phenolic, vinyl, sty- 
rene, and epoxy resins and com- 
pounds. 


CHICAGO, ILL.: Portland Cement 
Assn. has formed an advanced en- 
gineering group at its general offices 
here, headed by Alfred L. Parme, 
nationally-known structural engi- 
neer. Group, including electronic 
computer specialist and draftsman, 
in addition to engineers, will draw 
upon investigations of Association’s 
$10-million research and develop- 
ment laboratories in Skokie, Il., and 
will maintain close working rela- 
tionships with extensive technical 
staffs of Association in Chicago, and 
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‘BIG D’S’ BIG EXHIBIT—This proposed $3- 
million construction industry center in Dal- 
las, Texas, reportedly will award building 
products manufacturers a national showcase 
for their products. It will serve all phases 
of construction, from architects and engi- 
neers to dealer organizations. Located only 
minutes from downtown, showcase will house 
150 national building material manufactur- 
ers’ year-‘round exhibits and their offices, 
as well. Incorporated into plans of Fleetwood 
Square are multi-color office building, public 
restaurant and private club, fully-equipped 
auditorium and banquet hall, auxiliary ex- 
hibit and display facility, technical library, 
and a 126-car underground executive garage 
to supplement a 250-car public parking lot. 


in 33 district offices in United States 
and Canada. 

MEMPHIS, TENN.: Sam M. Nick- 
ey, president of Nickey Brothers, 
Inc., here, was elected president of 
National Oak Flooring Manufactur- 
ers’ Assn. at group’s recent Golden 
Anniversary meeting. He succeeds 
retiring Walter J. Wood, vice-presi- 
dent in charge of sales, E. L. Bruce 
Co. Named vice-president was J. R. 
May of Veach-May-Wilson Co., Al- 
coa, Tenn., to succeed W. R. Warner, 
general manager, Bradley-Southern 
Division of Potlatch Forests, Inc., 
Warren, Ark. Executive Vice-Presi- 
dent Henry H. Willins, who serves 
also as secretary-treasurer, was re- 
elected. 

ABERDEEN, WASH.:: L. D. Sheri- 
dan Jr. is now a sales representative 
for Harbor Plywood in northeastern 
Georgia. He formerly represented 
Johns-Manville, Flintkote, and Pied- 
mont Co. 


NEW ORLEANS, LA: Clark 
Equipment Co.'s Industrial Truck 
Div. has established a factory sales 
branch here to sell and service com- 
plete line of Clark fork trucks, 
straddle carriers, towing tractors and 
powered hand trucks. Branch will 
service all Louisiana. George E. 
Elam, formerly company’s Southwest 
district manager, has been named 
general manager of branch opera- 
tions. 


DALLAS, TEX.: California Red- 
wood Assn., San Francisco, will con- 
duct a series of redwood wholesale 
conferences here, one to be held 
here on April 29 in the Statler 
Hilton Hotel. Theme of these meet- 
ings will be “New Dimensions in 
Sales,” demonstrating ways for in- 
creasing sale of redwood lumber 
products. Conferences will not only 
be sales promotion meetings, but 
also symposiums on technical aspects 
of redwood — its innate qualities, 
proper techniques in handling, im- 
portance of proper specifying, and 
advantages of particular grades. 

MOUNT PROSPECT, ILL.: Assets 
of Crofoot Co., manufacturer of 
staples and stapling equipment, have 
been purchased by Paslode Co., Chi- 
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$2000" WORTH 
OF SWIMMING 

POOL EQUIPMENT 
YOU DON’T PAY 
FOR UNTIL YOU 


% SELL SERVICE, CHEMICALS AND SUPPLIES TO POOL OWNERS 
a SELL A COMPLETE LINE OF EQUIPMENT PLUS OTHER BUILDING MATERIALS TO POOL 


BUILDERS 


+ SELL AND CONTRACT FOR NEW POOL CONSTRUCTION YOURSELF 


A Paddock Seablue Dealership costs you nothing; no franchise, 
no stock, no inventory investment. . . nothing. 


AND FOR NOTHING, YOU GET... 


e Paddock Seablue’s 25 year pioneer 
name and reputation in the swim- 
ming pool industry. 


Paddock construction and engineer- 
ing experience, plus technical as- 
sistance. 


A complete merchandising and sales 
promotion program containing: Blue 
prints book, Sales manual, 35 mm 
color slides., Newspaper mats, Store 
and window displays, Local promo- 
tion ideas, Sales leads from publicity 


FraddocK 
Gealllsc 


Let us shou 
ply firms are 
Seablue deal 


and advertising. Publicity promoting 

you, Direct mail pieces, Catalogues, 

Telephone directory trade mark list- 

ing, and much more. 

$2000.00 inventory to start you in the 
‘ P da 

pool business on Paddock’s “pay as 

you s ind return what you can’t 

sell” deferred payment plan. 

The finest quality competitively 

priced equipment available. 

Protected territory and priority dealer 

service, 

you how other Building Sup- 


making money as Paddock 
rs... you can too, contact 


us today. 


MANUFACTURERS OF 


POOL 


EQUIPMENT AND SUPPLIES 


PADDOCK 
3727 ATWELL 
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MYSTERY SHOPPER REMAINS MYSTERY — Leo J. Shulte (center) of Currell Lumber Co., 
Lawton, Okla., smilingly accepts keys to his new Lark VI automobile from District Manager 
Wayman W. Smith of National Gypsum Co. Shulte was one of seven national winners in 
National Gypsum’s Mystery Shopper contest. NG Salesman W. J. Dowling watches procedures. 





cago, Div. of Signode Steel Strap- 
Ping Co. Crofoot Co. products to be 
manufactured by Paslode under Pas- 
lode Crofoot name are strip steel 
staples and three widely used spe- 
cial purpose staplers, all hand-oper- 
ated. 


PITTSBURGH, PA.: Aluminum 
Co. of America has acquired Cupples 
Products Corp. of St. Louis, formed 
in 1946 and engaged in fabricating, 
selling, erecting, and installing alu- 
inum doors, window frames, and 
curtain walls. 


FORT WORTH, TEX.: Maxwell 
Steel Div., Creamer Industries, Inc., 
here has started production of pre- 
fabricated aluminum ductwork for 
residential building trade market. 
Initial production schedule calls for 
use of substantial monthly tonnage 
of aluminum sheet manufactured by 
Reynolds Aluminum Co. 


MONCURE, N. C.: Virginia-Caro- 
lina Lumber Corp. plans to locate 
$150,000 hardwood drying yard and 
finishing plant here. Plant will be 
owned and operated by H. M. Hardy 
of Warrenton as a supplement to his 
operations at Warrenton. To be sit- 
uated on 15-acre site, it is expected 
to be in operation within six months. 


AUSTIN, TEX.: Woodward Mfg. 
Co. here has been taken into Temple 
Industries. Name of company has 
been changed to Woodward, Inc. 
Makers of bedroom furniture, it re- 
portedly has annual sales of approx- 
imately $1,500,000. 


MEMPHIS, TENN.: Joe B. King, 
representing Joe B. King Co., was 
named Kwik Salesman of the Year 
for achieving first place in the 1959 
Kwik contest for sales agents. As 
first place winner, the Kings were 
awarded an all-expense trip to New 
York City. 


PHILADELPHIA, PA.: Denny 
Corp. is new corporate name for 
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Denny Paper and Board Co., manu- 
facturer of Aluma-Sheeth reflective 
insulation sheathing, aluminum foil 
vapor barrier, breather-type insula- 
tions, and laminated aluminum prod- 
ucts. 

MARSHFIELD, WIS.: Roddis Ply- 
wood Corp. has announced appoint- 
ment of Wilson A. Hayes as sales 
representative to cover west Geor- 
gia. He has eight years selling ex- 
perience calling on wholesale, retail, 
and chain buyers. 


CHATSWORTH, ILL.: American 
Screen Products Co. has announced 
its affiliation with Higgin-Duplex 
Lid., of Toronto, Canada. Reorgan- 
ized Canadian subsidiary will be 
known as Higgin-Homeshield Ltd., 
manufacturing and distributing 
Homeshield screen and storm sash 
components as well as Har-Vey 
hardware for sliding and folding 
door installations. 


BESSEMER, ALA.: W. S. Dickey 
Clay Mfg. Co. has begun foundation 
for ultra-modern sewer pipe plant 
here, ten miles southwest of Bir- 
mingham. Crude clay will be used 
to make vitrified salt-glazed clay 
pipe when plant opens in late spring 
1960. Designed as part of long-range 
modernization and expansion pro- 
gram, multi-million dollar Dickey 
plant will reportedly incorporate lat- 
est innovations in clay pipe manu- 
facture. 


LOUISVILLE, KY.: General Elec- 
tric Co. has formed a Residential 
Market Development Operation 
which, through support of Gold Me- 
dallion Home Program, is designed 
to stimulate general interest in to- 
tal electric living. Headquarters of 
R.M.D.O. will be at G-E’s Major Ap- 
pliance Division here. Six regional 
offices will coordinate R.M.D.O. elec- 
trical systems sales and promotion 
with local builders. 


NEW YORK, N. Y.: United States 


Plywood will market Douglas fir 
plywood sheathing output of Bo- 
hemia Lumber Co., located at Culp 
Creek, Ore. Bohemia’s_ sheathing 
plant has capacity of 4,000,000 sq. 
ft. monthly ... U. S. Plywood will 
also market entire exportable sur- 
plus output of only plywood manu- 
facturer in Guatemala. Firm, called 
Industria De Madera “Las Quebrad- 
as,” operates one plywood mill and 
a veneer mill. Veneer mill will be 
converted into plywood plant with 
U. S. Plywood’s assistance. 


CHICAGO, ILL.: Appointment of 
six men to newly-created posts of 
district manager for Skil Corp., pow- 
er tool manufacturer, is announced 
by Samuel J. Hough, general sales 
manager. District managers will 
supervise sales, distribution, distri- 
butor relations, and sales training. 
John E. Cumberland, Southern dis- 
trict manager located in New Or- 
leans, will work with salesmen in 
Florida, Alabama, Arkansas, Tennes- 
see, Mississippi, and Louisiana. 

FAIRHOPE, ALA.: Wilson Plas- 
tics, Inc., Sandusky, Ohio, has ap- 
pointed John J. Burke, here, as 
manufacturer’s representative for 
complete line of Wilson plastic wall 
tile. Burke will cover Louisiana, 
Alabama, Florida and Georgia, ex- 
clusive of Augusta trading area. 

PITTSBURGH, PA.: Paul Luscher 
has been named technical assistant 
to general manager of fiberglass 
division, Pittsburgh Plate Glass Co. 
In his new capacity he will be head- 
quartered at Pittsburgh Plate’s new 
Shelby, N. C., fiberglass plant in 
company’s technical, orientation, and 
liaison program. 

LANCASTER, PA.: Safe Padlock 
and Hardware Co. has become whol- 
ly-owned subsidiary of American 
Hardware Corp. Douglas W. Franck 
is newly-elected corporation vice- 
president. He was also elected pres- 
ident of Safe Padlock and Hardware 
Co., continuing to manage company 
as heretofore. William N. Frank di- 
rects sales. Plans for Lancaster sub- 
sidiary include expansion move from 
their present buildings to new plan‘ 
location in Lancaster. 

BUFORD, GA.: Barrington Corp. 
has combined its sales office and 
warehouse of Atlanta, Ga.; its gen- 
eral office of Cleveland, Ohio; and 
its production manufacturing plant 
of Hawkinsville, Ga., to one location 
here. Move reportedly was prompted 
so as to provide more centralized 
operation and increased facilities to 
handle growing demand. 


HOUSTON, TEX.: Kaiser Gypsum 
Co. of Oakland, Calif., has purchased 
a 25-acre tract on the Houston Ship 
Channel for construction of a $5,000, 
000 gypsum board plant. Plant will 
serve the Southwest and part of 
Louisiana with wallboard, gypsum 
sheeting and related products in the 
building field. 
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board plant were not affected. vice-presidents are F. H. O’Connor 

and Carroll C - 

LEESVILLE, LA: Reynolds Lum. 204, Carroll Cooper. JohnH. Wer 

ber Co., Inc., first industry to locate Miller 1 phar n= eidmadeans~' eau 
in Leesville Industrial Development ne ie ee see Wn 
; - L. C. Seott, assistant treasurer. 

Assn.’s park has begun production. 
JACKSONVILLE, FLA.: Kaiser 


Mill has daily capacity of 35,000 . 
board feet. Gypsum Co. plans a multi-million 
dollar plant here int. 
SILOXR MISS: James R. wen, °'9T Plant bee eee 
organizer and former president of LITTLE ROCK, ARK.: Jerry Cole 
Welsh Plywood Corp., has been Roark has been promoted from ter- 
named board chairman. Succeeding ritor\ epresentative to Pulaski 
Welsh as president is E. L. Bruce count epresentative with United 
Jr., also president of E. L. Bruce Co., States Plywood Corp. Change was 
hardwood flooring manufacturer. part reorganization in territory 
Welsh Plywood is a wholly-owned that xpanded Little Rock outlet 
subsidiary of E. L. Bruce Co. J. B. from sub-branch to major company 
Wiseman was named executive vice- brar 
president; and re-elected Welsh LYNCHBURG, VA.: R. S. Burress 








FOR DEVOTED SERVICE — President Tom 

DeWeese, left, of A. DeWeese Lumber Co., Rolled and 
Philadelphia, Miss., receives plaque honoring 

his “25 years of unselfish and devoted serv- 

ice” to firm from Pete DeWeese. Award re- Foor ‘ &rtruded 


cently made at surprise dinner party given 
DeWeese by his family. DeWeese has been 
long cited for contributions as leader of South- 
ern Pine lumber industry. He is director of 
Southern Pine Assn., and is active in Missis- 
sippi Pine Manufacturers Assn. Make a profitable addition to your present 
business with a small investment and low in- 


e ventory. 
: ’ You can fabricate aluminum window screens 
and screen doors in your own shop. 


HOUSTON, TEX.: Moncrief-Len- : Ara igs a We furnish you with lineal footage materials 
oir Mfg. Co. is expanding its product Sens and the necessary hardware 

line by addition of prefabricated We supply you with simple inexpensive tools 
aluminum guttering and down and equipment. You make window screens 
spouts. Company will manufacture and screen doors to sell to home owners and home builders 
aluminum rain-carrying equipment | You need not carry large stocks of finished units. 

here, distributing it through its You please your customers by making exact size de: 

Houston sales branches and in San You give prompt service. 

Antonio, Lubbock, Temple, Dallas, eee, BT eee 

and Harlingen. ae ' 

CHICAGO, ILL.: Recently formed 
Institute of Fireplace Equipment 
Manufacturers has elected officers 
and approved plans for an industry- 
wide promotional program. Officers 
are President, R. B. Stone, Peerless 
Mfg. Div., Dover Corp., Louisville, 
Ky.; Vice-President, H. S. Allen, 
Puritan Fireplace Furnishings, Inc., 
Milford, Conn.; Secretary-Treasurer, 
E. J. Fackler, Stratton & Terstegge 
Co., Inc., New Albany, Ind. 

HOUSTON, TEXAS: On March Il, 
Clark Wire & Supply Corp. was re- 
named Clark Aluminum Co. Change 
reportedly was made to reflect more 
clearly firm operations in which 
manufacture of aluminum is fore- 
most. Entire operation — including 
Houston, New Orleans, and E] Monte | WRITE, WIRE OR PHONE TODAY r-=—— 7-5 
(Calif.) plants — has been incor- Southeastern Tool & Die Co. 


rated as > , a, y | . O. Box 26, Powderl i 
porated as before. | | Southe@a: tern on ’ trp y Station 

NATCHEZ, MISS.: Fire of unde- | 1 Phinee send hit detail of baw 1} tebrtcat 
termined origin gutted administra- | oh my a ae ee ee re 
tion building and cafeteria of Johns- RSS | a 
Manville Corp.'s wallboard plant 
here recently. In addition to loss of | Company 
administration building, large cafe- | Address 
teria and equipment were destroy- * oO See PHONE State 6-6364 ' e 
ed. Unofficial estimates of damages POWDERLY STATION BIRMINGHAM, ALA.. City— 


were up to $50,000. Operations of . : - cs . 
manutacturing department of, wall- Our trained representative will help you set up an efficient operation. 
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Jr. has been elected president of the 
Lumber Manufacturers’ Assn. of 
Virginia at its convention here. He 
succeeds Wesley E. Sheldon of Toa- 
no, who becomes vice-president. Re- 
elected vice-presidents are C. D. 
Weisiger Jr., Blackstone, and Wilbur 
S. Doyle, Martinsville. 


NEW BRITAIN, CONN.: Conrad 
K. Lloyd has been appointed sales 
representative for P & F Corbin 
Div., American Hardware Corp. 
Headquartered in Fort Lauderdale, 
Lloyd will represent the company in 
Florida. 


RICHMOND, VA.: Southern Light- 
weight Aggregate Corp. has changed 
its name to Solite Corp. Simplicity, 
brevity and product identification 
were listed as chief reasons for the 
name change ... A. Cabell Ford Jr. 
is newly-appointed North Carolina 
sales representative for Carolina So- 
lite. Ford, formerly company repre- 
sentative in eastern North Carolina, 
will be in charge of sales for entire 
State of North Carolina .. . Linwood 
F. Perkins Jr. is western Virginia 
sales representative, based in Lynch- 
burg, Virginia. 


WIND GAP, PA.: Supradur Mfg. 
Corp. has acquired assets, including 
manufacturing facilities, of Ameri- 
can Stained Shingle Co. of Colum- 
bus, Ohio. This constitutes first step 
in Supradur’s program to round out 
its line of building materials. Com- 





pany will continue to ship asbestos- 
cement products from here, and 
Dua-Lap products from Columbus, 
Ohio. Provisions are being made to 
have complete product line avail- 
able for fill-ins at both plants. 


MICHIGAN CITY, IND.: Abesto 
Mfg., Corp., maker of Abesto roofing 
adhesives and building protectives, 
will discontinue its duck trademark 
temporarily. Series of mailings to 
lumber yard dealers in spring will 
announce duck’s disappearance, and 
reward leading to its return. Mason- 
ite duck cut-outs will be placed at 
random in shipments from factory. 
Dealer finding one may return it 
for reward. Duck’s reappearance is 
scheduled for May. 


WASHINGTON, D. C.: Zonolite 
Co. recently sponsored a Producers’ 
Council meeting here to discuss new 
products which provide substantial 
reductions in building construction 
costs. Purpose of meeting was to 
familiarize group with several new 
Zonolite products. More than 200 
architects, specification writers, and 
military and federal officials attend- 
ed. 


FRESNO, CALIF.: Dow Chemical 
Co.’s polyethylene film plant is near- 
ing completion here, with production 
scheduled to begin in spring. Plant 
offices, manufacturing facilities, and 
warehouse will occupy four acres of 
24-acre site four miles southeast of 





Gasiltes 


VAonpert— 


Enhance the setting for 


new homes and subdivisions with these 


For more details on above items, use Coupon on Page 101 


new expressions of gracious living... 


Golden-crested Riviera and 
oe for 
leadership of the 
renowned family of. 
Gaslites by Arklo. 
Contact your local 
gas company or write 
" een 
sliites 


BY ARKLA 


SHANNON BUILDING 
LITTLE ROCK, ARK. 





JAMES B. LAWSON, Miami, Fla., has been 
named sales representative for southern 
Florida by Mastic Tile Division, Ruberoid Co. 
He will headquarter in Miami. 


Fresno. Dow is also bringing a poly- 
ethylene plant in Findlay, Ohio, into 
production. 


NEW YORK, N. Y.: Barrett Divi- 
sion, Allied Chemical Corp. has 
broadened its line to include dis- 
tribution of Alcoa aluminum siding. 
Distribution will be made from sev- 
en centrally located Barrett ware 
houses. 

JOHNSON CITY, TENN.: Winco 
Industries has started large expan- 
sion here with addition of Jasco line 
of aluminum storm windows and 
doors. Company has leased larger 
quarters and by end of year expects 
to be producing 200 units daily. Fin- 
ished aluminum and machinery for 
local industry are being furnished 
by Jasco Aluminum Co. of New 
York. 


HOUSTON, TEXAS: Clark Wire 
& Supply Corp., here, has added 
facilities for extruding aluminum. 
They will be used for manufacturing 
new building material products, as 
well as for custom extruding. Com- 
pany has plants in New Orleans and 
El Monte, Calif. 


REDDING, CALIF.: Flintkote Co., 
manufacturer of building materials, 
will construct $14-million cement 
plant here. Built under the direction 
of and operated by Calaveras Ce- 
ment Co., Flintkote Div., it will 
have initial rated annual capacity 
of 1,500,000 barrels. 


GREENWOOD, MISS.: New plant 
being readied here will make hot 
mix asphalt, producing 130 tons per 
hour. 


YAZOO CITY, MISS.: Sailors Mill 
converts hickory and persimmon 
trees into marketable timber for 
manufacturers of golf and water 
skis. 
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Profitable Pool Plunging 
(Continued from page 40) 


with replacement items like cocoa 
matting, wall brushes, etc. — more 
than double the chemical business. 
Many of these pools are motel, 
apartment, or higher-ineome resi- 
dential jobs. 

A Willis survey found this group 
to be potential service customers, 
willing to spend an additional $35- 
$50 a month to have their pool 
maintenance performed for them. 

When the 1960 swimming season 
starts, Willis plans to have a serv- 
ice man on the job. Pool service 
consists primarily of vacuuming 
pool and backwashing filter once 
or twice a week, depending upon 
number of people using the pool. 
Chemical treatment is an every- 
day proposition unless the pool is 
equipped with a chemical feeder. 
Most larger pools have this equip- 
ment. Willis figures that their serv- 
ice man will spend approximately 
four hours a week at an average 
motel. Another advantage of serv- 
ice is that it will give the com- 
pany the opportunity to merchan- 
dise accessories and replacement 
items to the customer without ad- 
ditional sales expense. 


Small Town Potential 


As for Forrest Lumber Co. in 
Lamesa, W. B. Osborne, manager, 
took the plunge into pool building 
1% years ago. Lamesa has a popu- 
lation of about 15,000. There are 
eight other lumber yards and eight 
independent general contractors 
competing for the city’s business. 
Less than fifty miles away is Lub- 
bock, whose supply salesmen can- 
vass Lamesa on a regular schedule. 
All of which adds up to a keen 
situation, with sharpest pencils 
getting the orders. Lamesa is not 
a wealthy Texas oil or cattle town. 
Here, the prime income is agricul- 
ture. Prior to Forrest’s entry into 
swimming pools there were only 
two in town. Now there are 11. 

According to Osborne, the firm 
entered pool construction in the 
middle of the 1958 swimming sea- 
son. However, in the short swim- 
ming season remaining, they sold 
two pools and acquired the chem- 
ical business of those already in 
use. Later that year they obtained 
the contract for the cities first 
municipal pool, which amounted to 
more than $100,000. 

With its feet wet, Forrest Lum- 
ber was all set for the 1959 selling 
season. Regularly scheduled news- 
paper, radio, and direct mail ad- 
vertising, plus conscientious fol- 
low-up on referrals, resulted in 
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seven residential sales during the 
summer. This $50,000-plus, com- 
bined with approximately $1,500 
from supplies and chemicals, made 
a nice ring in the cash register. 


Year-’Round Aspect 


Swimming pool construction is 
no longer a summer occupation. 
Pool contractors throughout the 
country are witnessing a gradual 
shift to year-’round activity. For- 
rest Lumber’s 1960 pool program 
is already underway. Sensing this 
increasing demand even in La- 
mesa, the firm established a swim- 
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ming pool department. Bill Butler 
heads up the new department and 
is responsible for all pool advertis- 
ing, sales and installations. Bill 
devotes the majority of his time 
to the swimming pool operation. 
By traveling a small radius of sur- 
rounding towns, he hopes to dou- 
ble his pool volume in 1960. This 
is not unlikely. In January, But- 
ler closed one contract in Seminole 
and had another pending, further 
proof that pool building is becom- 
ing a year-’round business. 
Forrest Lumber is also an au- 
thorized Paddock Seablue dealer. 
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As such, it stocks all necessary 
equipment for building pools, as 
well as supplies and chemicals for 
maintaining them. As pool owner- 
ship increases in and around La- 
mesa, the chemical and supply 
business will become more and 
more profitable. The basic chemi- 
cal for pool operation is chlorine. 
Although chlorine is generally 
available from such sources as 
chemical and sanitary supply 
houses, other pool needs are not. 

Forrest’s inventory of other pool 
supplies such as brushes, vacuum 
cleaners, rope, floats, and other 
pool accessories gives them the 
advantage over chemical competi- 
tors. The secret, according to But- 
ler, “is in having the necessary 
supplies and chemicals available 
when that first spring day comes 
along and people start thinking 
about their pools again.” 

Sales leads are obtained prima- 
rily from referrals and advertis- 
ing. Butler does all of his selling 
in the prospect’s home. A swim- 
ming pool is a big item and usual- 
ly requires a family presentation 
and a group decision. He uses a 
completely prepared sales presen- 
tation, supplied by manufacturer, 
that consists of a sales manual 
depicting numerous advantages of 
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owning a pool. He follows this 
with a 35-mm slide show on pool 
planning and concludes his pitch 
with further discussion and actual 
sketches of a proposed pool for 
the family. Bill also has other lit- 
erature he can leave behind if 
necessary; however, most sales are 
closed on the first call. 

Pool financing is getting better 
every year. Most banks are favor- 
able to pool paper with terms from 
three to five years. In new homes, 
they can be included with the 
mortgage. In fact, the pool indus- 
try cry for 1960 is “if you can af- 
ford a car, you can afford a pool.” 

Swimming pools have also in- 
creased Forrest’s volume in fen- 
cing and patio construction. Near- 
ly all pools constructed have in- 
volved fencing, while about half 
have required additional patio 
area. A few pools were accom- 
panied by small bath and/or dress- 
ing rooms. 

Manager Osborne pointed out 
his enthusiasm with the firm’s pro- 
gress with swimming pools. At 
present, it has the market all to 
itself. When other pool builders 
come, Forrest will sell them equip- 
ment. As more pools are built, For- 
rest will sell them supplies. When 
today’s pools get older, Forrest 


will sell them replacement parts. 
When the pool business in Lamesa 
becomes big business, Forrest 
Lumber will be headquarters. 


Remodeling Is Sales Key 
(Continued from page 38) 


right out to make it good.” 
Fawcett’s experience leads him 
to believe that kitchen remodel- 
ing is neglected by lumber deal- 
ers, particularly in smaller, older 
towns, where many fine old homes 
need major remodeling and up- 
grading. Such homeowners are ex- 
cellent and ready prospects for 
new built-in kitchens, his experi- 
ence indicates — and there are so 
many such homes in the average 
older community that the list of 
prospects is nearly inexhaustible. 


‘Bush-Beating‘ Does It 


(Continued from page 37) 


been created, he makes an appoint- 
ment for some evening soon, at 
which time he can talk to both 
wife and husband. 

“In spite of the leads we obtain 
from our advertising program, we 
would be doing only half a job if 
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we stopped at this point in our 
search for additional prospects,” 
Wilson stressed. “There tends to 
be hidden prospects which no 
amount of advertising will un- 
earth. The only way to find them 
is for salesmen to keep on the 
lookout for them at all times.”’ 

Another reliable lead source is 
the home builder, specializing in 
construction of better-class homes, 
and more particularly that one 
who builds individual homes on 
contract by owner’s specifications. 
Names of local builders falling in- 
to this group are divided among 
three outside salesmen, and they 
contact every builder on their lists 
every day. Purpose of this close 
contact, of course, is to get a line 
on families who are building homes 
and contact them to create an in- 
terest in modern kitchens. Con- 
tractors are cooperative, because 
the better the kitchen, the more 
the total amount of the building 
contract. 

So much for the obtaining of 
leads. Leads without proper fol- 
low -through are valueless. This 
company finds that the recom- 
mended way of transforming pros- 
pects into customers is to make a 
preliminary call for ascertaining 
the type of prospect which the 
name on the card represents. If 
such is determined on the initial 
call, made during the day, the 
salesman leaves literature and 
makes an evening appointment. 

“The reason we do most of our 
actual selling at night,’”’ Wilson ex- 
plained, “is that usually both hus- 
band and wife — and sometimes 
older children — have a voice in 
final kitchen design and selection 
of equipment. By making our real 
selling effort at night, we are able 
to talk with everybody concerned 
with the decision and _ thereby 
speed up the sales.” 

During this evening visit, the 
salesman measures the kitchen and 
draws a rough, tentative layout for 
husband and wife to study. The 
wife then generally makes suggest- 
ed changes, which the salesman 
encourages. After kicking around 
the rough sketch for awhile, and 
suggesting alterations, they tend 
to work up more enthusiasm for 
a modern kitchen. The sketch also 
helps to sell them on the urgent 
desirability of installing a modern, 
customized kitchen. 

The salesman also discusses va- 
rious appliance units needed and 
wanted, and, of course, the loca- 
tions of these units are drawn in 
on the rough sketch. After deter- 
mining the various units to be used 
and the type of finish to be utilized 
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in finishing out the kitchen, the 
salesman is then able to quote a 
complete, installing price. 

In many cases, the contract is 
signed at this point and solely one 
evening call wraps up the sale. In 
other cases, the salesman takes his 
sketch back to the store, re-draws 
it in more complete and refined 
detail, decides if the estimated cost 
of the kitchen has prevented his 
closing the sale, and, if so, makes 
substitutions to reduce the total 
kitchen price. With this data, he 
then makes another appointment 
for a second night call. 

The average price of kitchens 
sold by the company is about 
$1,000, Wilson noted. Total annual 
volume’ is about $100,000. 

A final factor that has helped to 
obtain additional prospects for suc- 
cessful nighttime sales was the re- 
moval of the kitchen department 
from a semi-secluded room beyond 
the main sales floor to an up-front 
spot, directly behind one of two 
main display windows. From the 
outside, people see model kitchens 
displayed, and customers buying 
other merchandise now see the 
kitchen department and stop by. 

The company policy in sale of 
kitchens is to use appliances select- 
ed as a base, and to custom-build 
remainder of the kitchen around 
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and serviceability which 
ible you to make more sales 
profit. 
bove steps are undoubted- 
implified, but they should 
setting you started in this 
le business. Perhaps the 
to close is to ask a few 
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does it take to deliver the load and 
what is your gross profit? If you 
sell a thousand pipe fittings, what 
is your gross profit? You can sell 
one built-in oven and range for a 
gross profit of $50.00 and deliver it 
in your car. Doesn’t this picture 
on built-in ranges look attractive? 
You’re in business to make profit, 
so why don’t you investigate for 
yourself today? 


Kentuckians Convene 
(Continued from page 44) 


search Council, Washington, D. C., 
told dealers why they must banish 
prejudice, reassess current situa- 
tion in regard to building competi- 
tion, and merchandise components. 

A luncheon and materials han- 
dling demonstration, sponsored at 
its yard by Weyerhaeuser Louis- 
ville Distributing Yard, concluded 
the convention on Wednesday aft- 
ernoon. 

Officers elected for the new year 
were: E. Wilbur Chinn, Owens- 
boro, president; William C. Pau- 
ley, Pikeville, vice-president; and 
Don A. Campbell, Lebanon, ex- 
ecutive vice-president. 


Directors elected for 1960-1961 


terms were: D. L. Ball, Clay; John 
Burk, Lexington; Stuart Campbell 
Jr., Louisville; Robert B. Congle- 
ton, Lexington; Sam B. Dibble, 
Elizabethtown; R. E. Hughes Jr., 
Leitchfield; Tudor G. Jones Jr., 
Mayfield; Marshall Royalty, Har- 
rodsburg; and Murrell Rogers, 
Auburn. 

A mink stole, awarded by 
KRLDA to encourage dealer-traffic 
in the exhibit area, was won in 
the final day’s drawing by A. L. 
Gibson of Berea. 


West Virginians Meet 
(Continued from page 46) 


choice. Anything that you, as an 
employer, may say contrary to 
union organization, may later be 
used against you. When confronted 
with a move on somebody’s part to 
unionize your company, keep cool 
and don’t panic.” 

The final day’s panel was moder- 
ated by Miss Carolyn Nettleton of 
Covington, Va., president of C. B. 
Nettleton Lumber Co., and presi- 
dent-elect of the Virginia Building 
Material Assn. 

Entitled “Services Worth A 
Buck? Charge A Buck,” the panel 


was comprised of dealers Ray Wil- 
liams, Barboursville, who discuss- 
ed “Estimates and Material Lists”; 
Frank Andrews, Cambridge, Ohio, 
“Outside Salesmen’”’; Les Evans, 
South Charleston, “Delivery and 
Pickup”; and Tom Barr, Fairmont, 
“Other Expenses.” 

Miss Nettleton defined expenses 


. of building supply retailer as “life 


blood of a dealer’s operation.”’ She 
advised dealers to eliminate waste 
in all conceivable ways. 

“If you have a $100,000 inven- 
tory, let your customers know it. 
You’ve got to meet your competi- 
tors by keeping your prospective 
customers aware of your conveni- 
ences — better parking facilities, 
more adequate credit plans, and 
friendlier, better-trained person- 
nel,” she explained. 

Andrews, on hiring outside 
salesmen, cautioned dealers to hire 
a man for a specific job — con- 
tractor, farm, or specialty sales — 
and tailor him to fit their need. 

“Be sure to hire a_ successful 
salesman whenever you hire one,” 
he advised. “Look for the guy 
who’s demonstrated ability in in- 
surance or car sales. Avoid wast- 
ing time with elean-eut ‘duds’ — 
all looks and no ability. We all do 
that,” he said. 
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New officers elected for the en- 
suing year were Owen L. Duncan, 
Huntington, president; Charles B. 
Wilson, Moundsville, vice-presi- 
dent; and Charles Green, treasur- 
er, and Sherman R. West, execu- 
tive secretary, both of Buckhan- 
non. 

District directors elected to 
1960-61 terms included Jack Par- 
rish, Spencer, District 2; Jack 
Hamilton, Huntington, District 3; 
Tom Barr, Fairmont, District 4; 
Waverly Curnes, Dunbar, District 
5; D. O. Means, Beckley, District 
6; W. G. Owen, Bluefield, District 
7; A. L. Hays, Williamson, District 
8; C. I. Cheyney, Bluefield, nation- 
al dealer director; John F. Barr, 
Fairmont, alternate national deal- 
er director; and L. Thomas Wil- 
liams, Elkins, director-at-large. 

Outstanding social functions 
during the three-day convention 
included a before- and after-din- 
ner cocktail party, sponsored by 
the WVLBSDA Boosters’ Club; a 
kick-off dinner; annual president’s 
banquet; and an Aloha luncheon. 

WVLBSDA’s 1960 convention, 
an attendance record-breaker, also 
boasted distinction of attracting 
its largest number of exhibitors in 
Association history. 
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Sales Control Pitfalls 
(Continued from page 42) 


this is no substitute for salesman- 
ship. The danger in the plan is 
that you will miss other sales if 
you concentrate on land control. 
You don’t have to buy a large 
number of lots if you are smart 
enough to know which are the 
key lots.” 

Nowell said a master plan is es- 
sential in dealer sales control. He 
related that he began with 10 acres 
or less, and before 1949 he bought 
single lots and built custom homes. 
Then he bought his first 10-acre 
tract, built eight houses at once, 
and this “led me to see the need 
to buy larger tracts.” He recount- 
ed his experiences with 23-acres, 
a 110-acre tract, and an 18-acre 
tract, summing up: “By trial and 
error I have found how costly de- 
velopment of land can be without 
a master plan.” 

Pixley: “The ultimate purpose 
of dealer sales control is to make 
more sales at a greater profit with 
more security. If you get into this, 
you must analyze the market, 
know the economic condition of 
your town now and for the next 
two years. Check with everyone, 
find out everything you need to 
know, make an exhaustive inves- 
tigation. The yard has to make a 
satisfactory (over-all) profit or 
the deal is no good.” 

Stuart S. Caves Jr. filled a morn- 
ing and then, on the same day, an 
afternoon spot on the convention 
program. He is chairman of the 
committee on materials handling 
for NRLDA and president of his 
own company, Honeoye Falls, N.Y. 


Materials Handling 


His morning spot was a demon- 
stration of materials handling at 
the Kansas City warehouse of 
Long-Bell, and this, despite mur- 
ky weather, attracted 400. Both 
weather and miscalculation of the 
type of boom to use in one part of 
the demonstration made the show 
less satisfactory than expected for 
Caves. 

In the afternoon, he told the 
convention that “success of mate- 
rials handling depends on you and 
your management and it is not 
something you can let your fore- 
man or someone else control. By 
mechanization in one (of four) of 
our yards, we eliminated one over- 
the-road truck and driver, doubled 
our volume, decreased demurrage, 
decreased labor costs and elimi- 
nated the need for extra help. 
Also, asa result of mechanization, 
we get a better-class help. 
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MILLWORK 
FACTORY SALES 
REPRESENTATIVE 


Immediate opening, partly devel- 
oped Southeast territory for full- 
time Factory Salesman, preferably 
with experience at Manufacturer's 
or Jobber’s level. This man to 
concentrate on a complete line of 
wood window units, also st 
WPP millwork items, selling to 
the millwork distributor, capable 
of conducting sales meetings for 
their personnel and dealer cus- 
tomers 


Must be ambitious, responsible, 
intelligent in the 30-45 age 
bracket. Agreeable to locate in 
sales territory. We offer an un- 
usual challenging sales position 
with good, starting salary, full 
business travel expenses and em- 
ployee benefits. Car necessary. 


IF YOU ARE THIS MAN, sub- 
mit complete resume’ including 
employment history for past fif- 
teen years to—H. S. Kettrick, 
Rock Island Millwork Company, 
Rock Island, Illinois. Recent 
photo desirable. Interview will 
be arranged. 
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Deft sales continue their up 
ward swing . . . everywhere. 
More users are demanding 
Deft, more architects are speci- 
fying Deft, and more dealers 
are featuring Deft. 


Deft is the original complete 
interior wood finish in one can, 
trouble-free, fast dry, easy to 
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a finer clear finish. A tremen- 
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advertising program PRE-SELLS 
Deft for you. It's a_ high 
quality, high profit, fast sell- 
ing product that belongs on 
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See Your 
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Distributor 
Today 


Factories: Alliance, Ohio, Torrance, Calif 
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“Receiving materials by truck 
is quite a saving and unloading 
with machinery is an additional 
saving. One man can unload a 
truck load of gypsum in 20 minutes 
with the help of only the driver. 

“Two-way telephone between 
store and truck costs about $2 a 
day. Operating a truck costs 20 
cents a mile and if you save even 
10 miles in a day the telephone 
service is paid for. It pays in the 
case of salesmen, too. If a sales- 
man doesn’t know all the answers 
he can get on the radio and get 
them. A salesman’s time is worth 
$10 an hour, and if you save five 
minutes of his time, it is paid for. 
Some even put these telephones in 
contractors’ pick-ups. The possibil- 
ities are unlimited.” 

One “profit huddle” had dealers 
asking for a transcript. This was 
the appearance of Irwin Cochrun, 
director, Bureau of Business Man- 
agement, University of Illinois. His 
subject was “What Do We Do 
About Bessie.” In this case, “Bes- 
sie” was a loyal employee, who, 
after many years, became physi- 
cally incapacitated, but kept draw- 
ing her salary because the yard 
had no predetermined “policy” on 
such matters. 

He said policy provides ‘con- 
sistency in business, you probably 
don’t have a policy which is 
S.O.P.,” which he defined as stand- 
ard operating procedure, adding: 


Policy Is Necessary 


“Policy is a decision you make 
once and use over and over and 
over. It is what keeps you from 
having ulcers and lets your em- 
ployees know what to do. 

“Policy must be related to an 
objective. A lot of people don’t 
know why they are in this busi- 
ness, a lot of us are there because 
our fathers put us there, and we 
go down and run on the treadmill 
all week. 

“We must have planned-devel- 
opment and clarity. We must make 
the business policy so understand- 
able that everyone understands it. 
It is individual and must be tailor- 
ed to fit the business and it must 
be consistent, yet it must be flexi- 
ble. When you get home, write it 
— it must be written down if it 
is to have good guidance and if 
it is written people will not take 
it personally.” 

He recommended that policy in- 
clude sales, territory, types of 
goods and services, distribution, 
price or quality, shipping, receiv- 
ing, rolling stock and many other 
facets of the business. 

A new type of forecaster of 


use Coupon on Page 101 


housing trends — one with a sense 
of humor — appeared before the 
final business session entitled 
“Shapes of Things to Come in 
Housing.” This was first introduced 
by President Fair, who then turn- 
ed control to Moderator Clarence 
A. Thompson of the Thompson 
Lumber Co., Champaign, IIl., who 
is also president of the Lumber 
Dealers Research Council. He sub- 
stituted for Raymon H. Harrell, 
executive vice-president. 

Panelists were Robert O. Har- 
vey — the forecaster with a sense 
of humor — professor of finance, 
College of Commerce, University 
of. Illinois; David R. Countryman, 
senior engineer, applied research 
laboratory, Douglas Fir Plywood 
Association, Tacoma, Wash.; Rob- 
ert M. Dillon, executive director, 
building research advisory board, 
National Academy of Sciences - 
National Research Council. 

Harvey’s fast-moving discussion 
was frequently punctuated with 
laugh-provoking comparisons such 
as, in his description of a trend 
as “‘slight,”’ he added in an audible 
undertone, ‘Slight, hell!” 

Outlining his field of discussion 
as the economics of the first five 
years of the Sixties and the aggre- 
gate demand for housing between 
now and 1965, Harvey said the 
average would be 1,000,000 a year 
“and we will lose 300,000 a year: 
there will be some increase in va- 
cancies and it will be good if that 
increase is 5 per cent, and we can 
expect a rate of 35 per cent” in 
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Forester, B.S.F.. 1951, Syracuse, Util.-Dist. 
Major, Age 35. Desire position with Wholesale- 
Retail Lumber Co. of Wood Products Co. with 
view to eventual partnership. Capital to invest. 
A. Warren Watson, A.M., S.A.F. 
BRW Area IV 
FPO 337, N. Y., N. Y. 








WANTED — MANUFACTURERS’ 
REPRESENTATIVES 





For Missouri, Kentucky, Virginia, North and 
Seuth Carolina, Tennessee, Florida, to handle 
quality line of aluminum rolled sereen frame 
and components. Also interested in representative 
for export markets. Write Box 111, Southern 
Building Supplies, 806 Peachtree St., N.E., At- 
lanta 8, Ga. 
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To serve building material dealers and distribu- 
tors in the Carolinas, Established territory for 
prime building products. Current gross exceeds 
$10,000 annually. Send full resume to Box 113, 
Southern Building Supplies, 806 Peachtree St., 
N.E., Atlanta 8, Georgia. 
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housing vacancies. 

He said there would be relative- 
ly fewer single-family starts at 
950,000 units per year compared 
with 350,000 starts of multiple- 
family units. 


Population Decline 


“The Southwest will own 7.9 per 
cent of the total spendable income 
by 1965,” he added, “if past trends 
are not altered. We are entering 
an era of development of new 
satellite towns in preference to 
central-city development. The 
South has become a great exporter 
of population in recent years and 
there will be a decline in popula- 
tion for Arkansas and Oklahoma.” 

There will be a 20-billion-dollar 
growth in the economy this year 
and total housing starts of 1,200,- 
000, he predicted. Also there will 
be one mild recession in the first 
five years of the Sixties, with its 
peak between February and May 
of 1961. 

Countryman said he could not 
forecast the future of the building 
industry for five years or even 
five weeks, “and sometimes I am 
not too sure of the past five 
weeks.” He is sure, however, of a 
trend toward prefinished compon- 
ents. 

“I think we are on the verge of 
seeing mass-produced units that 
can be put together like an erector 
set,” he prophesied, “and other 
industries, our competitors, are 
working on the same thing.” 

He said that in the Champaign, 
I]]., demonstration home, of which 
he showed many color slides in 
various stages of production, “we 
were convinced of the need for 
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components reliably glued under 
carefully controlled conditions. In 
this, of course, plywood compon- 
ents were used extensively and, 
although we are not reporting a 
complete success, we had an over- 
all success and the project was 
highly educational for us.” 

Dillon’s subject was the effects 
of research on housing and he said 
we could expect an increase in 
population nationally to 30 or 40 
millions by 1970. 

“This creates pressure and the 
industry is looking ahead to the 
future. All this will bring about 
competition to build more houses 
for less money and housing will 
have to be tailored to the demand 
of the central city. 

“We have 12-billion-dollars be- 
ing spent on research and the 
amount will be 22-billions by 
1970. Most of it is being spent on 
product development, but more 
will be spent on procedures and 
techniques. 

“Research is planned progress 
and there are many ways in which 
small business can engage in re- 
search. If at all possible, all firms 
large or small should have a re- 
search program.” 

Moderator Thompson had no as- 
signed topic of discussion but, at 
the conclusion, he discussed at 
some length the objectives and 
accomplishments of the Lumber 
Dealers Research Council. 

There was a ladies’ luncheon 
and two mass entertainment fea- 
tures—a cocktail party for dealers, 
sponsored by some of the exhibi- 
tors and the “climax luncheon,” 
final function of the convention, at 
which Irv Wermont spoke on 
“Laughter, the Secret Weapon.” 

Southwestern Lumbermen’s 
Assn. officers elected for the ensu- 
ing year were James H. Wiseman, 
Searcy, Ark., president; W. W. 
Richardson, Tulsa, Okla., first vice- 
president; William R. Shockley, 
Springfield, Mo., second vice-pres- 
ident; Dwayne C. Larson, Salina, 
Kan., third vice-president; and 
Harold E. Waddill, treasurer, and 
G. Kenneth Milliken, executive 
vice-president, both of Kansas 
City. 

Directors elected for three-year 
terms were Dwight Hall, Savan- 
nah, Mo.; F. M. Robinson Jr., St. 
Louis, Mo.; Wallace Barrett, Ard- 
more, Okla.; and Glenn Yahn, 
Perry, Okla. One-year directors 
are: Jay Reniker, Ardmore, Okla.; 
Justin A. Riley, Wichita, Kan.; 
Charles Crutchfield, Coffeyville, 
Kan.; Duffie E. Bryant, Batesville, 
Ark.; and Homer F. Cochran, Lon- 
oke, Ark. 
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Wonderful to behold — 
ROCKPORT REDWOOD 


Yes wonderful the giant Red- 
wood logs and the quality lumber 
Rockport produces from them. 
Always well up to grade. Noth- 

ing surpasses Rockport’s 
Certified Dry Redwood Bev- 

el Siding and Finish. 
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Sales Co., Inc. 
Majestic Company, Inc. 
Marsh Wall Products, Inc. 
Masonite Corporation 
Master Metal Strip Service, Inc. 
Maywood Inc. 
Minnesota & Ontario Paper Co., 
Insulite Div. 86, 
Misceramic Tile Co. 
Modern Products Co. 
Monarch Metal Weatherstrip 
Corporation 
W Distributors 


N 

National Lock Co. 

National Metal Products Co. 
National Mfg. Co. Back cover 
Nichols Wire & Aluminum Co. . 
° 

Oconee Clay Products Co. 

P 

Pacific Lumber Co. 

Pacific Plywood Co., 

Pacqua Division 
Paddock of Texas, Inc. 
Panelboard Mfg. Co., Inc. 

Phifer Aluminum Screen Co. 
Potlatch Forests, 

Ine. Second Cover 
Precision Parts Corp. 94 
Preway, Inc. 75 
Q 
Quaker State Metals Co. il 
R 
Red Devil Tools Third Cover 
Republic Steel Corporation 27 
Reynolds Aluminum Supply Co. 
Rock Island Millwork Co. 118 
Rounds Lumber Co. 12% 
Ruberoid Co., 

Floor Tile Div. 

Ruberoid Co., 

Trade-Dealer Program 

Rudiger-Lang Co. 


Ss 
Samuel Stampling & Knameling 
0, 
Santiam Lumber Co. 
Schlage Lock Co. 
Security Aluminum Co. 
Shakertown Corp. 
Simpson Redwood Co. 
Smith Lumber Co., Ralph L. 
Sonoco Products Co. 
Southeastern Tool & Die Co. 11: 
Southern Coatings & Chem. Co. 11 
Southern Door-Lite Co., Inc. 
Southern Metal Products Corp. 
Southern Pine Assn. 50, 5 
Southern Sash Sales & 
Supply Co., Inc. 
Sterling Corp., John 
Sun Studs 
Superior Fireplace Co. 


Tarter, Webster & Johnson, 
Teco Plywood 
Tennessee Coal, 

Iron & Railroad Div., 

U. S. Steel Corp. 
Tennessee Stove Works 
Trinity White Div., General 

Portland Cement Co. 


U 

Ualco Aluminum Windows 

Union Lumber Co. 

U. S. Gypsum Co. 

U. S. Plywood ad 

United States Steel Corp., 
Tenn. Coal, Iron & 
Railroad Div. 

United Trussed Roof Co. 

v 

Versa Products Company 

Vestal Manufacturing Co. 

Visador Co., The 

Vulcan Metal Products, Inc. 


w 

Wabash Screen Door Co. 20, 21 
Want Ads 120 
Warp Brothers 
Washington Steel Prods., 
Weather-Proof Co. 
West Coast Lumbermen's 
Western Pine Association 
Veere Piping & Engineering 


Inc. 49 


Assn. 


0. 
Western Veneer & Plywood Co. 
Weyerhaeuser Co., 

Lumber & Plywood Div. 
— National Lumber 


Ww fitametie Valley Lumber Co. 77 

Wing Co., Inc., Sam A. 119 

Winslow Govt. Standard Scale 
Works, Inc. 

Wood Conversion Co. 62, 63 

Zonolite Company ‘ 

Zuber Lumber Co. ° 
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RED DEVIL No. 30 PAINT CONDITIONER 
handles 4 pint to 1 gallon cans, 
features exclusive 3-way Super 
Blending Action that mixes paint 
through-and-through — at 1360 
shakes per minute. Easily fitted with 
4-can or square-can adapter. Model 
shown has spring-mounted counter 
base, but is also available with 
counter-high floor pedestal base. 


STORES 
THAT SELL PAINT 


NEED § 
At Least One of These § 





Oo Ss RED DEVIL No. 33 PAINT COND 


with 3-way Super Bler 
Equipped with feather-t 


ns). Available witt 
top spigot cans 
Fits compact spaces 


RED DEVIL-HARB 
How About YOUR Store? You can step up paint and sundries CONE Rt 
sales by “tailoring” your paint service for any trade: profes- 
sionals, homeowners, commercial users. It’s a proved way to 
bigger profits! 
Take Your Pick from the world’s biggest line of paint condi- 
tioning machines—Red Devil. There’s a sturdy, efficient Red 
Devil Paint Conditioner for every type of store and trade. And 
nothing beats Red Devil service: 29 Authorized Red Devil 
Service Stations, coast-to-coast. There’s one nearby, for your 
convenience. You save on freight, too, because Red Devil ships See Your Jobber, 
from three points—F.O.B. Union, N. J., Chicago and Los and ask him about Red Devil’s famous trade-in 
Angéles. Save up to $3.00 per unit! allowance. He’ll tell you why it’s the most gen- 
erous in the field! 
Send for free ul e sheets on whole line 


Red Devil Tools. 


UNION, N. J., U.S.A. 


World's largest manufacturer of painters’ and glaziers’ tools—since 1872 





HOOKS & EYES 


IGM 
A 


CABINET ima J 


Inventory is faster, more accurate 


with Udlonu of, Shiling m 


Busy dealers agree that National’s new 
Decimal Packaging simplifies their job at 
inventory time. Every “National of 
Sterling” item is packaged in units or 
multiples of ten, instead of a hard-to- 
figure dozen, % dozen, % dozen, etc. 
National’s unit pricing system makes ma- 
chine figuring a snap! 

It all adds up to easier, more accurate 
inventory when you handle the line that’s 
packaged for today’s busy retailer— 
“National of Sterling.”” Write for Free 
catalog. 


* +* 
* ® 


te A * Solid Zuality “Throughout 
, \amm * 
* a "NATIONAL MANUFACTURING CO. 


14003 First Ave. Sterling, Iinois 





